


Farmers everywhere are turning to the MORTON WAY of 
meat curing and to MORTON'S Sugar-Cure, Tender-Quick and 
Sausage Seasoning. This method gives a faster, safer cure 
— finer quality and improved flavor in the finished meat. 


Coast-to-coast advertising with full color pages in national 
farm magazines — radio programs — colorful display material 
and valuable literature — all feature this modern, better way 
to cure meat. YOUR customers know about Morton's Meat 
Curing Products and want to use them. 


Make your Home Butchering 
Supplies Department Complete 


You're selling the knives, tools, sausage choppers and other 
supplies. It's plain good business to round out your line — 
add color and appeal to your butchering display with Morton's 
TENDER-QUICK, SUGAR-CURE, SAUSAGE SEASONING and 
MEAT PUMPS. The Morton line is fast-moving, popular mer- 
chandise that brings trade to your store -— adds substantial 
EXTRA profits . . . Hog killing time is here! If you're not 
stocked, order quick. We'll give fast service. 


MORTON SALT CO. 


310 SO. MICHIGAN AVE. CHICAGO, ILLINOIS 








¢ Fast-selling, Profitable Merchandise. 


¢ FREE literaturé and display material 
to dress up your Home Butchering 
Supplies Department. 


¢ Write for dealer's prices and full details. 
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BUILD BETTER BUSINESS IN 1941 


with the NEW BOSS Line 


THE MOST COMPLETE LINE OF KEROSENE-BURNING RANGES AND STOVES 
EXCLUSIVE VALUES AND FEATURES WHICH MEAN MORE SALES 


ALL THE MODERN BEAUTY a 
IN FINEST RANGES AND STO 


ALL THE PROVED CONVENIENCE 
AND UTILITY FEATURES 


Cc eee eee 


WAIT 


YOU WILL 
WANT TO BUY 


The “TOP-SPEED” The “BLU-HOT” 
LONG CHIMNEY WICK BURNER 


Truly tops in speed and efficiency. 
Fast as gas—begins to cook at once 
without waiting. No odor, no smoke, 
no blackening of pots or pans. 


ADJUSTABLE WICKLESS BURNER 


Fastest wickless burner built. Gener- 
ates greatest volume of intensely hot, 
smokeless blue flame which will reach 
14” to 16” above cooking top if needed. 


Boss Kerosene Stoves and Ranges are equipped with 
Boss "Top-Speed" Burners or Boss “Blu-Hot" Burners 








“BUT MADAM, THESE 
ARE YALE LOCKS!” 


“Then 1 could see her sell herself! Naturally! People know 
about YALE and trust the locks they make. That’s why I say, 
‘The name YALE helps make the sale—and makes it BIGGER.’” 


. .. Experiences of dealers suggest that you too can make 
BIGGER sales by pointing to the name YALE on these auxiliary 
locks. Note the sales points that make them FAST sellers. 





No. 44. “The Lock that Does Not Forget” No. 192. “The Steel Grip” 
Fool-proof automatic deadlatch is se- Forged steel rotary bolt holds cast brass 
cure and convenient. Suggested retail case and strike together in an inter- 
price, $2.75. . locking grip. Pick-resisting pin-tumbler 
mechanism. Suggested retail price, 
$4.50. Also, No. 2192, in malleable iron 


No. 42. “Th k that locked” ‘ . 
- SNES age Sa SON case. Suggested retail price, $3.50. 


Pick-resisting pin-tumbler mechanism. 
Can be deadlocked by turn of knob 
inside, or key from outside, giving 
additional 14” deadlock protection. 
Suggested retail price, $2.00. 


No. 197. “The Jimmy Resister” 
Vertical steel bolts join door and jamb 
into inseparable unit. Suggested retail 
price, $2.75. 

No. 10. “The Steel Bariock” 
Hardened steel bolt with 11%” throw 
is equivalent to a steel bar, across the Time to check stock? Get in touch with your 
door. Suggested retail price, $3.50. jobber — today! 


THE NAME YALE HELPS MAKE THE SALE 
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MANY LEADING BUILDERS AND CONTRACTORS 
FEATURE THE USE OF PURE WHITE LEAD PAINT 
BECAUSE THE PUBLIC RECOGNIZES IT AS THE 
STANDARD OF PAINT QUALITY AND SERVICE. 


rt CUSTOMERS WILL THANK 
" gs YOU FOR RECOMMENDING 
WHITE LEAD PAINT FOR 
INTERIORS—IT WASHES 
SO EASILY AND SAFELY 
WITHOUT LOSING COLOR. ¢ 

























IN THE RESTORATION OF THE PUBLIC 
BUILDINGS AT COLONIAL WILLIAMSBURG— 
ThE BEST-KNOWN PAINTING AND DECOR- 
ATING JOB IN RECENT YEARS—PURE 
WHITE LEAD PAINT WAS USED. 


“FOR REAL SATISFACTION AND 
ECONOMY INSIST ON PURE 
WHITE LEAD PAINT” IS THE 
MESSAGE WHITE LEAD 
NATIONAL ADVERTISING IS 
CARRYING TO MILLIONS OF 
HOME-OWNERS— EVERY MONTH. 


TO HELP YOU MULTIPLY YOUR SALES OF WHITE LEAD PAINT, 
MANUFACTURERS IN A NUMBER OF LOCALITIES ARE NOW 

OFFERING PURE WHITE LEAD PAINT PREPARED READY FOR 
USE—IN WHITE AND COLORS—IN STANDARD CONTAINERS. 





P Sein RECOMMENDING PAINT TO YOUR 
CUSTOMERS IT’S A SAFE RULE TO SAY: THE 
HIGHER THE WHITE LEAD CONTENT, THE 
BETTER THE PAINT! 








LEAD INDUSTRIES ASSOCIATION 
420 Lexington Avenue, New York, N. Y. 
4 HARDWARE AGE 
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| NEW STANLEY 


| SUPER BLACK 


ae 


4 


NAIL HAMMER! 


Perfect Balance — Eye Appeal Finish — exclusive Stanley Design, 





unequalled for driving and pulling power, make Stanley SUPER 
BLACK Nail Hammers leaders in their class. “Super-Heat-Treated” 
heads have a rich black satin finish with highly polished faces. 
Octagon neck handles are shaped from highest quality, heavy 
weight, straight grained hickory, “Evertite” processed. Heads are 
securely wedged to handles. 

Made in Curved Claw style, 5 sizes from 7 to 20 ounce. In Ripping 
Claw style, 16 and 20 ounce. Order an introductory Display Unit 


from your jobber — put it on the counter and watch them move! 


INTRODUCTORY DISPLAY UNIT 


“B” Unit — New, beautiful 4-color dis- 
play card free with 7 Super Black 
Nail Hammers as follows: 
2 Bll, 20 oz., at $1.65 $3.30 
3 B11, 160z.,at 1.39 4.17 
] 
] 

















B12, 13 oz., at 1.35 1.35 a 
B214%, 160z.,at 1.39 1.39 & ie 
(Ripping) a 5 
Total retail value $10.21 _ 4 
) Weight 13 Ibs. a 3 
PRODUCT OF STANLEY TOOLS , . ? Matern Design 
‘ Prices slightly higher Ai 
the World” : 2. ° 
2b aatbaselios new West of Missouri River Be Pertent Balence 3" 
* ° > 
a . é 
Fe: Soweter hale» 7 
Stanley Quality es F 
‘a of 
at a Bargain Price e 
be 
4a 4a ey 
STANLEY “WINNER fl 
A quality hammer with a less costly finish. P 7 


i 
gt 


Drop forged, “super-heat-treated” head, 
black finished. Selected straight grain 
hickory handle. “Evertite” processed. And 
the retail price is only $1.19! Packed 
six in a box. Order from your jobber. 
No. W11%. 16 oz. 





STANLEY TOOLS 





[STANLEY ] 


TRADE MARK 


DIVISION OF THE STANLEY WORKS 


NEW BRITAIN, CONN., U.S. A. 
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“A CONSTRUCTIVE IDEA 


and 


YOU'VE GOT EVERYTHING’ 


In a complete, dynamic, profit- 
paying combination of fine 
merchandise, adroit merchan- 
dising, sound sales strategy, 
and alert advertising ; all stand- 
ardized for bigger, easier busi- 
ness at a better profit. Four 
hose items, each designed to 
meet a definite buying need; 
each with conspicuous advan- 
tage in quality and price, and 
the four covering all garden 
hose requirements; adept 
packaging for stocking and 
display; vigorous sales stimu- 
lation by national promotion 


and advertising; all in one. 


When you stock this line — 
the goods, and the way to sell 
the goods; a lower investment, 
a lower carrying charge, a 
faster turnover; and the sim- 
plest, surest road to the garden 
hose buyer and his lasting 
satisfaction. Order these four 
live brands that give you more 
for less, and a supptement of 


high-powered merchandising 


Supreme in its grade 
vi Dog. Built like a cord tire, Made 


only to Bull aon ae : 


no :] and 34 , and in two lengths, 25 
nickel plated couplings. Also in continuous length: appr oximately 


500 feet to the bale and 250 feet to the half-bale. 


VIGILANT 2-BRAID Supreme nile Gade 


a better hose. The 


ne can make 
better made because no ” nee . 
pt itical buyer will find nothing to criticize ™ Bu stn — 
pai ue 5%,” and 34”; and in two lengths, 25 a ie 
Soke a i Also in continuous 
i ickel-plated couplings. et 
rind 500 feet to the bale and 250 feet to the half 
appro: 


VIXEN "1 BRAID Fethe let rade 


‘ ished 
meets the popular price- Furnt 
and 50 feet, with 


Also in continuous lengths approximately 


half-bale. 


it 
h ular trade because 
For the pop 54” snd 34” yand in two lengths, 25 


in two sizes, 


nickel-plated couplings. 


500 feet to the bale and 250 feet to the 


R L-BRAID Sovthe Pie Bade 


pune 
es 


«a 


S BOSTON WOVEN HOSE 


BOSTON 
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ATTENTION 
INTEREST 
ACTION 


"BULL DOG 7BRAID teoememememend 
beeen) GARDEN HOSE 


deluxe for cartons and shipping. i 

containers. A container holds five 

50-foot lengths or ten 25-foot lengths 
individually cartoned. Also shipped in bales 


Vie te 


BOSTON NOZZLE 


The fullest water delivery of 


containing five 50-foot lengths or five 25-foot 


lengths, each length paper-wrapped. 


any nozzle made. A complete 


VIGILANT 2-BRAID [cancennoni 


They stop, look and listen when they 


see this one. Also in two styles of — | 's, 
=\i' ie Be hee 
packages like Bull Dog. 


ECLIPSE NOZZLE 


Runner-up of the Boston 


VIXEN 1-BRAID See 


2 aoze rt sl i , I vy Case. 
Pretty snappy? You'll say so when re oeen in a ee 


you see the sales of this sprightly 
hose item. The hose in cartons 
comes in shipping cases containing We 
five 50-foot lengths or ten 25-foot Pies 
lengths. 
CHALLENGE NOZZLE 


Made for a demand that it 


TIGER 1-BRAID — Jack 12 rms 


mailing carton, 12 dozen in 

Not particularly dressed up but a shipping case. 
certainly has a place to go — re _ | 
NEW “COME-BUY 


DISPLAY 


Be sure to feature this 
display for the Boston 
A TIYZAlo for 1941. 


AND RUBBER COMPANY «Lu 


MASS 


NOVEMBER 14, 1940 








BECAUSE IT’S 
e--EASIER TO SELL 
e EASIER TO INSTALL 
e EASIER TO INSPECT 
e EASIER TO ADJUST 
e EASIER TO SERVICE 


tT. 
MYERS SHALLOW WELL PLUNGER 
TYPE WATER SYSTEM 


I f, Take Ot Yourhat 3 
MYERS bs 
PymOs eaTt® IrHTE™S mar 'OO.§ COOe 


» 
nance ms 





Pump men are becoming more critical about the 
Water Systems they sell. They have learned that their 
Se profits p end upon the ability of the Pump to stay 
on the job and render satisfactory performance to 
their owners. Particularly, they demand accessibility 
and freedom from frequent or expensive service. 
Myers engineers were thinking of the man who has 
the job of installation and servicing when they designed 
this Shallow Well Water System. No matter how 
many years it has been installed, our many installation 
and service features make every part quickly accessible 
with a monkey wrench and a screw driver. YOU SHOULD 
Correctly designed ... Precision built...andbacked HAVE A COPY 
by Myers reputation for quality merchandise... you 4.16 « little book for the 
make a full margin of profit on every job; without use of Myers Dealers and 
eir employees in helpin, 


waste of time and money in costly servicing and re- _ them ‘to sell, install an 


: i service Myers Power 
placements. Get the whole story now. Write or wire. ani. MR 


tems. Any Myers repre- 


2. Renovel of ene THEF.E.MYERS & BRO.co. wih eppiesormekeut on 


ae Se ASHLAND, OHIO, U.S.A. ip Aha ata al 


charge valves. 


PUMPS — WATER SYSTEMS — SPRAYERS ~HAY TOOLS — DOOR HANGERS 
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“You Bet... You’re Looking at 
Premium Quality Clear Through” 


ma 


Just unroll a few feet of this new netting and let your customers 
examine it. They’ll quickly notice its beautifully even weave, its 
freedom from buckling, its easy handling. They can SEE you’re 
showing them a PREMIUM QUALITY netting. And, because it 
sells for a price no higher than for ordinary netting, you'll clinch 
sales. In the new Keystone Poultry Netting there are far-advanced 
features that get the business — developed by Keystone research 
and 50 years of fence-making experience. Available in both Hexagon 
and Straight Line. Order an ample stock for a BIG NETTING 
SEASON — Now! 
ee AND FOR CUSTOMERS WHO NEED 
HEAVY DUTY POULTRY FENCE 


CHIC MESH BLUE RIBBON 


NOVEMBER 


14, 


A regular woven wire fence 
with stay wires only 2 inches 
apart. Line wires spaced 1” 
apart at bottom graduated to 
4” apart at top. Line and stay 
wires, 18 gauge, top and bot- 
tom wires, 1514 gauge. Pro- 
vides a very economical, long- 
lasting installation. 


For customers needing more 
permanent, heavier-than-net- 
i installations, sell BLUE 

BON, a regular ‘‘Galvan- 
nealed”’ poultry fence. Filler is 
17 gauge, closely spaced. Also 
‘Square Deal,” heavy, durable, 
long-lasting fabric (151 to 121, 
gauge). Both the above built 
like RED BRAND field fence. 





POULTRY 
NETTING 
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“BIG 4’—the hanger 
and rail with the 
four-point features! 











yYy™ the severe weather elements start their 
seasonable battle, National “Big 4” Flexible 
Door Hanger and Braced Rail will be fully ready 


to prove their top efficiency. 





The “Big 4” Hanger This strong combination of a stoutly constructed 
hanger and a specially designed braced rail makes light 
the work of operating the heavy type of sliding door 


National 


There are four outstanding points of superiority which 





distinguish the “Big 4” Hanger and Rail: 





Braced Rail 1. Hanger is made entirely of steel and is equipped with anti- 


friction-steel roller bearings. 
2, Stoutly constructed hood with embossing for extra strength. 
3. Both a flexible and a rigid hanger all in one. 


4. Braced rail provides an even and nonsagging tread for the 
gliding hanger wheel. 

You will also be sure to appreciate the fine protective finish of the hanger. 

The wheel and frame are japanned before assembling. The axles and rivets 

are cadmium-plated as an extra precaution against rust. 


Your trade is interested in hardware of this 
caliber. Further information sent on request. 


STERLING 


National Manufacturing Company tuoi 
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Put these Christmas “‘naturals’’ on counters where traffic 


AND DON’T FORGET... is heaviest. Display them in aisles where you would route 


customers. They’re sales makers in price, appeal and styling. 


Refrigerators Sunlamps : . f 

Ranges Washing They’ll do a landslide business for you right through the 
; Machines holidays. And they’re backed by national advertising. Stock 

Radios lroners now with General Electric appliances and do the biggest 

Water Heaters Vacuum Cleaners gift business in your history. 





, % aml 
ORDERLY — MODEL TROUBADOUR — MODEL DOMESTIC—MODEL 
7H-116. ALARM. 7H-118. ALARM. 2H-10. KITCHEN. 
BROWN PLASTIC. BROWN PLASTIC. ALL POPULAR COLORS. 
RETAIL, $3.50. RETAIL, $3.95. RETAIL, $4.95. 





Te ie, 
RCISSUS—MODEL ANNAPOLIS—MODEL 


ALMANAC—MODEL FESTIVAL—MODEL 400. NA 
8H-14. CALENDAR. WESTMINSTER CHIME. 3H-156. OCCASIONAL. 7H-124. ALARM. 
> MAHOGANY FINISH. WALNUT FINISH. WHITE ONYX. TAN PLASTIC. 
RETAIL, $9.95. RETAIL, $9.95. RETAIL, $19.95. RETAIL, $9.95. RETAIL, $6.95. 


PRICES SHOWN, ESTABLISHED BY FAIR TRADE AGREEMENTS IN ALL STATES WHERE SUCH AGREEMENTS ARE LAWFUL 


GENERAL ({%) ELECTRIC 
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4 Like the signal that halts the Limited, Kyanize displays stop ’em 
in their tracks. Nothing stops ’em when they go for Kyanize paint 
o satisfaction. Users go for Kyanize easy spreading, self smoothing 
— es ” 
qualities . . . the long ire. Dealers who know, go for the profit, § 
Nationally Advertised the trade building features of the exclusive agency franchise. ; 
in COLOR in ¥ * You'll go for this smartly merchandised paint program, too... 
THE SATURDAY better investigate. Sign and send the coupon now. 
EVENING POST : 
SETTER HOMES BOSTON VARNISH COMPANY Everett Station Boston, Mass. 
AND GARDENS — 
LIFE e : 
GOOD HOUSEKEEPING - S00 e ; 










LONG LIFE 
PAINTS © VARNISHES « ENAMELS 


VOLT IES MRL ed eo a 
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FROM now until the end of February your cus- 
tomers are interested in keeping warm! Here is 
a market for Florence Oil Heaters, with 31 great 
models to help you meet each need and pocket- 
book. 

Spring brings a new market for Florence Ranges 
—Oil, Gas, Electric, and Combination Oil and 


Gas: a big market that continues through to Sep- 
tember, when Florence Oil Heaters will start an- 
other peak season. 

Cash in on this complete line, backed by a 
famous name, strong national advertising, vigor- 
ous sales helps that really help—and a co-opera- 
tive plan that shares liberally in the cost of your 
own Florence advertising. Write today for full in- 


formation on this year-round business! 


FLORENCE STOVE COMPANY 


General Offices and Plant: Gardner, Mass.; Western Offices and Plant: Kankakee, Ill.; Sales Offices: 
1458-59 Merchandise Mart, Chicago; 45 E. 17th Street, New York; 53 Alabama Street, S.W., Atlanta; 
301 N. Market Street, Dallas; 2730—16th Street, San Francisco 


NOVEMBER 14, 1940 


13 





Have you been overlooking 


a bet ? 


1 OR ee 


This November, when it comes time to renew your 
stock of fence, stop and consider this point: 

Have you ever really compared the various 
types of wire fence— point by point—and weighed 
the selling appeal of one against the other? We 
feel that bethanized fence offers every dealer the 
chance to get the jump on competition—an ex- 
clusive sales story that will actually put money in 
his pocket. 

‘*Bethanized’”’ means that the zinc coating is 
put on the fence in a special way-—by electricity. 
Each tiny particle of zinc is locked to the wire 


separately—gradually interlocking into a coating 
that is 99.9+ per cent pure, and as ductile as gold 
leaf. Bending, twisting or splicing will not flake 
this coating. 

Equally important: it is impossible to apply an 
uneven coating by the bethanizing process. The 
electricity automatically builds a flawless tube of 
zinc that protects every inch of the wire equally 
well. These points have definite selling power. 
They clearly illustrate the superiority of the 
bethanized coating. Why not take advantage 
of them? 


BETHLEHEM STEEL COMPANY 


HARDWARE AGE 





Top —NO. 149 POCKET HONE DISPLAY — This dis- 
play is in three colors and provides for the show- 
ing of one dozen hones. A dozen stones mounted 
on this striking display card are furnished as a 
standard package. The card is 12}4""x 10%", easel 
back, making an attractive display and sure to in- 
crease consumer sales of this popular hone. 


Right —NO. 149-L PQCKET HONE 
These hones are put up in conven- 
ient leather cases, six of which are 
displayed on attractive display card 
as illustrated and six more are 
included in the standard package. 


CARBORUNDUM 








THE CARBORUNDUM COMPANY 


Niagara Falls, N. Y. 


Sales Offices and Warchouses in New York, Chicago, Philadelphia, Detroit, Clev eland, Boston, 
: Pittsburgh, Cincinnati, Grand Rapids 
(Carborundum is a registered trade-mark of and indicates manufacture by The Carborundum Company) 
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OUR customers will be “sold’”’ when 

they see how many uses there are 
for this 20¢ Carborundum Brand Silicon 
Carbide Pocket Hone. Displayed in any 
handy 12-inch space on your counter, it 
attracts the eye of hunters, campers, 
home workshop fans, boy scouts... 
everybody who uses a knife or other 
small edged tool. For quick sales pair 
up with Carborundum by suggesting 
a sharpening stone every time you sell 
an edged tool. Order the No. 149 or 
149-L Hone Display from your distrib- 
utor today. 


rot —_— 
. AND OTHER 
smALL EDGED 


Oh FALLS, WEw ORE 





CRESCENT SCREWDRIVERS 


STRAIGHT GRAINED 
HARD MAPLE 


PRONE 


ALLOY STEEL 
BLADE FERRULE TURNED 
HARDENED FROM SOLID 
FULL LENGTH BAR OF STEEL 


HARDENED 
CORRECTLY- 
TAPERED uP Piper 
POINT \ i atl a: “LOOSE-PROOF" 
ee my HANDLE FORCED 
ON UPSET RIBS 
UNDER HEAVY 
PRESSURE 


CLEAN SHARP 
MACHINE 
KNURLING 


“LOOSE PROOF" 
PRESSURE JOINT 
BETWEEN BIT 
AND FERRULE 





The fact that screwdrivers are rather commonplace 
tools is, in the Crescent opinion, all the more reason 
for making them better. Crescent design and construc- 
tion contradict the oft-expressed theory that “almost 
any screwdriver will do.” Experienced industrial buy- 


ers who study small tool cost and performance know 


that theory to be unsound. That’s why Crescents are 


first choice in many leading industrial plants! 


Crescent Screwdrivers are made to strict specifica- 
tions. They embody the fine design features illustrated 
above. They are thoroughly tested during manufacture 
as illustrated at the left. Their superiority shows up in 
terms of greater safety for the worker—better work and 
more of it—and much longer serviceable life. 

TORSION TEST: Every individual Crescent There are Crescents for every class of work—blade 
Screwdriver blade is tested after heat-treat- 
ing. The above testing machine grips the 
blade tip and ry a pre-determined tor- 


ue load. Individual “Temper Tests” also 


check the full-length hardening given every 
Crescent blade. CRESCENT TOOL COMPANY JAMESTOWN, N. Y. 


USD ee 0 
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lengths from 114 to 12 inches. Make these fully-guar- 


anteed Screwdrivers your choice. 














1940—A YEAR OF BROKEN 
RECORDS FOR FRIGIDAIRE 
SELLING MEN! 


cs 


BRE 


i Greater leadership in sales! The sale 

4 of more than 600,000 Frigidaire refriger- 

ators in 1940 sets an all-time high in re- 
frigerator sales records, 

Only great public confidence in the merit 

rd Dridace could make this all-time 

possible. Such wide-spread cus- 

tomer acceptance makes selling easier. 


Fe Baas ew 


A sound sales-winning program. Ino 
1940 Frigidaire dealers had the dream of 
every selling man—outstanding products; 
the leading name in the industry; sensa- 
tional low prices; constant, forc adver- 
tising; and sound, effective selling plans. 


Only men of broad vision and long ex- 
perience could have produced such a pro- 
gram. These men support the Frigidaire 
dealer with but one idea—to help him 
sell more Frigidaires. 


WS 





industry’s largest factory. In 1940 

Frigidaire dealers broke selling records 

' month after month. Yet despite record- 

: breaking volume, the most popular models 
: were always available when needed, 


5 Only a plant as large and as flexible as 

igidaire’s could meet dealers’ demands 

for more and more products. For ex- 

3 ample, refrigerator production was 

up and maintained at the im- 

4 pressive peak rate of more than 3 new 
| Frigidasre refrigerators a minute. 


‘ The right models at the right time! 

Appealing new models were introduced at 

strategic times during the selling season 

4 to increase even further the dealers’ com- 
petitive advantage. 


Only manufacturing capacity and flexi- 
bility that gear in with merchandising 

lems quickly can keep a selling or- 
ganization in the strongest competitive 
position. 


mit ci 
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Leadership 


in fpelion! 


Leadership is not taken lightly at Frigidaire. 


For we know there is no easy way to continued 





success. 

We look upon leadership as an active selling force 
...a spring-board to new and greater accomplish- 
ments. This concept of leadership is reflected in the 
extra selling advantages built into every Frigidaire 
refrigerator, electric range, and electric water heater. 
It is reflected in the extra value they offer to the cus- 
tomer. It is reflected in every activity of an aggressive, 
experienced factory and distributor personnel that 
works in closest cooperation with a wide-awake, alert 
dealer organization. 

Thus is created a leadership in products, produc- 
tion and plans that automatically makes for leadership 
in sales. As proof, every Frigidaire selling record was 
broken in 1940. Again, Frigidaire Dealers capitalized 
on the selling power of Leadership in Action! 


NOW- 
What about 1941? 


It’s going to be another big year for Frigidaire! Inside 
and out, the great new lines of Frigidaire appliances 
will offer sensational new advantages, planned to stim- 
ulate buying interest to new heights. Advertising and 
selling plans will be hard-hitting, aggressive and 
sales-producing! Again in 1941 Frigidaire Dealers 
will “cash in” on the increased selling power of 


an even greater Leadership in Action! 


Fragedatre —anenicn’s FAVORITE 


FRIGIDAIRE DIVISION, GENERAL MO’1LORS SALES CORPORATION, DAYTON, OHIO 
Frigidaire Electric Appliances « Refrigerators, Ranges and Water Heaters 
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for 200 sheets (400 pages) plus 25¢ mailing charge. 


You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1,000 
leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11,200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventory Sheets because 
they found them simple, convenient and handy 


to use. The WHITE INVENTORY SHEETS are 


Simplify Your Stock Taking with the 
Harpware Ace Whuire Inventory SHEETS 


Actual size of sheets 94% by 12 inches over all; writing areo 
8!/. by I1'/ inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 


i. 








the best ever—they are even more simple, more 
convenient and easier to use. Our entire effort 
was directed toward making your annual inven- 
tory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will 
fit the HARDWARE AGE Inventory Sheet Bind- 
ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us year in 
ahd year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. 


Make your inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 


supply today. 


ocessencnceseonnsenencospsnsnsetl UND GMEBDRianccscsassesssceibannesissssones 


HARDWARE AGE 
100 East 42nd Street, New York. N. Y. 


Gentlemen: 

Here is my $.. .. se Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
charge). Also send me.......... Binders (50¢ each). Send these te me by return mail. 
Ie ao. iaehiek s0s'o's bcaiun cat 04 dime'en «wha ae Shaw Gmbncae Oda ste Ue CWO OE alien aad ccs hus ely 5cea sake ke od Reena dakeens 
I 5 oind:iis enigscvW Kn Oa.c'eerealecan bredk ORR ARR eRe ee hee ERE eke Gad WP selena absence kao eel Pe re 
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THE HANDY 


LOW-PRICED 


CORONA CASHIER 


adding machine and cash 

registering combination 

Models as low as $101.00 
(model illustrated 
ile]. 4-r Se) Ee lemele}) 





ie Bee 


QUICK FACTS ABOUT 
CORONA CASHIERS 




































m 1 Rings up cash sales 
rt 2 Safeguards receipts 
n- 3 Balances cash 
4 Gives review of day’s 
ll business 
4 5 Varietyof Keyboards 
= 6 Recordings are con- 
fidential 
h 7 Attractive modern 
e appearance 
e 8 Low cost, economical 
y SAFEGUARDS YOUR CASH—the Corona Cashier records every 9 Easy to operate 
cash transaction merely by using the keys of the familiar adding 10 Adding machine as 
, machine keyboard . . . accurate, easy balancing of cash. well 
» GUIDES YOU IN MANAGEMENT OF YOUR BUSINESS—the Corona 
Cashier gives a complete review of each day’s business . .. what L C SMITH & CORONA TYPEWRITERS INC 
was sold, who sold it, the amount of the sale. Detail is confi- , E py 
; Adding Machine Division + SYRACUSE, N. Y. 
a Vit Lk Ca 
ft 
= FITS YOUR BUSINESS—assortment of Keyboards ... one to suit | LC Smith & Corona Typewriters Inc 
your own business . . . from simple recording of cash sales to Adding Machine Div., Desk Z 
Received on Account, Charge, Credit, Paid Out. New enclosed Syracuse, N. Y. ee 
design .. . attractive finish. .. adds to the appearance of your Without obligation to me please send 
mailing illustrations and prices of Corona Cashier. 
counter. N 
ame. 
DOES ALL YOUR ADDING FOR YOU .. . two machines in one... Sitin 
eeeeee cash registering and adding machine. City State 
See any dealer or write us. MAIL COUPON au (----------.-------. 
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WORLD'S LARGEST FENCE ORDER 
©. ...and itéall Pittsburgh! 
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More than 320 miles of bright, husky Pittsburgh Welded 
Joint Fence, and 8 miles of Pittsburgh Chain Link Fence, 
protect the entire right-of-way and interchanges of the famous 
Pennsylvania Turnpike. Yes, it’s the largest single order of 
fence ever sold! More important, it typifies the high regard 
of responsible authorities for the superior qualities of P#tts- 
burgh—the only fence sold under a manufacturer’s Certifi- 
cate of Specified Quality! Pittsburgh’s Fence line includes 
Farm and Poultry Fence in hinge-joint, welded-joint and 
lock-joint types; Industrial Fences; Close-mesh Welded 
Fence Fabrics; and superb designs of Lawn Fence. All are 
of special analysis copper bearing steel, heavily coated with 
pure, ductile, non-cracking zinc for longest life. Whether 
for protecting a highway, safeguarding an industrial plant, 
or fencing a farm—always specify Pittsburgh! 


PITTSBURGH STEEL COMPANY 


1621 GRANT BUILDING PITTSBURGH, PA. 








Pittsburgh Fences @& 


HINGE JOINT*® WELDED JOINT*®* LOCK JOINT 
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Above: A Pan- 
ama Pacific liner 
in the U.S. Lines’ 
intercoastal serv 
ice, docks at 
Havana. Above, 
left: The steam 
ship Washington, 
famous U §& 
Lines ship. 












Left: The new 
















eae liner S. S. Amer- 
10uUS ica uses Colum- 
f of Rope. Manila 
yard 
itts- 
rtifi- Owning and operating a fleet which includes the three larg- 
odes est American flag merchant vessels, the United States Lines 
and its affiliates occupy an important role in the transporta- 
and tion of American cargoes and travelers ... The blue Spread 
ded Eagle houseflag is familiarly known in the ports of Europe, 
are _on both coasts of the United States, in the West Ihdies and 
with Central America, in the Antipodes and the Far East... And, 
cher like so many American steamship companies, United States 






) Z . Lines is an extensive user of Columbian Manila Rope. This 
ant, 3 QU ALIT¥ = A sturdy, quality-controlled rope has earned a reputation for 
2 seeing jobs through under all conditions. Its exclusive lubri- 








y cating and waterproofing process makes Columbian easy to 
ae x . handle and more resistant to decay. 
every step of the Way s COLUMBIAN ROPE COMPANY, Auburn,”’The Cordage City,” N. Y. 


COLUMBIAN vies: ROPE 
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Geyer QUALITY Will Increase Your SALES 


Geyer Farm and Garden Tools are winning new customers everywhere, because their improved features 
and perfect balance make them easy to work with. Their long established QUALITY has made them 
steady, profitable sellers to farmers and gardeners who appreciate their superior construction. Both 
Jobbers and Retailers will find the Geyer line decidedly worth handling— 


Ft Complete Line OF FARM AND GARDEN TOOLS 


that do full justice to their beautiful finish and attractive labels. 
Besides Rakes, Forks and Hoes, the big Geyer line includes Garden 
Cultivators and Seeders in patterns to cover every requirement, with 
Attachments for every kind of work. See our ad. on page No. 186 
in the 1940 Directory Number of H. A. It shows several different 
styles of Cultivators. Send for Catalogs and Trade-prices on the No. 880 — High 


No. 600-S — Single Complete Line. W heel Cultivator 
Low Wheel Garden with sturdy Oak 


Cultivator. Handles. 





















SUGGESTS 


UTTS TO A DOOR 














——_] 
NO NO NO | I 
o| SAG o|| WARP o| STICK 
Bo of 
50% MORE SALES FOR YOU ’ O 





100% SATISFACTION TO HOME OWNER; 


The third butt guarantees a door that will 

swing free for years to come. It protects | 2 

against costly repairs. It’s extra profit for 

you and extra satisfaction for your customers. - 


McKINNEY MANUFACTURING COMPANY ° PITTSBURGH, PA. 
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YEARS OF DESIGNING AND MANUFACTURING GOOD HARDWARE 
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HOT PROFITS «COLD WEATHER 


(Right) ... No. 2289 
Taylor Fairmont Junior Combination 


Retails at $10.00* .. . Barometer, hygrom- 
eter and thermometer in black plastic case 
with chromium decoration. Two-toned 
silvered dials with black figures. 734” wide 
by 5" high. For use in altitudes up to 3500 
feet. $15.00* with ivory or walnut plastic 
case and automatic-signal Stormoguide 
movement. 





(Left)... No.2280-F 
Taylor Fisherman’s Barometer 

Retails at $5.00*... Tells when they 

bite—and tellsit right, 94% of the time. 

Green plastic case (34" in diameter), 

unbreakable erystal— packed in handy 

carrying case. A ‘‘must have” for every 

real fishing fan. Companion Taylor art PU tin ’ =e 

Fish Finder Thermometer (retailing at ; OLD W EA rHER brings sales 
A toa boil. It’s a fact. Maybe 


$1.00*) locates cooler waters where the 
“big ones”’ are. , 
you have proved it before. If so, 


: = it is a reminder that it is hap- 
(Righ’) No. 2068-C Taylor Auto Altimeter om f pening again this year. And sales 


n 
“ Retails at $5.00*. .. The big, brand-new q are already hot this fall because 
c ; thrill for car drivers. Tells with amazing " 





accuracy how high the hills are and how ; cold weather came earlier. 


deep the valleys. Handsome brown wal- .. , : + 

nut plastic case with chromium trim. So keep leaders from the Taylor 
Fully adjustable bracket for easy mount- ‘ Line on display from now on 
ing (takes only 60 seconds). Ranged to . et | q : sulle ‘ cik 
5000 feet in 100-ft. divisions. $6.00* model There are profitable specialties 
isranged to 10,000 feet in 200-ft. divisions. , 





you'll want to place prominently 
fd (Left)... No. 5928 he ; in windows and on counters be- 
Taylor Bake Oven Thermometer : 


Retails at $2.00*. .. Packedin recipe box. — : * 
Carries Good Housekeeping Seal. : : ; ~=—s- the left are some items that are 


tween now and New Year’s. At 


(Right)... No. 5936 a = “hot” this fall. But the comple- 


Taylor Roast Meat Thermometer ' + tion of the line gives you ther- 
Retails at $1.50*. . . For roasts done to +  mometers for every home purpose 
“the turn that tempts.’’ Complete with ; 
skewer. Carries Good Housekeeping Seal. 

(Right) . . . No. 5304 oe: 

Taylor Outdoor Thermometer always are welcome Christmas 
Retails at $2.00*... Simple, good-looking gifts, 
design in two-tone enamel. Stainless 
steel, weather-resistant bracket. 
(Lef’) Taylor Baby Bath Thermometer 
No. 5610. . . Retails at $.75*. . . Shows < 
temperature while floating in bath. plus already ¢stablished accep- 
Caves: Scene Se Saar Se aaa tance of Taylor accuracy and 
and pink for ‘‘hers. j . ‘ 
(Right) ... Taylor Fleetwood Baroguide 
No. 2287... Retails at $5.00* .. . Very KEE : pam : 
attractive desk model. 5” long by 4” At itable. Taylor Instrument Com- 
high. Blue plastic case with white plas- ; panies, Rochester, New York, and 
tic base. Or cream case and striking red / 
base. Or green marble case and white 


base. 


—to sell at prices from 25¢ up — 
and Taylor weather instruments 


Make a note to check on your 
Taylor stocks. National advertis- 
ing in Life and other magazines, 


quality, is again helping to make 
your selling easier and more prot- 


Toronto, Canada. 


(Left)... No. 5908 
Taylor Candy and Jelly Thermometer 
Retails at $2.00*... Has 3-times-easier- 
to-read Binoc Tubing. Similar Ther- 
mometer for Deep-Frying, $2.00.* 





) : *Prices slightly higher west of the Rockies and in Canada. 
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You owe it to your business to see the new Continental Dealer Plan. See for yourself how this program helps Continental dealers 
increase their sales and speed-up turnover. Look over the Continental Plan Service . . . a free customer service that has brought 
thousands of building material prospects into dealers’ stores. See the Continental Fence Selling Program . . . see how it can be 
localized to build sales in your territory. And don’t forget that Continental's line of 83 steel products includes outstanding sales 
leaders, plus the items it takes to build year ‘round volume. It will be well worth your while to look over the portfolio. There is 
no obligation, write — CONTINENTAL STEEL CORP. KOKOMO, INDIANA @ Plants at Canton, Kokomo, Indianapolis 


CONTINENTAL 


STEEL PROOUCTS 


‘ "y “| 15 Types of Farm Fence, 15 Styles of Steel Roofing Nails, Staples, Lawn 3 
'h., “1 Posts, Gates, Barb Wire and Siding, and Fittings Fence, Wire Products & 


| 


AMS. « 











Looking for a 
HARDWARE STORE? 


HE place to find it is under the heading of Busi- 
ness Opportunities in the Classified Opportun- 
ities Section of the regular issues of Hardware Age. 


cs ON cca tetalls 


By watching the for-sale ads you'll be reasonably 
sure to secure a good paying business at a fair price 
or better still, let the trade know the kind of a store 
you are looking for. 


HARDWARE AGE 


Classified Opportunities Dept. 4 
100 East 42nd Street. New York City 


os, 
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EDWARD KATZINGER CO. 


1949 NORTH CICERO AVE. - CHICAGO, ILLINOIS 
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THE SATURDAY EVENING POST 





ae BOARDING HOUSE 


Lf oe 


PESESS tera 
‘Shh EGAD, NO,ALVINS THis c NNINC 
ESS 


. LITTLE NVENTION S THE HOOPLE 
ay BULB-SNATCHING TRa~ « 


Wo RAP sc 


MAJOR HOOPLE 
THAT REMINDS ME, EDISON 7 
SO-WATT BULB OUT OF ‘ 







Yt 


LATEST AID TO LIGHT COND a = ~ § oe !T SAW YOU SNEAK 
PLA 0 OF ‘N 
» CED WITHIN THE BOWL OF AN | ade —- 4 
EADING LAMB IT ADMINISTERS s ge : CH ST NIGHT / uw 
i . “ty STERS A ae SNAP T 7 TRAP 
 —— STARTLING BUT ey ESS NIP TO T aoe 


eg HE FINGER OF T E MALEFACTOR moYk « “eB AND TAKE THIS 
UNCLE AMOSm= ¥f’ on ABOUT TO SNATCH A BULB F FROM / DOLLAR DOWN TO 
A MOUSE Trap? )\ ONE SOCKET "0 F E CORNER FOR A 
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. NEW LOW PRICES! | - 


BRIGHTER THAN EVER. sa, We 
10% ( THE MAJOR BETTER 


Thy, 15, and 25 watt, now only . 

10, 50, and 60 wart, were 15¢, now only 136 ¢ 5 how ee a 
o / Ee 

150 watt silvered bowl, was 556, now only 45¢ MAZDA LAMe PRICES | 

75 and 100 watt, previously reduced tw 15¢ ‘ HAVE COME DOWN, 

100-200-300 watt 3-lite, previously reduced to 60F 


SOME CHANGE BACK 


OR SHE'LL st ox!) 
a ee 


also reduced 


G-E MAZDA LAMPS 
GENERAL@ELECTRIC | 
| 


Many larger sizes 
é 





Lujor the GE MAZO4 tomb “Hour 
Swudays 1OP M4 4 NGC K 






















































































ADS LIKE THIS totalling more than 400,000,000 circulation in magazines and 
newspapers this year, are selling your customers on the perils of “‘bulbsnatch- 
ing” and the need for more G-E MAZDA lamps. But all an ad can do is remind 
them to buy somewhere. When you keep G-E MAZDA lamps on display in your 


store, you're helping your customers to remember to buy them from you / 
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...and you'll Build Sales 


The customer who buys chains from you is often in need of 
good chain fittings and attachments. He will appreciate being 
reminded that a new hook or ring or swivel will make his new 
chain more useful. He will show his appreciation by buying. 
A small well selected stock of chain fittings and attachments re- 
quires little investment and turns over steadily. You can select 
everything you need from the American Chain line, which is rec- 
ognized as the world’s leader in completeness and quality. 
In addition to full lines of American Welded and Weldless 
Chains there are also cotter pins, eye bolts, cold shuts, lap 
links, repair links, round eyes, malleable castings, grab hooks, 
slip hooks, sash chain fixtures, screw hook hangers, shack- 
les, S hooks, sling chain hooks, snaps, special attach- N , 
ments, swivels, toggles, utility jacks, welded rings, ‘ = 
harness hardware and many other products. x . 


AMERICAN CHAIN DIVISION 
YORK, PENNSYLVANIA 


AMERICAN CHAIN & CABLE COMPANY, Inc. 

men AMERICAN CHAIN DIVISION HAZARD WIRE ROPE DIVISION READING-PRATT & CADY DIVISION _in Canada: . * 

_ in AMERICAN CABLE DIVISION MANLEY MANUFACTURING DIVISION READING STEEL CASTING DIVISION DOMINION CHAIN COMPANY, LTD. ._ | 

|) ANDREW C. CAMPBELL DIVISION OWEN SILENT SPRING COMPANY, INC. WRIGHT MANUFACTURING DIVISION oe eaaliniedaect: im: 

1/7 FORD CHAIN BLOCK DIVISION PAGE STEEL AND WIRE DIVISION 24 THE PARSONS CHAIN, COMPANY, LTD: 
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Women 
Anglers:— 


Women devotees of Izaak Wal- 
ton in the United States reached 
a new high in the world of sport 
fishing during the 1939-40 season 
by an increase in their numbers 
of approximately 300 per cent 
over the 1938-39 figure. More 
than 220,000 women anglers ob- 
tained licenses during the past 
fishing season, the Fish and Wild- 
life Service of the United States 
Department of the Interior re- 
ported recently after completing 
the tabulation of statistics sup- 
plied by state authorities. States 
having a special license for wo- 
men—Colorado, Connecticut, In- 
diana, lowa, Michigan and Utah— 
report the sale of 190,688 licenses 
to women. Massachusetts reports 
that 17,291 fishing licenses were 
sold to women and children—the 
number to women, however, was 
not shown separately. Statistics 
from Mississippi record the sale 
of 2645 fishing licenses to fam- 
ilies, while Minnesota has record 
of the purchase of 26,433 licenses 
to husbands and wives. The fig- 
ures of 220,000 licensed women 
anglers, however, does not indi- 
cate the total number of women 
in the country who are followers 
of fishing. Many states exempt 
women from license requirements ; 
others do not file separate reports 
when men and women are re- 
quired to obtain the same type of 
license; thousands of women are 
salt water enthusiasts and do not 
have to secure a license—except 
in California and as non-residents 
in Louisiana. Together, these 
groups represent several million. 
“Women” was the first reason ad- 
vanced by the State of Iowa, in 
explaining an increase of more 
than $44,000 in fishing license 
fees for the past season. 
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S pecial 
Attention:— 


Feminine angling ability is con- 
tinuing to receive appropriate 
official recognition in_ several 
states. During the past decade 
five states—Colorado, Connecti- 
cut, North Carolina, Pennsylvania 
and West Virginia—set aside fish- 
ing streams for their exclusive 
use; three states have appointed 
women game and fish wardens; 
two women’s colleges now offer 
courses in fly fishing; and 26 high 
schools have co-ed classes in 
angling, as well as colleges and 
universities in nine states. How 
many hardware dealers are aware 
of the importance of the woman 
angler as a customer for fishing 
tackle and related equipment? I 
doubt if any hardware store has 
made an appropriate special ap- 
peal to local women who enjoy 
their fishing just as much as the 
men folks. The next time you are 
getting ready for an advertising 
appeal to all fishing tackle users, or 
preparing a sales letter or display 
on this profitable line, try to stress, 
at least in part, an appeal to the 
women anglers. Women are good 
spenders for necessities and lux- 
uries and are more particular in 





their desire for the proper equip- 
ment, clothes, sundries and even 
gadgets related to sports they pur- 
sue. And remember that women 
spend about 85 per cent of all of 
the money that goes to retail 
stores. Increasing your feminine 
store traffic by appealing to their 
sports tastes will bring many 
more women into contact with 
your store, its goods, its services, 
etc., for a wide host of other 
goods regularly in your stock. 


“Phoney 
Money” :— 


Every month we hear of some 
hardware merchant ‘who is robbed 
by a passer of “phoney money.” 
Usually the run of counterfeit 
bills continues in the same com- 
munity for several days, even 
though the practice receives pub- 
licity in newspapers, and through 
local civic and business organiza- 
tions. The bogus bill experts are 
able to ply their trade with a dar- 
ing that is often startling, pri- 
marily because of the carelessness 
with which sales people accept 
bills, make a sale and provide 
change. Just watch the exchange 
of money in your own store for a 
couple of hours each day for a 


29 








full week. Unless your sales staff 
is an unusually alert group and 
most careful you will find them 
extremely casual in the handling 
of “your money.” They hardly 
ever look at more than the amount 
of the bill and probably never give 
a thought to the possibility of re- 
ceiving counterfeit money. The 
U.S. Secret Service has been most 
efficient in stopping this abuse 
and most vigilant in tracing down 
and arresting offenders against our 
currency. To help business men 
help their government and protect 
their own profits this government 
bureau has prepared special mo- 
tion picture films entitled “Know 
Your Money.” These films are 
available, usually with a_ well- 
informed government speaker, for 
all kinds of business groups and 
civic meetings, for schools. con- 
ventions, etc. The government. 
through the same agency, has also 
distributed millions of copies of 
a circular by the same title, “Know 
Your Money,” to help reduce busi- 
ness losses through the passing of 
bogus bills. From the U. S. Secret 
Service we have obtained some 
illustrations and related pertinent 
data on this subject and for the 
third time, in as many years, are 
publishing this important informa- 
tion in this issue of Harpware 
AGE, starting on page 50. Every 
reader is urged to carefully study 
this article “Know Your Money” 
and to familiarize himself with the 
essentials of genuine U. S. bills 
and thus avoid costly mistakes 
through a too casual handling of 
paper money in daily sales work. 


The York (Pa.) 
Plan:— 


From C. M. Woolworth, presi- 
dent of the Animal Trap Company 
of America in Lititz, Pa., comes 
an inspiring story of a practical 
suggestion for maintaining com- 
munity prosperity on a basis that 
should interest every local mer- 
chant no less than every manufac- 
turer. He tells us of the plan 
being worked in York, Pa., by a 
varied group of industrial firms 
in that city cooperating with each 
other to secure defense equipment 
contracts for the York industrial 
area—not solely seeking individ- 
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ual contracts, but collective orders 
in which all the York factories 
participate. This creates full em- 
ployment, steady payrolls and 
develops local buying power. York 
manufacturers have taken a census 
of their production facilities, rec- 
ognizing the limitations as well as 
the expansion possibilities of 
their collective tools and talents. 
Armed with these facts, represen- 
tative industrial leaders have 
sought and obtained desirable gov- 
ernment orders that are making 
their area a happier and busier 
place to work and live-—and a 
better business location for all re- 
tail stores. Mr. Woolworth is the 
chief sponsor of a similar plan 
for the whole of Lancaster County 
in which Lititz is located. I can- 
not help but observe that the same 
cooperative spirit, aggressively 
pursued in peace time, could have 
a similar good effect on entire 
communities, helping to keep fac- 
tories busy and providing the 
money in wages that go for a wide 
variety of retail purchases. In 
such a program the merchants and 
professional men of the commu- 
nity should also put their shoulders 
to the wheel and help create and 
maintain community prosperity. 
the benefits of which accrue to all. 


Installment 
Sales:— 


Sales finance companies and 
banks in 1939 purchased from re- 
tailers more than $2,700,000,000 
of consumer installment notes se- 
cured by liens oh merchandise 
purchased on time payments. This 
represents an average of 18 per 
cent increase over 1938 records— 
with 25 per cent increase reported 
for automotive papers and about 
3 per cent average for all other 
retail sales. These data are re- 
vealed in a current study by Wm. 
L. Austin of the Census Bureau 
in the first complete census ever 
taken on installment sales volume. 
It is found that automotive sales 
account for 71.6 per cent of all 
installment paper with all other 
commodities, including household 
appliances. oil burners, radios. 
furniture, etc.. aggregating the 
remaining 28.4 per cent of the 
gross. According to Mr. Austin’s 
figures the installment sales vol- 


ume first developed in a major 
scale toward the close of 1915 al- 
though the first known records on 
the subject are dated 1904. Sales 
finance companies (about 1036 of 
them) as an industry are reported 
to employ 27,547 persons with an 
annual payroll of $51,230,000. 
These figures indicate the impor- 
tance of the installment selling 
plan for all sales on higher priced 
units and are a further evidence 
of the fact that installment buying 
is an established American custom 
in which hardware dealers must 
participate if they are io continue 
to enjoy any appreciable volume 
on major appliances and other 
merchandise representing relative- 
ly high individual sales amount. 
It is also worth remembering all 
that has been said regarding a pos- 
sible installment payment mora- 
torium for men called into service. 
\ final word on this phase of the 
problem is not yet available, but 
should be shortly now that the 
election is over. 


“What's ina 
Name?”’— 


From a current bulletin of 
Vation’s Business 1 quote the fol- 
lowing: 

“What's in a name?’ la- 
mented lovesick Juliet and 
would not pause for answer— 
hey, wait a minute! That was 
jesting Pilate. Juliet said, “That 
which we call a rose by any 
other name would smell as 
sweet.” 

“Mebbe so, but if we called 
‘em cabbages or turnips or par- 
snips the florists wouldn’t sell 
as many of them, or for such 
good prices, writes Seabury 

Quinn in Nation’s Business. 

“Take. for casual example. 
the codfish. Every Friday- 
Wednesdays, too, in Lent—a 
white tiled chain of lunchrooms 
in New York features creamed 
codfish on toast at 20 cents a 
portion. Very good, too. But 
if you'll saunter up Fifth Ave- 
nue to Fifty-ninth Street and 
order essentially the same thing 
at one of the swank restaurants 
bordering the Park it'll set you 

(Continued on page 34) 
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BOR-LOC Tubular Dead Latch — Functions: 
From-outside by key; from inside by knob. 
Slide holds latch bolt retracted. Closing 
door automatically deadlocks latch against 
end pressure. Instantly reversible for doors 
of either hand. 
















BOR-LOC Tubular Dead Lock — Functions: BOR-LOC Tubular Night Latch — Functions: 
From outside by key; from inside by knob. “ese From outside by key; from inside by knob. 
Deadlocks against forcing from outside. In- Slide holds latch bolt retracted. Instantly 
stantly reversible for doors of either hand. reversible for doors of either hand. 


: THREE WEW FAST SELLING 
| BOR-LOCS FOR EXTERIOR DOORS 


Lockwood brings the outstandingly popular Bor-Loc principle to exterior doors 
in these new tubular auxiliary locks! ; 


x Three types—night latch, dead latch, and dead lock—offering all the well- 
3 known Bor-Loc advantages: easy installation; neat, trim appearance. And of 
& major importance to both you and your customers, these locks are reversible, for 


jpeee 
eg a 


right or left-hand doors. You won’t have to carry duplicate stocks. Your cus- 
tomers will not have to worry about hand when ordering. 

Show your customers the way these new Bor-Locs save money—show them 
the good looks of a Bor-Loc job. These new locks are top-ranking profit-makers. 


' Ask for full information today. 


Lockwood Hardware Mfg. Co. |g@ 


ix Ks 


Division of Independent Lock Co. Fitchburg, Massachusetts [recKwoon| 
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appliance department from the 
rest of the store,” says Dan R. 
Jones, manager of home appliance 
department of Kerr Hardware 
Co., “if you want better results 
from your sales efforts and dis- 
play.” This company is located 
in Coldwater, a city of approxi- 
mately 7000 population in the 
southern part of Michigan. 
“Four years ago a separate dis- 
play and salesroom for this mer- 
chandise was developed in a build- 
ing in the rear of the main store,” 
said Mr. Jones. “Complete lines 


grate Dispel —_ 
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The Kerr Hardware Co., Coldwater, 


Mich., finds that this method has 


produced increased business in 
this town of 7,000 population 


of refrigerators, ranges, washers, 
etc., were placed on display. One 
revolving stand was used for small 
table appliances such as toasters, 
irons, and mixers. Electric bulbs 
and accessories were shown on a 
small case. 


Sales Concentration 


“In this new display room, 
prospects were able to concentrate 
on the sales talk of the salesmen. 
Interruptions, always so common 


in the main store, were almost en- 
tirely eliminated. The appliances 
were displayed better and the pres- 
tige of the entire department was 
increased as a result. Also, addi- 
tional display space in the main 
store was made available for show- 
ing seasonal merchandise. 

“We try to plan all advertising 
and direct-mail so as to pull cus- 
tomers to the store. Cold canvass 
for prospects is a waste of time. 
We feature price in our advertis- 
ing because customers are price 





Electric ranges and re- 
frigerators are shown 
before an attractive 
background in this ap- 
pliance store. Aisles, 
four feet in width, are 
in front of the display 
and provide an abund- 
ance of room for cus- 
tomers when they are 
inspecting the firm’s 
extensive stock. 
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conscious and our competitors in 
this field force this in order for 
us to be competitive. However, 
the main portion of these adver- 
tisements are devoted to merchan- 
dise of high quality that we know 
will give the customer complete 
service and satisfaction. 

“People come in to compare our 
competitive appliances with others 
being offered. We then have an 
opportunity to show them the com- 
plete line and sell them on the 
better item equipped with features 
that add to the customer’s con- 
venience and pleasure. 

“Advertising the lower priced 
model helps convince customers 
that they can afford the appliance. 
Once they have decided to buy, a 
few extra payments or .slightly 
higher price are not serious ob- 
stacles for the good salesman to 
overcome. It is our experience 


fads yollance Sales... 


ue 


that in nine cases out of ten, the 
customer will decide upon an ap- 
pliance other than the one fea- 


tured at competitive prices.” 





The appliance store is in a separate building at the rear of the 
main store and complete lines of major items are displayed there. 
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Radios are along the wall to the right 
of the entrance while small appliances 
are on the table in the center. Washers 
are around the floor and near windows. 


‘Call-backs” on customers who 
have purchased appliances is 
an important factor in building re- 
peat business. This program of 
personal contact selling is care- 
fully planned so as to make every 
call worth while. ‘Once the cus- 
tomer buys an appliance he re- 
mains on the prospect list until the 
home is completely electrified. 

One of the reasons this firm 
carries all its own installment con- 
tracts, is so that it can keep closely 
informed as to the time the in- 
dividual can pay for and afford 
another appliance. Customers are 
brought into the store at frequent 
intervals to make payments, thus 
developing valuable store traffic. 

“Calls are made on customers 
who have purchased a new appli- 
ance to check up on its opera- 
tions,” said Mr. Jones. “This 
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always is appreciated and besides 
it gives the salesman an oppor- 
tunity to find out more about the 
future requirements of that home. 
Later on, when the appliance is 
about paid for, the salesman will 
call again on a check-up, but this 
time he will try to interest and sell 
the customer on another electrical 
item for the home. 

“I do not believe that the woman 
in the home completely influences 
the sale of the appliance. We make 
it a point to go over the mechani- 
cal construction of every item with 









the man of the house and many 
sales are decided in our favor be- 
cause of the complete understand- 
ing of these features.” 


Installment Terms 


Trade-ins are accepted and can 
usually be sold quickly by adver- 
tising in the classified advertising 
columns of the local paper. Ade- 
quate down-payments and maxi- 
mum installment terms of one 
year serve to keep repossessions at 
a minimum. By keeping the cus- 





Sharing Profits with Salespeople 





tomer’s equity in the item as high 
as possible very few repossessions 
are necessary. In cases where pay- 
ments cannot be kept up, the con- 
tract is revised and extended if it 
will help the customer retain the 
merchandise. 

“Only on low-priced washers 
selling for $49.50 and lower do 
we advertise very small down pay- 
ments,” said Mr. Jones. 

“On this line, we advertise terms 
of ‘Dollar Down—Dollar a Week’ 
but even in this case the contract 
pays out within the year.” 


Builds Larger Sales Volume 


66 FP pROVIDE salesmen with the 
Pp incentive to earn more money 
and they will sell more merchandise 
for you,” says L. H. Melton, owner, 
Broadway Hardware Co., Nashville, 
Tenn. “This is our experience after 
using a bonus system for some time. 
We would not operate without this 
for it stimulates individuals to 
greater efforts, encourages them to 
know the merchandise better and. 
as compensation for this extra ef- 
fort, gives them a greale: income.” 
More than 200 items in the store 
carry a bonus at sometime during 
the year. Usually five or six items 
at a time are designated as bonus 
items and these are usually items 
that are in season. During one week, 
several items in cutlery, guns and 
aluminum ware paid bonuses to the 
salesmen whenever a sale was made. 
All kinds of sporting goods are 
placed on the bonus list during 
various periods of the year. 
Salesmen do not have to do all the 
work in promoting this bonus mer- 
«handise. Items are featured in 
window displays, on tables in the 
store, and in newspaper advertising. 
This merchandise is also discussed 
at the store meetings and the sell- 
ing points reviewed and suggested 
sales presentations demonstrated. 
“Merchandise on the bonus list 
is usually profitable merchandise,” 
said Mr. Melton. “We always pre- 
fer to sell our customers better mer- 
chandise, items that we know will 
give longer and better satisfaction. 
Salesmen will try to sell these goods 
in place of letting the customer buy 
competitive items if some incentive 
is provided. The bonus of 5 per 
cent payable te the salesman pro- 
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vides this extra encouragement that 
makes it worth while for the em- 
ployee to try to sell the customer 
the best item. The employee par- 
ticipates in the additional profit and 
so does the business. 

“Once a group of employees find 
how easy it is to step the customer 


up to better merchandise, they be- 
come enthusiastic about selling. 

“Naturally this plan increases the 
interest of the salesmen in the 
merchandise we buy. They know 
what customers want and the prices 
they will pay, so aré in position to 
give practical suggestions.” 


Just Among Ourselves 


(Continued from page 30) 


back $1.60 a serving. They'll 
call it créme de poisson there, 
though. Apparently, therefore. 
there’s about $1.40 difference 
between those two names. 

“And who has the nerve to 
assert dyed muskrat would have 
the popularity Hudson Seal en- 
joys, or that the girls would 
go for rabbit-skin the way they 
do for lapin? All of which 
boils down to the assumption 
that Juliet was talking through 
her hat, and that there’s plenty 
in a name—if you can hit upon 
the right one.” 


Trade 
Names:— 


Certainly there is plenty of evi- 
dence on the potency of well- 
known trade names and trade 
marks used to identify the best 
obtainable quality of materials 
and workmanship — stamped on 


first quality goods with the mak- 
er’s name because he is proud of 
the product, proud of his name 
and ready to back up any reason- 
able claims about the performance 
and endurance of that product. 
The backbone of the average inde- 
pendent hardware dealer’s stock 
of merchandise is so identified and, 
for that reason, more readily sala- 
ble and more suitable for display 
and selling efforts at fair prices 
that yield a margin of profit for 
producer and distributor alike. 
And, in a localized sense, the in- 
tegrity, the service and variety of 
goods available and the promi- 
nence given by a dealer to such 
trade marked goods serve to cre- 
ate for his store good will and 
acceptance as the right place to do 
business equitably and _satisfac- 
torily. And so there is much in 
a name if it is the name or mark 
of a producer or distributor in 
which the consumer has full con- 
fidence. 
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This contract of conditional sales is in duplicate. Terms and 
description of merchandise are on the face while space for re- 
cording payments on the contract is available upon the back. 


“We Put $5.00 Installment 
ales On Contract” 


XTENDING the use 
of installment contracts to par- 
tial-payment sales as low as $5.00 
improved the collection of these 
small amounts and also increased 
both credit and cash sales of mer- 
chandise for I. Van Voris and 
Sons, Cobleskill, N. Y. Greater 
security was also obtained on these 
small sales through the use of the 
installment contract than if they 
had been simply charged on open 
account. 

“Today our customers do not 
hesitate to sign installment con- 
tracts, nor are they insulted be- 
cause we present the contract to 
them instead of merely charging 


it,” said Arthur He Van Voris. 
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partner. “They are educated to 
this fact because so many busi- 
nesses are making use of this meth- 
od today. Individuals requiring 
this type of credit expect to pay 
for it. Much of our merchandise 
selling for $15.00 or more is priced 
with both the cash and credit 
price. 

“Pricing merchandise in this 
manner facilitates the extension of 
credit on the proper basis, and 
also brings about more cash sales 
from individuals who have the 
money. These customers dislike 
to pay the charges involved in the 
credit transaction so will pay cash 
and save the difference. 

“We know. there is no sure way 


I. Van Voris & Sons of 
Cobleskill, N. Y., finds 
it improves collection 
of small amounts and 
has increased both 


cash and credit sales 


to prevent credit losses in the hard- 
ware business, but they can be 
curbed. We have customers who 
we sell on installment contracts 
and who pay the contract on sched- 
ule, but who cannot be classified 
as safe or satisfactory open ac- 
count customers. We give con- 
siderable thought to how and when 
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we are going to get paid when we 
extend credit today. The hard- 
ware dealer who does not do this 
will always have trouble with col- 
lections. Toe many other retail 
competitors are doing goed col- 
lection jobs which force the con- 
sumer to pay their accounts first.” 

An installment contract printed 
in duplicate is used for sales of 
this type. These are secured from 
the New York State Retail Hard- 
ware Association, Syracuse, N. Y. 
The contract is drawn so as to 
conform to the conditional sales 


contract law of the state. Con- 
tracts for merchandise not to be 
attached to buildings and for mer- 
chandise to be attached to build- 
ings are used. Other states may 
require some revision in form. 
Your trade organization or local 
stationer can advise and supply 
you. 

“Few contracts on small sales 
are filed or recorded with the town 
clerk,” said Mr. Van Voris. “Con- 
tracts on large items are filed when 
we feel it is necessary. During 
1939 we were forced to repossess 


just one item in the small sales 
classification. 

“Credit prices on all merchan- 
dise include a carrying charge de- 
termined for the maximum period 
of time we will allow on the item. 
We always try to get as large a 
down payment as possible and to 
arrange installments so that the 
account will be paid up in the 
shortest period. The customer’s 
ability and convenience in making 
payments are always considered. 
This is appreciated and builds 
good will.” 





Phonograph Records Build Traffic— 
Sell Like Hot Cakes 


ZSYOLLOW James McChesney’s 
method and add a line of phono- 
graph records to your stock if you 
want a heavy store traffic of young- 
sters of high school age. The boys 
and girls will congregate like bees 
on sugar and, if other displays are 
wisely set out, there is no reason why 
this traffic should not provide a valu- 
able addition to a store’s income. 
Mr. McChesney is a hardware mer- 
chant located in Moorestown, a city 
of approximately 5000 population 
situated in the southwestern part of 
New Jersey. 

Two years ago Mr. McChesney or- 
dered a stock of records and ar- 
ranged them on two shelves along 
one sidewall towards the rear of the 
store. Then he bought a $30 elec- 
trical record player and set it up 


near the records. A phonograph 
record window display and a little 
advertising set off the spark. After 
school hours the local high school 
students soon began convening in 
the McChesney store, playing the 
recordings, wearing out needles and 
occasionally buying a record. 
Although the volume of recording 
sales is not high, the store traffic at- 
tracted is impressive and the space 
occupied by the stock is very small. 
The 35-cent popular dance records 
are the ones most sought after. A 
really popular number will sell like 
hot cakes and since the price was 
reduced on red seal records of classi- 
cal music, these records are selling 
in better volume. The store also 
stocks the regular black seal record- 
ings of popular music and albums 
‘ 


The entire stock of records is kept on these two shelves and the 
record player is set up next to them. Nearby tables show sport- 
ing goods and gift merchandise of interest to high school students. 


of classical pieces. A selection of 
eight new records are sent the store 
each week by the record making 
company. 

The recording player requires no 
elaborate, sound-proof room or other 
fancy trimming. The youngsters 
come in, play the records and select 
the ones they want. 

To capitalize on this traffic Mr. 
McChesney arranges displays of 
sporting goods and gift merchandise 
on the tables adjacent to the record- 
ing department, so that additional 
sales are frequently made to young- 
sters attracted primarily by the 
records. A record sale is put on 
whenever a stock of slow moving 
are unreturnable recordings accumu- 
late. This permits the dealer to at 
least clear his costs and overhead 
from this old stock. 


Must “Mitigate” Loss 


F a business man suffers loss or 

damage through a breach of con- 
tract or some other wrongful act on 
the part of someone else, he must 
“mitigate” the loss, that is, do every- 
thing in his power to keep it down 
to a minimum. If he stands idly by 
and lets the losses mount, he cannot 
collect for such avoidable losses 
from the fellow whose default caused 
the situation in the first place. 

A Federal court recently explained 
it thus: “The general rule is that 
one who suffers injury as the result 
of a wrongful act or a breach of con- 
tract is required to exercise reason- 
able care and diligence to avoid the 
loss or to minimize the resulting 
damage.” 
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The Hunting Season s Here! 


amton, N. Y., Does It With Windows 





Babcock, Hinds & Underwood, Bingh 
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You Have the Gitts— 








ie motion, light and 


sound—they all are found in Christmas 
hardware windows and they aid in attract- 
ing passersby into hardware stores. And 
there are many retail hardware firms that 
believe in keeping up Christmas appear- 
ances in the inside of their stores as well 
as in their windows. Dressing up the in- 
terior of a store need not be expensive. Here 
are seven ideas that can be used at the 
holiday season. They take time but very 
little money and the result will be well 
worth the time and trouble expended. 
















































































Frame of light wood is made to resemble four 
blocks. The base of each block is of plywood 
to serve as a display shelf. Front corner sup- 
ports and cross strips are grooved to hold 
glass on which the letters appear. Each set of 
blocks should be about 8 ft. high and 2 ft. 
wide. Across the entrance to the tops of the 
block tiers is a backed-up shelf on which 
gifts are displayed. An excellent entrance 
decoration to set aside a section of the store 
as a gift shop. Small stores can set this at 
center of store and turn back half of store into 
an open display of gifts 
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In this design tor a ceiling decoration, a 
circle 3 ft. in diameter on wallboard is 
divided into five equal parts, and then a 
2-ft. circle is so divided, the lines placed 
half way between those of the larger cir- 
cle. Lines are then drawn as shown. The 





darkened parts may be painted green and 
the star left white or blue may be used 
From the plaque placed on the ceiling, 
strings of stars are suspended. The stars 
tre cut out of paper or purchased at the 
stationery store 
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Here’s a valance and side drape for 
the Christmas windows cut from the 
ordinary grill used for radiator 
covers, painted white. Trees and 
ornaments are cut from tin or card 
and painted. So is the “tie back” on 
the drape which is red 
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can be used in window or in the store 
The tree is a four-by-four drilled to hold 
1/-in. poles, from which cut-out orna- 
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S This flat display stays out of the way, and 
a ~ a’ 


pve 
ments of compo board painted in bright 


a colors are hung, a gift being fastened to 
, A each ornament. Cover post with evergreen 
ee oe ee eee ee and wrap garlands of the same around the 


“branches” of the tree. 
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Right—To keep small wares from getting \ } 
“lost” in a heavy gift display, place a white 
compo board front with a circular cutout be- \ / 
fore shelves at the back of the window. The ‘ “A 
: tree decorations are cut out of green paper i, Fy 
For a tie-up, use cutout corners with tree 
decorations on the shelves where the mer “i 


* chandise is shown in the store me ws 
ed 





























Below—This simple pillar decoration 
is made of four cut out bells sus- 
pended from a one-by-two inch sup- 
port attached to the post. The strip 
is decorated in evergreen and light 
ropes are draped from the bell clap- 
pers to the pillar 
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White lattice supported on 
four red posts. Clusters of-tree 
ornaments, or cutout stars or 
circles of fancy paper, with 
some evergreen twined cround 
the posts, give you a striking 
canopy for a gift counter or a 
gift section. 


SS ws 









tee eek SESS SCCECCCCCOCOCCCCCTOCOS CC CCCC COSC CCSCCSCCOSSCSOSOSCUS TS CSCS ESSEC eee reese rece erele SS | 





39 





NOVEMBER 14, 1940 








Hardware Dealers and 





ORGANIZATIONS DEVELOPED 
“IN PAST YEAR - - °° 


[] NO STATE-WIDE AcTIVITY 

















[]] EXISTING STATE ORGANIZATIONS 








H ARDWARE deal- 


ers and manufacturers, be they big 
or small, know how high taxes and 
governmental supervision and in- 
spection (which is supported by 
taxes) add to their cost of opera- 
tion. Yet in endeavoring to keep 
overhead down, and prices in an 
attractive range, most of them will 
think of cutting everything to the 
bone except governmental costs. If 
not considered sacrosanct, even 
over-priced government is often 
thought of as something which 
must be endured—and paid for, 
albeit under silent protest. 
Hardware dealers are usually 
among the leaders of their com- 
munities. They occupy central lo- 
cations on the principal streets of 
their cities or villages and have 
relatively high assessed valuations. 
When their governments are wise- 


10 


(Courtesy Tax Foundation, Inc.) 


Map showing the existence of state-wide taxpayers’ organizations. 


ly and economically operated, this 
is reflected in improved services 
better government and lowered 
taxes. Improved business follows. 
But when their local governments 
are wastefully operated and mis- 
managed, they feel the pinch of 
tax increase and see business 
shrink and customers leave. As 
leaders then, they should do some- 
thing to improve conditions. 


One Solution 


One solution is found in cooper- 
ating with the growing taxpayers’ 
associations which are working 
consistently and constructively for 
more efficient and economical gov- 
ernment. Already there are state 
taxpayers’ associations in more 
than half of the states of the coun- 
try. Aided by over 1200 county, 
city, and district affiliates or co- 
operators, they are working to 


keep an active check on public 
expenditures. Rallying now under 
the cry “Billions for Defense- 
But Not a Cent for Waste” these 
groups are seeking to get cuts of 
10 per cent in all non-defense fed- 
eral departments, and in state and 
local governments. 

It is estimated that if all waste, 
inefliciency and extravagance were 
eliminated from government, the 
present annual spending bill for 
all government, federal, state and 
local of $18,000,000,000 (which 
does not include recent national 
defense appropriations) could be 
cut by at least 10 per cent. This 
savings would be enough to train. 
feed, clothe, and pay an army of 
nearly 1,000,000 men for a year. 
Of the $18,000,000,000 nearly one- 
half, or $9,000,000,000 is spent by 
state, county and local govern- 
ments. The saving of 10 per cent 
here would be enough to train and 
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the Taxpayers’ Movement 


There are at present 20 state-wide 


By 
JAMES VERNOL CLARKE 


equip a good-sized army, or do 
much to offset locally the increased 
cost of our federal preparedness 
program. 

Throughout the country there 
are 175,000 or more governmental 
units. They range from states to 
counties, cities, villages, school 
and road districts, park, water and 
mosquito abatement districts. They 
are all empowered to spend the 
taxpayers’ money. Illinois has 
more than 15,000 such . taxing 
units; Missouri, over 11,000; Kan- 
sas, Minnesota, and New York, 
over 10,000 each; Texas, over 
8,000. Even the small state of 
Delaware has 102 bodies that can 
levy taxes. Taxpayers’ groups say 
that everyone of these taxing units 


taxpayers’ 


organizations function- 


ing throughout the country and six 
more state organizations have been 
developed within the past year. They 
constitute one of the most efh- 
cient forms of assuring economy in 
government that has been discovered. 


furnishes an opportunity for waste- 
ful spending—or constructive sav- 
ing, if taxpayers get on the job. 


Nation-Wide Activity 


Recently, steps have been taken 
to strengthen the taxpayer move- 
ment and to coordinate its activi- 
ties on a nation-wide basis. East- 
ern state taxpayers associations 
executives, meeting in New York 
this spring, voted to name the Tax 
Foundation of Rockefeller Plaza 
as their national clearing house, 
so that the ideas, suggestions and 
procedures of each might be made 
available to all. Two monthly 
publications of the Foundation, 
Tax Front and Tax Review, are 


sent to all taxpayers’ associations 
and interested business leaders. 
The first gives news and views of 
taxpayers activities, throughout 
the United States, while the second 
deals with research on wide-spread 
tax problems. 

The Westchester County (N. Y.) 
Taxpayers Association really start- 
ed things going in New York in 
1938 when by prompt action it 
aroused the citizens to a threat- 
ened 20 per cent increase in the 
1939 county budget on the basis 
of departmental requests. Through 
the protest, the expenditures pro- 
posed were cut about $5,000,000 
and the budget reduced almost 
$1,000,000 under the 1938 budget. 
This encouraged these citizens to 


Taxpayers’ hearing on the New York State budget, held in the Armory at Albany, February 12, 1940, 
showing a large portion of the 8,000 persons who forfeited their holidays in order to attend. 
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see what could be achieved for 
economy on a state-wide basis in 
1939. 

When the proposed new taxes 
were killed by their protests, they 
were threatened with a state sales 
tax. Among other groups and as- 
sociations that saw a sales tax as 
no substitute for economy was the 
New York State Hardware Dealers 
Association, which cooperated en- 
ergetically in the successful move 
to defeat it. The legislative ses 
sion, one of the longest in the his- 
tory of the state, ended in July 
with $26,500,000 cut from the pro- 
posed budget. 

Again in 1940, under the lead- 
ership of the Citizens Public Ex. 
penditure Survey, hardware deal- 
ers of the state were among the 
thousands of citizens who cooper- 
ated with nearly 1,000 taxpayers 
associations, civic and good gov- 
ernment leagues, business and ser- 
vice clubs, women’s and church 


organizations in securing further 
economies. This time a proposed 
$15,000,000 income tax increase 
was averted, and $5,000,000 was 
cut from the proposed budget. For 
the first time in 20 years there were 
no new or increased taxes levied. 


Michigan Active 


Encouraged by the 
made by constructive action for 
economy in New York, taxpayers 
in Michigan set up the Michigan 
Public Expenditure Survey. By 
the spring of 1940 the Michigan 
group was reporting that its tax- 
payers’ associations had increased 
to 50 and that communities with 
such associations or economy 
leagues had saved nearly $6,- 
000,000 in budget costs, bond 
issues and contemplated _ pur- 
chases. 

Similar action was taken in 
Illinois and later in Wisconsin. 


progress 


Maryland and Missouri. This 
summer the Wisconsin Citizens 
Public Expenditure Survey report- 
ed 20 active county taxpayers’ 
groups in addition to several local 
ones. Shortly after its formation 
one of these county groups was 
instrumental in averting a $200,- 
000 city bond issue and in stop- 
ping a $200,000 county corporate 
purpose note. In addition, it ob- 
tained county budget reductions 
amounting to approximately 10 
per cent on an annual basis. In 
this off-legislative year, taxpayers’ 
associations in cities and counties 
have already reported savings to- 
taling $2,000,000. 

In 10 years chiefly through the 
organized efforts of the Montana 
Taxpayers’ Association, property 
taxes levied in Montana have been 
reduced by nearly $3,500,000 and 
net bonded indebtedness by $21,- 
000.000. Even larger savings are 

(Continued on page 74) 


Frosted Effect for Christmas Windows 


A closeup of one of the Allen & 
Jemison Co. “frosted windows”. A 
center section in the shape of an 
evergreen tree was left untouched 
so that passersby could see the 
gift items on display. At the 
right is another view of one of the 
firm’s “frosted windows” — this 
time from a distance. 





OBERT HARBOUR, display 

manager, Allen & Jemison. 
Tuscaloosa, Ala., uses the following 
formula to secure a frosted effect 
on Christmas windows. Solution 
for frosting 150 sq. ft. of glass 
front:—open six to eight cans of 
beer, pour into glass container and 
let it stand 24 hours to sour. Add 
approximately 10 Ibs. of epsom 
salts stirring as salts are added. Let 
this set for 10 minutes, then stir for 
two hours. Apply to inside of glass 
by patting on with a damp rag. Let 
dry and if there are any missed 
spots apply solution again. No lap 
marks will be noticed. Solution can 
be colored with dye but the natural 
shade is more effective at this time 
of year. 

To remove use plenty of “elbow 
grease” and hot water. Colored 
window spotlights add considerably 
to the effect. 
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.. that the 


wholesaler has a definite responsi- 
bility in helping the retail mer- 
chant properly “price-line” the 
items he is selling, The Bronson & 
Townsend Co., New Haven, Conn., 
is installing a new system of in- 
voicing which gives the retail 
dealer suggested retail prices, es- 
tablished as a result of “price lin- 
ing” studies for every item in 
stock. 

In price lining, prices are set 
up—usually in several popular 
levels—designed to meet the vary- 
ing needs of the store’s customers. 
Consideration must be given to 
competitive conditions and to the 
“good-better-best” theory, of mer- 
chandise selection. The best mer- 
chandise value available for the in- 
dividual price groups should be 
obtained. Margins or mark-ups 
on individual items in a line under 
“price-lining” are apt to vary. 
However, the selling prices estab- 
lished should produce a satisfac- 
tory margin or mark-up on the 
entire line. 

Regular cost prices and other 
data, usually shown on invoices, 
will continue to appear. Suggested 
retail prices will be placed along 
the right side of the sheet opposite 
each item on the invoice. This 
means that when the merchandise 
is checked in, each item can be 
marked with the retail price at 
once, thus saving a lot of figuring 
and time on the part of the hard- 
ware dealers. 


When Walter W. Bronson, II, 







































The new invoice with suggested 
retail selling prices clearly iden- 
tified along the right side. Mer- 
chandise cost information on the 
invoice is the same as is usually 
given. 
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New Type Invoice Gives 
Suggested Retail Price 





Bronson & Townsend Co. of New 
Haven, Conn., aids the retailer 
in price-lining merchandise 


was asked, “How do you know 
that the retail prices established 
on the invoices are sound?” he 
replied, “We have arrived at these 
retail prices as logically as pos- 
sible and although there may be 
an occasional error (of course, in 
some localities competitive condi- 
tions may make it necessary for 
the dealer to change these prices 
somewhat) on the whole we think 
our retailing friends will find 
them satisfactory. 
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“We are basing the retailer’s 
costs on the retail selling prices 
generally in effect. Manufacturers’ 
retail prices are followed where 
they are established on a proper 
basis. Retailers’ average margins 
are maintained throughout the 
complete line although some varia- 
tions on individual items occur. 
The necessity of these variable 
mark-ups is rapidly being accepted 
in wholesale and retail hardware 


channels.” 






a 
9/19/40OmM 











| | 
| - | ; 2 | 
ya ‘My 3 33 \ 29 
153 20 | | 11 o7| ee 
| | a an 
| 20 | | 1 20} <7 
| | 


































o” 


t% 


= 
| 
es 


wi § 
Rate‘ at 
H * 
Rio ras 


OPH 
EAL 
a | 


Model ’Plane and Boat Kits 


H.. to get store 


traffic is one of the problems en- 
countered by all retail stores. One 
department which has helped solve 
that problem in our store is our 
handicraft department featuring 
airplane and boat model kits. As 
an official Boy Scout distributor, 
we have a large number of boys 
constantly coming to our store to 


buy scout equipment and so the 
addition of a handicraft depart- 
ment was a logical step. A small 
but complete stock of model kits 
and accessories was added when 
the handicraft director of the local 
council’s scout camp ordered some 
models for his workshop. 
Handling such a department is 
a clean and easy job because most 
of the kits are boxed and the ac- 
cessories, such as balsa wood, wing 





Two of the airplane contest advertisements. 





dope, cement, etc., are small. A 
short time after this stock wes in- 
stalled boys began to flock te the 
store to buy kits and t: “shop.” 
The word was passed arow.-’ 
among the youngsters that Rau»: 
had the best models in a nrice 
range that fitted their po) «bok 
After that we found it s+ ov a 
matter of adding to ove -#%* 
keeping up with the \ at 

ings of the manufacturers. 


ary 
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Extreme left—This dis- 
play announced the 1940 
contest and featured a 
variety of kits, several 
finished models and an 
assortment of _ supplies. 










Center—Winning ‘planes 
in the 1940 event were 
shown in diving positions 
while the other ‘planes 


























Increased § 


Right—The announcement 
window in 1939 showed 
fewer kits but featured a 
partially completed large 


were “grounded.” 


model plane. 


By M. E. RAUB 
Joseph L. Raub, 


tore Tr affic New London, Conn. 


A a Such a department means repeat 
“a P its are sold from 10 cents up, 
“ , the most popular sellers being the 
* 25 and 50-ceni kits, as careful orders and steady customers. 
’ = workmanship can produce excel- 
a ‘eat results with these numbers. ‘fe l : * 
a be Buying a kit is only the beginning ontests are sdles incentives 
‘ for the model builder also needs 
‘ wing dope, cement, tissue paper 
a # and accessories, as the work de- 
$ velops. Boys interested in model that customers for our handicraft both young and old people came 
e building seldom enter the store | department pass other displays to look them over. 
e alone. They are usually accom- while on the way to the model Two different window displays 


% 





panied by one of their parents or 
by members of their “gang.” 
Fathers and mothers coming into 
the store to buy kits and parts for 
their children often see other 
things they want. While Junior 
may spend 50 cents for a model 
kit, his dad might walk out only 
after buying a $5.00 fishing rod 
or an even higher unit of sale. 
One of the best features of model 
sales is that once a boy becomes 
interested he does not stop with 
but one model. He keeps on build- 
ing ‘planes, progressing from the 
smaller size to the big “gas” jobs. 
en which the dealer makes real 
money. Our model department is 
located in the rear of the store so 
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section. 


Stimulate Sales 


Model contests are a great sales 
incentive. Contests conducted by 
our store last summer and in the 
summer of 1939 attracted many 
boys. The 1940 event was particu- 
larly successful, attracting more 
than twice the number of entries 
we had in 1939. Many beauti- 
fully made airplanes were entered. 
The contests, this year and last 
year, ran for five weeks, during 
which periods hundreds of kits 
and large quantities of supplies 
were sold. When the finished 


models were exhibited in the store 





were used for both the 1939 and 
1940 events. Each contest was an- 
nounced by a window display and, 
following the completion of both 
events, the winning models were 
shown in window displays. Win- 
ners for both contests were an- 
nounced over the local radio sta- 
tion and the prizes were awarded 
at that station. The manager of 
the local airport made a short ad- 
dress about the value of making 
models and the winners were inter- 
viewed. The radio programs made 
a good tie-up with newspaper ad- 
vertising and our window displays. 

Our contests were open to any 
boy or girl, and each purchaser of 


(Continued on page 108) 
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Presenting Our Guest Editor 


H. D. WHIELDON 


H. D. Whieldon Hardware. 
Greenville, Pa. 
President, 
Pennsylvania and Atlantic, 
Seaboard Hardware Ass’n 


Whose Subject Is 


The Hardware Man’s Opportunity 


T has always been my 
observation that the hardware 
man, throughout the nation, has 
always been an integral and vital 
force in his home town. In most 
communities the hardware man 
occupies a position of leadership 
and responsibility, serving on 
town councils, school boards, hos- 
pital boards, bank directorates and 
other civic bodies. Herein lies a 
challenge to mold opinions and 
actions in a_ safe, constructive 
manner. 

As an honest, patriotic indi- 
vidual the hardware merchant can 
render a helpful service to his com- 
munity. He can help to insure fair 
dealings with public employees for 
duties honorably and_ efficiently 


416 


accomplished; to keep community 
expenditures within incomes and 
to secure honest goods and ser- 
vices in the spending of public 
money. 

In these chaotic times when our 
social, financial and __ political 
structures are undergoing radical 
changes there is need for clear 
thinking and 
People must be shown that they 
cannot run to the government for 
all their real or fancied ills. Our 
citizens must be imbued with the 
conception that moral and finan- 
cial obligations must not be passed 


decisive action. 


on to some government agency 
but must be met squarely, assumed 
resolutely and solved honestly. We 
have a real opportunity in our 


H. D. WHIELDON 


daily contacts to set examples of 
industry, fidelity and righteous- 
ness and should go a step further 
in upholding these principles by 
supporting character - building 
agencies such as Boy Scouts, 
church groups, school athletics 
and bands. 

In the present time when there 
are many subversive elements 
abroad we, as good Americans. 
must help to eliminate these de- 
structive influences from our na- 
tional life. Then will be preserved 
the institutions which have made 
this country the greatest in the 
world in point of material com- 
forts, happiness and freedom of 
its people. If the hardware mer- 
chant in every community fulfills 
his patriotic duty, he will be in- 
strumental in building a force to 
perpetuate the noble principles up- 
on which this nation was founded. 
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Did You See This 
Message to Boys 
and Their Dads? 





This illustration is being used 
in one of the Remington spe- 
cial Christmas advertise- 
ments. It appears in all the 
leading boys’ magazines, 
reaching millions of boys. 
Other Christmas advertise- 
ments appear in leading Out- 
door, Farm, and _ Generai 
magazines, 

It’s only natural that 
every American boy should 
want a gun of his own. And 
only natural, too, that par- 
ents should prefer that their 
boy’s first gun be one of the 
Remington 500 Series of .22 
rifles, which combine excep- 
tional safety features with 
outstanding construction and 
performance. To get full ad- 
vantage of this advertising, 
display the Models 510, 511, 
512 and 513 prominently 
during the Christmas sea- 
son, 
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If grown-ups wrote 
to Santa Claus... 





problem... 


Christmas ? 





Every Christmas, tremendous sums of 
money are spent on gifts which are of no 
earthly use to the receiver. The man who 
receives an unwearable tie or a box of un- 
smokable cigars consoles himself with the 
thought that “it’s the spirit that counts, | 
not the gift.” But there’s enough of the 
boy in all of us to make us feel a secret 
disappointment when we receive unwanted 
gifts for Christmas. 


If grown-ups wrote to Santa Claus, this 
unhappy condition would automatically 
be solved. But you can help solve this 
and increase your Christmas 
business ... by suggesting gifts you know 
will be wanted. Which brings us to the 
moral of this little homily: 
men or boys do you know who wouldn’t 
be tickled to get a Remington gun for 


A Remington Dealer Letter with a timely message 
for you will appear on this page—in each issue. 


How many 








THE CHUCKS ARE SURE _ GET- 
TING WISE SINCE WE STARTED 
USING KLEANBORE* 
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Kleanbore, Hi-Speed, and Nitro Express are Reg. U. 8. Pat. Off. by Remington Arms Co., Inc., 





Where the Power of 
“Nitro Express’’ 
Comes From 





What shooters want most in 
a shot shell is power! Here’s 
why they prefer the green 


corrugated Nitro Express 

shells: 

1. They want ‘“Kleanbore” priming 
of course. 


2. Only the’ finest progressive burn- 
ing powder is used. This powder 
not only starts the shot charge on 
the way, but accelerates the “push” 
through barrel. 

3. Superior wadding, lubricated to 

prevent leading and to act as a 
fas check, keeps all the power 
behind the shot. 

. Double screened pellets insure 
effective patterns. Only _ perfect, 
rounded pellets go into Nitro Ex- 
press shells. 

5. Double Wet-Proofing assures dry 
powder that keeps its power in 

any weather. Fi 
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Bridgepert, Conn. 


It’s .22 Season, 
... This Month 
and Every Month 


All through the heavy sea- 
sonal demand for shot shells 
and center fire ammunition, 
Kleanbore Hi-Speed. .22’s 
keep steadily selling. 

As a matter of fact, Klean- 
bore Hi-Speed .22’s move 
steadily off the dealers’ shelf, 
twelve months of the year. 
Whether they’re used for 
squirrel hunting (as huge 
quantities are), for shooting 
chucks, rats, weasels or other 
pests, for target shooting or 
just plain plinking, sales go 
on month after month. 

But one factor of great im- 
portance to this steady 
movement is display at the 
point of sale. More than any 
other type of ammunition, 
.22’s are bought on impulse. 
Just as a reminder ask them 
“How about a box of Klean- 
bore .22’s?” You'll find many 
of your shot shell and center 
fire customers will buy a box 
or two of .22’s as well. 

They’ll prefer Kleanbore 
Hi-Speed .22’s, of course, be- 
cause they have in superla- 
tive degree the qualities 
shooters want—power, veloc- 
ity, accuracy, and, as always, 
the famous Kleanbore prim- 
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Record Game Supply 
Spurs Dealer Sales 
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Did you know that sports- 
men are enjoying one of the 
best hunting seasons in many 
years? It’s a fact! The sup- 
ply of most of our principal 
game birds and animals has 
increased in almost all sec- 
tions of the country. 

The situation is particu- 
larly good on waterfowl. . . 
So much so, in fact, that the 
season has been lengthened 
by 15 days, and the daily 
hours of shooting increased. 
All this means a banner year 
for dealers. .. And especially 
for those who are putting an 
extra “push” behind their 
Remington gun and Reming- 
ton Kleanbore ammunition 
lines. 
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BALL-GEARING 


FAUCETS 


Pyrex Lighted Displays—A 
metal, lighied display unit 
part of a two-year display ser- 
vice is offered by Corning 
Glass Works, Corning, N. Y 
Four complete changes of 
cards during each year are 
supplied. The display is 15! 
in. wide, 19 in. high, and 6 in 
deep. Dealers delivered cost 


is $5.00 


Faucet Counter Display—This 
metal display showing several style 
faucets is offered by H. B. Sherman 
Manufacturing Co., Battle Creek, 


Mich. The display is given free with 
each introductory assortment. ‘ | Oo H ] Y Oo 


M. anufacturers Offer 


Royal Electric Wire Rack 
—A display rack holding 
eight rolls of electric wire 
is offered free with every 
purchase of a. Royal Wire 
deal by the Royal Electric 
Co., Inc., Pawtucket, R. I 
It contains wire-cutting and 
wire measuring facilities 
Is 153%, in. wide, 13 in. 
deep. and 23!/, in. high. 


Crosley's Glamor - Tone 
Display—A stunning display 
for Glamor-Tone radios is 
offered by the Crosley 
Radio Corp., Cincinnati, 
Ohio. This display is in 
full colors and is life size, 
measuring 68 in. high and 
43 in. wide. 


Trim for Superfex Heaters — This three- 
piece display, shown above, beautifully 
lithographed in colors, and presenting the 
outstanding features of the heater is of- 
fered by Perfection Stove Co., Cleveland, 
Ohio. The “wing” pieces attach to the 
“heat-directors” of the heater. Top display 
piece fastens to the heater with suction 
cups. Display is supplied free to dealers. 
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These Display Helps 
























ABC Colerful Window Material— 
Attractive, three-color window cards 
large enough: to be used alongside 
a washer or ironer are offered by 
Altorfer Bros. Co., Peoria, Ill. The 
large card is 26 in. wide and 4] in. 
high. Another small card to be used 
with this display is 14 in. wide and 
21 in. high. Both have easel backs. 
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Hotpoint “President” 
Range Display—Sales pro- 
motion material on the 
“President” electric range 
ties up with election year 
Window display material is 
in full election dress. It is 
offered by the Edison Gen- 
eral Electric Appliance Co., 
5600 West Taylor St., Chi- 
cago, Ill 















Sell More Goods 


Westinghouse “Five-Foot 
Shop”—A unit developed to 
effectively display the West- 
inghouse line of table appli- 
ances is offered by Westing- 
house Electric & Mfg. Co., East 
Pittsburgh, Pa., to dealers with 
initial appliance order. $100. 







“Telechron” Sales- 
Winner Display—T his 
attractive display shows 
seven electric clocks. 
The blue upright panel 
and decorative support- 
ing members are of 
metal; base of blonde 
wood. It is offered by 
Warren Telechron Co., 
Ashland, Mass. Size 27 
in. wide, 2334 in. high, 
and 6 in. deep. 















Stanley Counter Dislay 
—A new display unit for 
Stanley screw drivers 
No. 270 is being offered 
by Stanley Tools, New 
Britain, Conn. A color- 
ful display card gives 
selling features and 
prices of the items and 
is a part of the strong 
cardboard box. The dis- 
play box is supplied 
free with the purchase 
of an assortment of 
screw drivers. 




























Know Your Money! 


HE United States 


Secret Service, Treasury Depart- 
ment, is conducting a campaign 
throughout the country which is 
designed to guard business men 
and banks from losses resulting 
from the acceptance of counterfeit 
money and from forged Govern- 
ment checks. Educational films 
are being shown which have been 
prepared in collaboration 
with the Secretary of the Treasury 
and other officials of that depart- 
ment and other means are being 
used in order to instruct business 
men in how to be on their guard 
against these dangers. ‘ 

One of the most’ instructive 
mediums issued by the Secret Ser- 
vice is a four-page leaflet entitled 
“Know Your Money.” This gives 
the following information: 

There. ‘aré only three types of 
currency printed by the United 
States Government for circulation: 


close 
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The United States Secret Service 
gives some information on how to 


distinguish current counterfeits 








PECERAL RESERVE 
SEAL AND LETTER 


TYPE OF NOTE 
SHOWN HERE 











SERIAL 
NUMBER 











This diagram shows the position of important currency features. 


1—Federal Reserve Notes, which 
bear green serial numbers and 
seal; 2—United States Notes, hav- 
ing red numbers and seal; 3—Sil- 
ver Certificates, with blue numbers 
and seal. 

The denominations of the vari- 
ous bills may be identified by the 
following portraits which appear 
upon them: 

Washington on all $1.00 bills. 

Jefferson on all $2.00 bills. 

Lincoln on all $5.00 bills. 





i) ea 
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WHEN YOU RECEIVE A 
BiLltL WITH 
ECK LETTERS AND NUMBERS 
PARE IT WITH A GENUINE BILL! 

















Here’s a very dangerous $10 

counterfeit. The counterfeit 

portrait will be either too 

black or too light and will 

lack the delicate detail of 
the genuine bill. 


Hamilton on all $10.00 bills. 

Jackson on all $20.00 bills. 

Grant on all $50.00 bills. 

Franklin on all $100.00 bills. 

The following information is 
given as a means of detecting 
counterfeit money: 

Compare the bill under sus- 
picion with a genuine one of the 
same type and denomination and 
note carefully the following fea- 
tures: 

Portrait: In a genuine bill the 
portrait is lifelike and stands out 
from its oval background of a 
screen of fine, regular lines. Par- 
ticular attention should be paid to. 
the eyes of the portrait. A counter- 
feit is dull, smudgy or unnatural- 
ly white, scratchy and the back- 
ground is dark with broken and 
irregular lines. 

Seal: On genuine bills the saw- 
tooth points around. the seal are- 
identical and sharp. On counter- 
feits these points are usually dif- 
ferent, uneven and broken off. 

Serial Numbers: In the genuine: 

(Continued on page 104) 
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and THE NEW YORKER (Nov. 30). Order Thermos Gift Merchandise early! 
The American Thermos Bottle Co., Norwich, Conn. 


. 
i 
' 


FOR THOSE WHO “HAVE EVERYTHING.” Thermos brand 
Vacuum Ware is attractive, unusual, useful. Gift 
suggestions pictured are: 1. Oak Ice Tub, $9. 2. 
School Lunch Kit (with bottle shown, $1.79). 3. Of 
fice Carafe Set, $9. 4. Jug Set, pastel shades, $12. 
5. Chromium Food Jars, quart, $4.50; pint, $3.75; 
half-pint, $3.75. 6. Chromium Ice Bowl, $12. 7. 
Buff Bottles, quart, nested cups, $2.29; pint, $1.19; 
half-pint, $1.19. 8. Chromium Ice Bowl, $8.95. 9. 
Walnut finish Jug Set, $16. 10. Chromium Ice Jar, 
gallon, $30. 11. Spherical Jug Set, pastel colors, 
$10. 12. Water-Bar, styled by Henry Dreyfuss, 
choice eight colors, quart, $14. 13. Silver-plated 
Ice Bowl, $18. 14. Chromium Bottles, quart, nested 
cups, $3.75; pint, $2.50; half-pint, $2.25. 15. Indi- 
vidual Coffee Server, $8. 16. Food Jars, quart, 
$2.69; pint, $1.89. 17. Water-Bar, choice seven 
colors, pint, $10. 18. Oak Ice Pail, gallon, $15. 
19. ‘‘Picnicker” (with bottles shown, $7.56). At your 
favorite shop... or write: 

THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN. 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


Prices shown are retail prices. Stated capacities are approximate. 


BRAND VACUUM WARE 


an 


i 
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Electrical and physical research are the hobbies of George Wood, 
Barris Hardware, Los Angeles, Cal., who has been spending much 
of his leisure time working with Capt. Harry R. Zimmer, U. S. Army, 
retired, who has achieved considerable note as a scientist and in- 
ventor. Together they worked on geophysical equipment, now 
actually in use in the field, for locating ore veins, and on a device 
which measures the breakdown of elements in metals or any metal- 
lic substances for analysis of ore contents without touching the 
specimens. Another amazing device on which Mr. Wood has 
worked with Capt. Zimmer is an unbreakable throat microphone 
which takes its reaction from the lymph fluid in the neck and re- 
produces no sounds but the voice. This equipment is being applied 
to airplane intercommunication so that as many as six and eight 
men with free hands and clear faces, can talk back and forth. At 
present compensating factors are being worked out for the micro- 
phone's tendency to low frequency responses. A one application 
substance which provides permanent lubrication, and a friction ap- 
plication for brake bands, lasting 10,000 miles, are other develop- 
ments of this working partnership in the spendidly equipped, 
fluorescent lighted laboratory at Capt. Zimmer's home. As a side 

line hobby Mr. Wood enjoys communication by amateur radio 


Growing pecans is the hobby of George S. 
Carman, Bristow, Okla., hardware dealer. Mr 
Carman, who is said to have the largest 
pecan farm in Oklahoma, calls his pecan or- 
chards, ““Carman’s Pecan Valley Farms.” He 
says of this year’s crop, “Our crop this year 
is the largest I have ever seen in Oklahoma.” 
Eighteen years ago the pecan farm activity 
was commenced by Mr. Carman. Today his 
farm has 10,000 pecan trees, spread over 300 
acres. He expects to harvest more than 100,- 
000 lbs. of pecans this year. One tree is es- 
timated to have 600 lbs. of nuts. 





HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS. MANUFACTURERS AND THEIR SALESMEN. 
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HANDY FILE. Two files in one—single cut on one side; 
double cut on other. Flat forged rounded handle; 
hang-up hole. Every householder, farmer, mechanic, 
and “hobbyist” a prospect. PRICE TO YOU—$2.80 FOR 


BOX OF ONE DOZEN. Shipping weight, approximately 
5 lb. 12 oz. Suggested retail price of 85 cents per file 
gives you $1.40 profit. State if wanted in Nicholson 
or Black Diamond brand, 


SAW FILES 


Here are your “up-front” leaders in files 
for this Fall and Winter . . . (1) The 
Nicholson or Black Diamond “Handy 
File” in a blazing new dozen-display car- 
ton; and (2) the new Nicholson or Black 
Diamond Saw File assortments including 
vivid display stand with each 2-doz. order. 


Both displays have space for setting your 
own retail price. Both items are being 
widely advertised—in The Saturday Eve- 
ning Post, ‘Country Gentleman, Popular 
Mechanics and Popular Science. 

If you haven't yet “signed up” with your 
jobber for a supply of either or both, 


DO IT NOW. ‘ 


NICHOLSON FILE CO., PROVIDENCE, R. 1., U.S. A. 
(Also Canadian Plant, Port Hope, Ont.) 








Cost to Dealer’s 
Saw File Assortment Unit dealer at normal 
(2 dozen files) our resale profit 
. 1—2 doz. 6” Slim Tapers $3.24 $1.62 
io. 2—2 doz. 6” Extra Slim Tapers 1.62 
SAW FILES. Another popular item having a wide all-round use 3—1 doz. 6” Slim Tapers and 

as well as saw filing. Cardboard stand (8%” x 11%”) has re- ‘th 1 doz. 6” Extra Slim Tapers 3.24 1.62 
fillable arrangement for displaying a dozen files. FREE with any pris pa T Wocsescercesoesvencsssvore y ; ‘ 

one of the assortment units listed at the right. State if wanted » 4—2 doz. 5 Extra S Im TAPEeTS.......0000-000+- . 2.6 1.31 

in Nicholson or Black Diamond brand. . 5—2 doz. 5%” Double Extra Slim Tapers 3.04 1.52 

. 6—1 doz. 5” Extra Slim Tapers and 


1 doz. 5%” Double Extra Slim Tapers 2.83 
7—2 doz. 6” Double Extra Slim Tapers... 3.24 


THERE’S A NICHOLSON OR BLACK 82 doz. 8” Double Enders c 4.08 
. 9—2 doz. 5%” Extra Slim Tapers 3.04 

DIAMOND FILE FOR EVERY PURPOSE 
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m GENERAL @ ELECTRIC 


Appliances 
FOR YEARS 


For many years old Kris Kringle has been 
filling thousands of requests for Practical 
Gifts with General Electric Appliances. 
Again this year with all the newly designed 
products being advertised by G.E., old Santa 
is bound to fill many of his Sentimental 
Gift requests with these famous appliances. 


NATIONAL ADVERTISING AND PROMOTION 





Automatic 








Moderne Iron 
Lite- Weight — weighs 


ly 3 pounds 
New light that says 


“When ’ 4 
gad Fabric’ control Pa, 
Price, $8.95 he : 

a“ 


Triple Whip Mixer X, P 
erful motor a. ih 
Hare pene control ~~ «| eS / 
Mixing bow! light Y y \ = 4 
Price, $22.75 (com- - 
plete with juicer) 
Automatic 
Roaster 
Tel-A-Cook light 
control 
Adjustable cover 
vents 
White enamel —18 
quart capacity 
Price, $27-95 (com- 
plete with uten- 
sils) 


Automatic 

Toaster Set 
Keeps toast in 

well of POPs 

it up 
Toast degree 

selector , 
Walnut tray with ‘ 

colored dishes 
Price, $19.95 





To make your job easier during the Holiday 
Season, G.E. is advertising these appliances 
extensively in LIFE, GOOD HOUSEKEEP- 
ING and the LADIES’ HOME JOURNAL. 


SPECIAL PROMOTIONAL PIECES 


including displays, banners, folders and 
ad mats have been prepared for your iden- 
tification during the Holiday Season. See 
your G-E Distributor early to get an ade- 
quate stock of merchandise and promo- 
tional materials. 


GENERAL 


ealing Py 5S vices 


APPLIANCE AND MERCHANDISE DEPT. 
BRIDGEPORT, CONN. ONTARIO, CALIF. 
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Many items were shown in this window but the various levels 
of display made it easy to distinguish the individual articles. 


Christmas Toy Sales 
Increased 14 Per Cent 


ae, are sold the 


year ‘round by the Hutchinson 
Hardware of Lynn, Mass., but it 
is at Christmas time that the com- 
pany really “goes to town” with 
its selection of playthings. Built- 
up displays, chiefly samples, are a 
big factor in making people in 
Lynn and the vicinity know that 
Hutchinson’s is really in the toy 
business in a big way. Lynn has 
about 105,000 inhabitants and the 
store serves a trading area of 
about 250,000 population. 

“We have the best showing of 
toys in town and our customers 
tell us so,” says J. J. Leonard, 
president and manager of the 
store “Customers tell us we have 
the type of display that serves 
them in the easiest way. By use 
of the sample system of display. 
the loss of toys and game parts is 
eliminated. Toys are delivered to 
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Hutchinson Hardware, Lynn, Mass., 
handles only American-made toys. 
Builtup displays draw traffic 
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Tables around three sides of the stair well were used for both 
boys’ and girls’ toys. There was no wasted space and no crowding. 


55 








customers in the condition in 
which they were received by us. 
We do not open toys at all.” 

That this “best showing” was 
really effective is emphasized by 
the fact that toy sales in Decem- 
ber, 1939, were about 14 per cent 
greater than for the same period 
in 1938. And toy sales on the sec- 
ond Saturday of December, 1939, 
were equal to the volume for that 
section for the second week in 
December, 1938. 

The quality angle is definitely 
important in this store. “Quality 
lines are emphasized 
there’s too much competition in 
cheaper toys,” says Mr. Leonard. 
“We try to carry merchandise that 
is different from that handled by 
the chains and other competitors. 
People expect to find quality toys 
and games in our store, because in 
its 107 years it has always been a 
quality Only American- 
made toys are handled, as people 
in this community have strong 
feelings against foreign merchan- 
dise. And we find American-made 
toys are usually of better quality 
than were some of the foreign ones 
carried in former years. Although 
only one sales clerk sells toys the 
year ‘round, we had four extra 
salespeople in the toy department 
during the Christmas season last 
year. Both men and women were 
employed becausé women cannot 
handle heavy wheel goods. Our 
Christmas stock of toys, games. 
wheel goods. etc., is so complete 
we seldom have requests for items 
we do not stock. When there are 


because 


store. 
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requests for lines we do not have 
we will order them for our cus- 
tomers.” 

Every item in the store is en- 
tered in the company’s stock con- 
trol records, at all times. A spe- 
cial stock control setup is used 
for the toy department. Each sam- 
ple item displayed bears a tag or 
sticker indicating its selling price. 
the section in which stock is stored 
and code letters and numbers are 
used to indicate the time of pur- 
chase, cost price and source of 
supply. In line with the quality 
policy, only about a dozen 10- 
cent playthings are stocked, prices 
running as high as $35.00 for a 
set of electric trains. Dolls are 
offered in prices ranging from 
50 cents to $10.00 and a wide 
variety of games fot children and 
for adults is shown. As far as is 
practical, playthings are grouped 
according to types. 


Holiday Decorations 


Last year for the first time the 
store was decorated for Christ- 
mas, simple but effective materials 
costing about $20.00 being used. 
Toys were shown on the second 
floor, giftwares in their ne © first 
floor display while Christmas tree 
decorations were displayed in the 
basement. Having Christmas 
goods on all three floors helped 
materially in getting traffic 
throughout the entire store. Christ- 
mas tree lighting equipment and 
other decorative effects were 
shown downstairs. 


Wheel goods are 
out in the open 
and the aisles 
are wide enough 
to permit easy 
access to items. 
The grandstand 
effect displays 
conceal a large 
number of toys 
kept in_ stock. 


Even the finest of toy stocks 
will not automatically sell itself 
and so Hutchinson’s advertises 
toys at least twice a week in local 
newspapers. Interesting built-up 
displays of toys were shown in 
one of the store windows for sev- 
eral weeks prior to Christmas, 
complete changes in the window 
being made about every 10 days. 
Hutchinson’s was one of the stores 
in Lynn which cooperated Dec. 16, 
1939, in sponsoring the com- 
munity’s first Christmas parade. 
School children were dismissed at 
noon that day to witness the 
parade which had several school 
bands and a professional band in 
line. Giant, helium-inflated croco- 
diles, etc., were part of the parade 
which also included a _ 72-ft. 
Gulliver. 

The day of the parade Hutchin- 
son’s ran an ad, featuring both 
children’s and adults’ lines which 
said in part, “Hey, Kids! Come on 
Down to Hutchinson’s New Second 
Floor Toy Shop” and went on to 
say that a big 40-page toy catalog 
(issued by a wholesale hardware 
house) would be available after 
the parade. In addition, about 
10,000 copies were delivered to 
homes in Lynn, by Western Union. 

In addition to using advertise- 
ments and attractive displays as 
an inducement to purchase toys, 
games, dolls, electric trains, wheel 
goods, etc., the store offered a 
lay-away plan. For a reasonable 
deposit, customers could reserve 
playthings and adult gifts for final 
payment as late as Dec. 23. 
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BRIGGS & STRATTON IS PREFERRED POWER! 


East — west — north — and south — you will find authorized Service Stations, 


manned by factory trained men equipped with special factory tools, ready to 
take care of any emergency — to adjust, repair, or rebuild any model of 
Briggs & Stratton motor, even though it's a veteran of 10 or 20 years of service. 
This nation-wide authorized factory service is maintained to protect 
your investment in Briggs & Stratton gasoline motors — an important 
added advantage recognized by manufacturers, dealers and users. 


BRIGGS & STRATTON CORP. 


MILWAUKEE, WISCONSIN, U.S. A. 








Merchandising Suggestions for 
the Coming Holiday Season 


























Christmas Toy and Game Window 


Merchandise: Electric trains, erector sets, building blocks, metal trucks 

of several types, sail and motor boats, toy appliances, dish sets, dolls, 

doll cabs, teddy bears, pop guns, printing presses, pull toys, games, dom- 
inoes, card games, painting sets. 


Background: Center panel of white corrugated board or wallboard. Side 
panels in red. Santa Claus cutout in red and white on blue background. 
Cutout letters in white. 


Suggested Interior Displays: For tables—metal dump trucks, train sets, 
dolls. For platforms—doll carriages, game boards. 


D ECORATIONS for 


the interiors and windows of the 
hardware store at Christmas are 
decidedly essential if the merchant 
is to secure a share of the holiday 
business. Colorful, overhead trims 
change the atmosphere completely 
and bring on a spontaneous, new 
interest on the part of the custom- 
ers in everything shown. This has 
a stimulating effect on sales. 
People are, usually, more gener- 
ous and will buy more when in a 
mood to make others happy. 

The first thing in your Christ- 


38 


mas merchandising is to install sea- 
sonal decorations in the window 
and put up suitable atmosphere 
trims inside the store for the open- 
ing day of your holiday selling 
season. 

Since everyone thinks of toys at 
this time of year, the first window 
trims might well be devoted to a 
showing of popular items from 
your toy and wheeled goods de- 
partment. Two suggested trims are 
shown in this section which will 
serve as a basis for working out 
ideas of your own. Other sugges- 
tions for background treatments 
and interior store decorations were 


HARDWARE AGE 
Original 
Window Display 
IDEAS 


presented in the “Christmas Mer 
chandising Section” of the Octo- 
ber 17, 1940, issue of HARDWARE 
AGE on page 62, 63 and 64. Refer 
to this to find out all about a new 
type of inexpensive decorative ma- 
terial known as “Comura” panels. 

Maintaining attractive table dis- 
plays during the Christmas rush 
is something of a problem in most 
stores. One of the best ways to 
solve this is to keep rearranging 
the displays at every spare moment 
and to impress upon the sales- 
people that this must be done. Di- 
vide the store into sections and 
make one individual responsible 
for maintaining good order. This 








Feature a popular priced train set 
and attract attention to the dis- 
play by having a train in operation. 
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A DOZEN WAYS TO MAKE YOUR 
\ CASH REGISTER RING THIS CHRISTMAS! 
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Asother sure-fire Westclox Christmas 
coming up! Re prepared with this spar- 
kling array of gift suggestions! 

Big Ben heads a complete line of 
springwound and electric clocks, grace- 
ful wrist watches, sturdy pocket watches. 
Clocks in a variety of finishes, some with 
plain dials, others luminous... retailing 
from $1.25 to $6.95. Only room to show 
a few here! 

Nationally advertised 
: Westclox are gift “naturals’’—and to 
— help you step up sales we're running 
millions of Westclox-for-Christmas mes- 
sages in The Saturday Evening Post, 
Collier’s, Good Housekeeping, Better 
Homes and Gardens, farm magazines, 
and 26 Sunday newspaper roto sections! 
So check your stock now and get set for 
a bigger-than-ever Westclox Christmas! 
Order from your wholesaler today. 
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BIG BEN LOUD ALARM has “fire alarm” call. Smart BABY BEN ALARM.Loud or soft alarm. Retail. $2.95 1 ’ roiie 
black finish, with nickel trim. Retail, $2.95 BABY BEN ELECTRIC (not illustrated). Self-starting. Westclox, LaSalle-I eru, Ill. Division of 
BIG BEN ELECTRIC (not illustrated). Retails at $4.95 —_ Ivory finish with gold color trim. Retail, $4.95 General Time Instruments Corporation, 


! 





BACHELOR Electric Alarm. LASALLITA Pull wind time LELAND Alarm. Chrome fine MANOR Electric Kitchen TRAVALARM Black and nick- 
Comes in ivory, blue or clock. Black or ivory finish. ish. One key winds both time clock. Self-starting. Four gay el. Retails, $3.95. Ivory fin- 
black finish. Retail, $3.95 Beautiful trim. Retail, $1.95 and alarm. Retail, $4.95 finishes. Retail, $3.50 ish, gold color trim, $4.45 




























b 2k 
CUP EASEL watch. Clip fits wrist BEN—Rich chrome JUDGE—Handsome gold- ROCKET—Chrome finish case POCKET BEN—Thin good- 
any pocket or purse. Con- finish case with stainless plated case. Smart pig grain —back curved to fit wrist. looking watch. Non-break- 
verts into clock. Retail, $4.95 metal back. Retail, $3.95 cowhide strap. Retail, $4.95 Black strap. Retail, $2.95 able crystal. Retail, $1.50 


















W i & TC LOX {3 Makers of Big Ben and his family of springwound clocks, electric clocks, 
“iS wrist watches and pocket watches . . . priced from $1.25 to $6.95. 
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FORECASTING MORE SELL THE RIGHT LIGHT 
ICE SKATE SALES 





FORECAST | 
b Th) Sor and mist. 

* =~ i —_ og and mist. 

and much colder. Su —_ Easily worn on 
Coeet eratures over cap or hat. 


freezing —, country: et estate. 
most sections of the ee a tor. List prices WEW!! TWIN BULB 
ether en = night fishing and blacken- ELECTRIC CAMP 
. LANTERN 
ELECTRIC HEADLIGHTS i i 


Powerful 1,000 ft. beam. ¢Very lantern on the market. 
Light straps on head. Gives spotlight and floodlight. 
Battery case clips to belt. Large adjustable handle slips 
Regular flashlight bat- over arm easily. Lantern can be 
teries. List prices $2.95 carried on arm, set on ground, 
or fastened in swinging holder 
(above) to throw a vertical 
spotlight or a powerful beam 
in any direction. 
Write Today For 
Complete Catalog Of Justrite 


Sportsmen’s Products 


JUSTRITE MFG. CO. 
ELECTRIC ond CARBIDE 2073 N. Southport Avenue 


Case IN ON COLD WEATHER— | BPENTT ETRE a ee CHICAGO, ILLinors 
FEATURE THE COMPLETE LINE OF | 


| 
Union Harpwakre Ice SKATES kKRKKKKKKKKKK 
When the weatherman says, “Cold wave coming,” 
there’s bound to be ice skate business coming, too— | TH E 1 941 
and surely coming your way when you stock Union | 
Hardware Ice Skates. First offered more than A L L . A M ER ] CA | Li By E 
seventy-five years ago, these skates were favorites | 
right from the start. And today finds them more of 


lar th ! Allb Union Hard h 
continued to offer, at prices buyers can afford to pay, INSULATED PICNIC JUGS 
skates made from the finest steel with runners espe- + * 
cially hardened to hold an edge longer and to stand 


is 
up better under the strains of hard usage. Figure NOW READY 


skates, hockey skates, screw clamp skates, racing 
skates — Union Hardware offers them all in a full 


range of sizes for men, women and children. Your | STARTLING NEW EFFECTS 
Jobber can supply you. Be 
in 
Finish and Durability 
. at 
No. 98 Screw-to-the- Boot Figure No Increase fr Price 


Skate with saw tooth toe. Made of 
finest steel, nickel plated. 
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Write Your Jobber or Factory 
For Catalog Before Buying 


METAL INDUSTRIES, INC. 


Box 1, Indianapolis, Indiana 
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helps simplify the management job 
and provides a means of checking 
on employees’ activities. 

Mass displays should be used 
wherever possible in the presenta- 
tion of Christmas merchandise. 
This is especially true with items 
such as games, construction sets, 
small wheeled toys, etc. Much of 
the merchandise usually shown on 
tables will have to be removed in 
order to obtain sufficient space for 
these displays. Some dealers build 
supplementary tops that fit over 
present displays, while others use 
racks with several shelves on 
which additional merchandise can 
be presented. 

Christmas merchandise, such as 
toy dish sets, games, etc., usually 
packed in boxes, sell much better 
if opened so that customers can 
see the contents. To avoid damage 
to or loss of essential pieces, re- 
move the box top and wrap the 
set securely with Cellophane. Seal 
all edges carefully for this box will 
receive rough handling. Place the 
sample box on top of the other 
identical items on display. Cus- 
tomers will be able to see the con- 
tents of each box, and the entire 


display of such toys will be more 
interesting. 

Plan to demonstrate several toy 
items at various times. Electric 
trains, small pull toys and wind-up 
items can be operated now and 
then. This fascinates both young 
and old and makes both want to 
look at other displays for items of 
interest. Locate demonstration dis- 
plays of this type in different parts 
of the store and only operate one 
at a time. 


Several displays of Christmas tree 
lights should be arranged on the 
ends of tables at traffic centers. 
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Christmas Wheeled Goods Window 


Merchandise: Bicycles, tricycles, wagons, sleds, scooters, pedal bikes, 
top autos, ping pong games, badminton, basketballs, skis, ice skates, 
tree lights, tree decorations, tree holders, boxing gloves, punching bags. 


Background: Panels of blue corrugated board or wallboard. Circle 
panel in white with blue cutout letters. Candles on side panels in red 
with yellow flame. 


Suggested Interior Displays: For tables—Christmas tree lights. For 
platforms—sleds, scooters, tricycles. 
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Always a favorite toy, metal dump 

trucks at a popular price will 

bring the youngsters to your toy 
department. 


Merchants will find extra flood- 
lights and spotlights very useful at 
this time of year. Whole tables 
can be brilliantly lighted to in- 
crease customers’ interest and to 
draw them to a certain part of the 
store. Certain displays in the side- 
wall and individual items in the 
windows can be spotlighted. Self 
contained flood and spot lights are 
now available at reasonable cost. 

Other merchandising sugges- 
tions will be discussed in this sec- 
tion in the next issue of Harp- 
WARE AGE. 


“What Did You Lose?” 


HERE a business man is a 

party to a contract which is 
breached or defaulted on by the 
other party, how is the compensa- 
tion or “damages” due the business 
man computed. 

According to a recent Texas case, 
he is entitled to recover what he lost 
through the other man’s breach or 
default. Carrying the legal reason- 
ing a step further, his loss amounts 
to what he would have received if 
the other man had faithfully per- 
formed under the terms of the con- 
tract. 

“The fundamental rule in assess- 
ing damages is compensation,” says 
the Texas court. “In case of breach 
of contract the value of performance 
to the aggrieved party is the funda- 
mental issue.” 

In other words, he is to be com- 
pensated for what he would have 
gotten out of the contract if it had 
been carried through. But he must 
be ready with facts and figures to 
show what that would have been! 
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Mn. Manufacturer: I} you will give us 
this electra or cut... 


2 DSLTA— POWERLITE 
5 Seltethectine thes trie Lantern 


The UNIT SYSTEM FOR 
ILLUSTRATING MERCHANDISE 
In JOBBERS CATALOGS 








Prepared By 
JOHN E. GARDNER 





then we will be able te: 

Devote 25 te 30 days of extra selling effort to your merchandise. 
te costly imserts 

Eliminate useless sizes of electros (2 only will do it — 14 ems, 

2',” wide « 3” deep, or 22 ems, 3';" wide x 3 te 4"4" deep’. 

Eliminate inaccurate, poorly written copy. 

Eliminate returned merchandise due te inaccurate copy. 

Reduce handing and re packing expense 

Reduce typesetting costs. 

Reduce correspondence and detail work. 


THE PRINTING DEPARTMENT oF 


DUNHAM, CARRIGAN & HAYDEN C 


Wholesale Hardware Distributors Since 1849 
SAN FRANCISCO 
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and you will be able to: 


1. Get inte freid WEEKS earlier 
Obtain increased sates 
, costly Mustrated pages 
inate cost of unused cuts. 
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How the “Unit System” is brought 
to the manufacturer’s attention. 


from of 


osts Go Down— 


Selling Time Increases 


Dunham, Carrigan & Hayden Co. of 


SIMPLE. yet inge San Francisco finds planned job- 


nious plan or “unit system” of pre- 
paring wholesalers’ catalog pages 
to provide at least 25 to 30 days 
of extra selling effort to hardware 
catalog items is offered by the 


bers’ catalog pages get results 





printing department of the Dun- 
ham, Carrigan & Hayden Co.. 
wholesale hardware firm of San 
Francisco, Calif. This new plan. 
as explained by John E. Gardner. 
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advertising manager of the com- 
pany, calls for a complete electro- 
type containing both illustration 
and type matter in one of two 
standard sizes to suffice for prac- 


tically all wholesalers’ catalogs. 

This, explains Mr. Gardner, in- 
volves no extra cost to the manu- 
facturer. inasmuch as he _ has 
already had such an electrotype 
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prepared for his own catalog, and 
if presented to the wholesaler at 
the time the merchandise order is 
placed, it will enable the whole- 
saler to get his printed pages into 
his salesmen’s hand weeks sooner 
and thus aid in increasing sales. 
It is estimated that the time spent 
in correspondence between a 
wholesaler’s catalog department 
and a manufacturer, which would 
be eliminated under the “unit 
system,” results in a loss of at 
least a month between the time 
the wholesaler receives the mer- 
chandise and it is shown in his 
catalog. The plan would also 
eliminate the wastage in color- 
fully illustrated page inserts sup- 
plied by manufacturers, which 
wholesalers very often cannot use 
because of the variance in catalog 
sizes and the number of items it 
is necessary to show in catalogs. 

The cuts furnished by manufac- 
turers would be electrotypes either 
14 ems (2-1/3 in. wide by ap- 
proximately 3 in. deep) or 22 
ems (3-2/3 in. wide by 3 to 414 
in. deep) or enough depth to in- 
clude proper catalog description 
of merchandise. The illustrations 
would be either a line cut or a 
halftone of not finer than 110 
screen and the electrotype should 
contain the following merchandise 
copy: number, construction of 
merchandise (made of), finish, 
use, dimensions, weight, package 
quantities. Standard type sizes 
would also be used. 

This plan would also bring 
about another advantage in that 
it would give manufacturers copy 
control, insuring accurate copy 
and eliminating poorly written 
copy which in turn would elimi- 
nate returned merchandise. This 
would reduce handling and re- 
packing expense. Other advan- 
tages would involve the elimina- 
tion of hundreds of unused elec- 
trotypes of varying sizes; enable a 
better page position in the catalog 
due to equal emphasis on all items, 
and establish a trend toward stand- 
ardization of illustrations in job- 
bers’ catalogs. A complete ex- 
position of this plan is provided 
in an eight-page booklet available 
from the printing department of 
Dunham, Carrigan & Hayden Co. 
at Kansas and Division Sts., San 
Francisco. £ 
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CONDUCTOR, Mode! No. 7H!03, is a new 
alarm at a popular price. Mottled brown 
plastic case retails for only 83.95 
In ivory-colored case it is priced at $4.50. 





BUFFET, Model No. 2HO07, is a best-seller 
for the kitchen. Plastic case in ivory, 
white, green, black, blue, or red colors. 


INVESTOR, Mode! No. 3H93, is a grand 
new design in mottled brown plastic with 
vertical flutings. Sure to be a good seller. 
Retails at 83.50 


SUPERVISOR, Model No. 7H107, is another 
alarm in a practical new design in plastic. 
Mottled brown case retails at ®3.50. 





To retail at only 


Here comes a 
BIG CHRISTMAS 


SEASON for 





ATTENDANT, Model No. 7H85, is a popu- 
lar alarm clock priced to turn over fast. 
This model is a best-seller everywhere. 
In brown plastic case, it retails for only 
82.95. Ivory-colored case is $3.50. 
Dispatcher, with luminous numerals and 
hands, is $1 more. 


STEWARDESS, Model No. 2HO09, is a wall 
clock for the kitchen. Available in a choice 
of colors, chrome with ivory, green, black, 
white, red or all chrome. Retailsat 84.95. 


83.50 Ivory-colored case, $3.95. 


@ Every YEAR, more and more people give 
more and more Telechron clocks for Christ- 
mas presents. And this will be the biggest 
Telechron season yet! 

Here are a representative group of Tele- 
chron clocks — every one an ideal Christ- 
mas gift. The public has long known about 
Telechron accuracy and dependability. And 
these new models show again that Telechron 
leads in attractive designs. These handsome 
clocks will sell fast! 

See your Telechron distributor today. 
He'll help you with window and counter dis- 
plays, and other sales aids. Proper use of 
this material will make this your biggest 
Telechron season! Be sure you’re ready for 
the Christmas season. 


WARREN TELECHRON CO. « Ashland, Mass. 


NEW TELALARM, Model No. 7H93, an 
alarm in silver or ivory colored metal case, 
retails at ®4.95%. Gold-colored case, 
$5.95. Talisman is the same design with 
translucent, electrically illuminated dial. 
Silver or ivory colored cases, $5.95. Gold- 
colored case, $6.95. 


SECRETARY, Model No. 7H9!, an alarm 
in brown plastic. Retails at #3.95. 
Ivory-colored case, $4.50. Cordial, with 
luminous numerals and hands, $1 more. 
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PAINT MEN IN CONVENTION DISCUSS DEFENSE; 


NEW ASSOCIATION HEADQUARTERS DEDICATED | 


Ernest T. Trigg remains in office as president of 
National Paint, Varnish and Lacquer Association. 
Other officers and regional vice-presidents elected. 


The National Paint, Varnish 
and Lacquer Association, Wash- 
ington, D. C., in convention, Oct. 
30-Nov. 1, at the Mayflower Ho- 
tel in that city, was concerned 
with, among many trade prob- 
lems, the relation of the paint in- 
dustry to national defense. To 
that end, Frank Bane, director, 
Division of Cooperation, Advisory 
Commission to the Council of 
National Defense, discussed na- 
tional defense as a “Cooperative 
Job” and Edwin B. George, econ- 
omist with Dun & Bradstreet, 
Inc., spoke on the “Economic 
Consequences of National De- 
fense.” 

On Thursday, Oct. 31, an in- 
dustrial sales conference was 
held in connection with this 52nd 
annual convention of the associa- 


tion, at which the following top- | 


“The Han- 
Or- 


ics were discussed: 
dling of Small Industrial 
ders”; “Fair Prices and 
Profits”; “Competitive Bidding,” 
and “Producing and Selling In- 
dustrial Finishes Is a Technical 
Business.” 

S. D. Ren, executive vice-pres- 
ident, Universal Trading Corp., 
speaking on “China and Tung 
Oil,” remarked: “There is plenty 
of wood oil in China; in fact, at 
present too much oil. The vexing 
question is, rather, one of trans- 
portation .. . so long as the war 
exists transportation will be diffi- 
cult and restricted. . . . You also 
known high prices encourage 
substitutes and that in the inter- 
est of China and its export in- 
dustry, we do not wish to see 
substitutes unduly encouraged. 
With high cost af transportation 
removed, there is every reason 
for China to sell wood oil at low- 
er prices. I am quite sure that 
when normalcy returns to China, 
you will see wood oil prices come 
down to their normal level.” 

Election of officers took place 
at the concluding session. Ernest 
T. Trigg remains in office as 
president, having been elected 
for a three-year term at a previ- 


64 





Just | 





convention. Other officers | 
elected are: vice-president, Carl | 
J. Schulmann, Hilo Varnish 
Corp., Brooklyn, N. Y.; treasurer, | 
S. R. Matlack, Geo. D. Wetherill 
& Co., Philadelphia, Pa.; regional | 
vice - presidents: New England, | 
Harry Hall, Jr., Boston Varnish | 
Co., Everett, Mass.; eastern, Wil- | 
liam H. Jarden, Jr., McClosky 
Varnish Co., Philadelphia, Pa.; | 
southern, A. T. Mills, DeSota 
Paint & Varnish Co., Memphis, 
Tenn.; central, W. A. Alpers, 
Cleveland Paint & Color Co., 
Cleveland, Ohio; western, H. S. 
Margetts, W. P. Fuller & Co., 
San Francisco, Calif.; divisional 
vice-president, wholesale division, 
Harry W. Constant, United Sash 
& Door Co., Wichita, Kan. 
Elected to the executive commit- | 
tee were: Morris S. Felton, Fel- | 
ton, Sibley & Co., Inc., Philadel- | 
phia, Pa.; W. H. Gerke, Sargent- | 


ous 


New headquarters for the National Paint, Varnish and Lacq 


Gerke Co., Indianapolis, Ind.; 
Norman W. Kelley, Southern 
Varnish Corp., Roanoke, Va.; 


J. G. Penniman, Wesco Water- 


| paints, Inc., East Boston, Mass.; 


Fletcher W. Rockwell, president, 
National Lead Co., New York 


City, and Frank L. Sulzberger, | 


Enterprise Paint Mfg. Co., Chi- 
cago, Ill. 
tary and Ralph W. Emerson in 
charge of public relations. 

At the dedication of the Asso- 
ciation’s new headquarters, 1500 
Rhode Island Ave., N.W., Wash- 
ington, D. C., as the Norris B. 
Gregg Memorial Building, 
Fletcher W. Rockwell said: 

“I am very glad to be here with 
you today and to be given the 
opportunity to say a few words 
on this special occasion. 

“Eleven years ago I had the 
pleasure of witnessing the dedi- 
cation of the former building to 


Revel Elton is secre- 


| the memory of Mr. Norris B. 
| Gregg, at which time his son, 
Norris, Jr., unlocked the door 
and turned the building over to 
the National Paint, Oil and Var- 
nish Association for its official 

home. Recently the government 
wanted the building. It is proper 
for them to have it as the govern- 
ment belongs in Washington and 
should have what they need 
there. The Paint, Varnish and 
Lacquer Association, therefore, 
had to find other quarters, and 
was fortunate in securing this 
| beautiful place. 

“Dedicating the Paint Labora- 
tery and Office to the memory of 
Mr. Gregg is very fitting, as he 
was instrumental in starting the 
department and was so immense- 
ly interested in its werk. 

“T was fortunate in being close- 
ly associated with Mr. Gregg in 
business for many years and al- 
ways considered it a privilege to 
work with him. 

“In dedicating these new quar- 
ters to the memory of Mr. Gregg, 
I think it is a beautiful monu- 
ment to one whose life was de- 
voted to the industry and who 
worked so unselfishly and tire- 
lessly for its development. 





uer Association, 1500 Rhode Island 


Ave., N.W., Washington, D. C., which was dedicated as the Norris B. Gregg Memorial Building. 


HARDWARE AGE 









E AGE FOR 





Norris B. 
e his son, 
| the door 
ing over to 
il and Var- 
its official 
yovernment 
t is proper 
the govern- 
ington and 
they need 
arnish and 
therefore, 
irters, and 
uring this 


nt Labora- 
memory of 
ing, as he 
arting the 
immense- 
k. 

eing close- 
Gregg in 
rs and al- 
rivilege to 


new quar- 
{r. Gregg, 
ul monu- 
> was de- 
and who 
and tire- 
nt. 








AGE WHILE IT’S NEWS 


THE TRADE 





ated UNG RIED VON 
ANTS Ra 
+ pane 











NOVEMBER 14, 1940 






































GRIFFITH HEADS “HOTPOINT” KITCHEN SALES. 


COMPANY ESTABLISHES WASHINGTON OFFICE 


Charles H. Griffith, formerly 
manager of the “Hotpoint” dis- 
tributing branch at Buffalo, New 





CHARLES GRIFFITH 


York, has been appointed man- 
ager of the “Hotpoint” kitchen 
sales division, with headquarters 
at Chicago, according to an ar- 
nouncement by R. W. Turnbull, 
vice-president of the Edison Gen- 
eral Electric Appliance Co., 5600 
W. Taylor St., Chicago, Ill. In 
addition to special activities in 
the building field, and direction 
of “Hotpoint’s” kitchen planning 
service, Mr. Griffith’s division 





will supervise the merchandising 
of kjtchen sanitation equipment, 
including electric dishwashers, 
kitchen waste exits, and the 
“electrasink.” 

Mr. Turnbull’s announcement 
stated further that Ross R. Smith, 
who has been manager of the 
kitchen sales division for nearly 
two years, has established a new 
“Hotpoint” office in Washington, 
D. C., where he will devote his 
entire time to cooperation with 
those responsible for Federal 
Housing and other large building 
projects. 





ROSS R. SMITH 








SOSS MFG. TO MOVE 
TO DETROIT, MICH. 


The Soss Mfg. Co. will shortly 
move its plant from Roselle, 
N. J., to Detroit, Mich. During 
the process of moving the com- 
pany which will be out of pro- 
duction requests that require- 
ments of its customers be 
anticipated for the balance of the 
year. 


MILL SUPPLY CLUB'S 
ANNUAL MEETING 


The Central States Mill Supply 
Association, 400 W. Madison St., 
Chicago, Ill., will hold its eighth 
annual meeting, Monday, Nov. 
18, at the Palmer House, Chi- 
cago. A feature of this year’s 
meeting will be the luncheon 
session for distributors’ and man- 
ufacturers’ executives at which 
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the subject, “This Small Order 
Problem,” will be discussed by 
D. W. Northup, president, The 
Henry G. Thompson & Son Co., 
New Haven, Conn., speaking 
from the manufacturers’ view- 
point, and Oscar Iber, president, 
Oscar Iber Co., Chicago, IIL. 
speaking from the distributors’ 
viewpoint. In the evening the 
association will hold its annual 
banquet, at which Colonel Wil- 
lard Chevalier, publisher, Busi- 
ness Week, will speak on “Amer- 
ica Weighs In.” 

Officers of the Central States 
Mill Supply Association are: 
president, Edward K. Welles, 
Charles H. Besly & Co., Chicago, 
[ll.; vice-president, F. W. Swan- 
son, Globe Machinery & Supply 
Co., Des Moines, Iowa; secretary, 
Walter C. Huchthausen, The 
Huchthausen Co., Manitowoc, 





Wis., and treasurer, J. H. 
Schroeder, Fort Wayne Pipe & 
Supply Co., Fort Wayne, Ind. 
E. Williams, executive secretary. 
makes his offices at 400 W. Madi- 
son St., Chicago. 





ROLLAWAY SKATE CO. 
AT NEW ADDRESS 


The Rollaway Skate Co., is 
now located at 1390 E. 30th St., 
Cleveland, Ohio, having moved 
from 12435 Euclid Ave., that 
city. 


EASTERN SALES MGR. 
FOR KELVINATOR 


Dan Packard has been ap- 
pointed eastern sales manager for 
the Kelvinator Division, Nash- 
Kelvinator Corp., Detroit, Mich. 
Mr. Packard has had a wide ex- 
perience in the merchandising of 
household appliances. His most 
recent position in the industry 
was as manager of major dealer 
sales for Frigidaire. He has also 
served successively as retail sales- 












DAN PACKARD 


man, sales manager, dealer, dis- 
tributor sales manager and fac- 
tory zone manager in the appli- 
ance field. Mr. Packard succeeds 
Thomas A. Farrell, who was re- 
cently appointed head of the 
newly-organized Kelvinator com- 
mercial, parts and service divi- 
sion. 








W. H. JENNINGS RETIRES 
STEEL & WIRE CO. 


In accordance with the retire- 
ment plans of The American 
Steel & Wire Co., Cleveland, 
Ohio, W. H. Jennings, assistant 
general manager of sales in Balti- 
more, Md., has retired as of Oct. 
1 after 48 years of service with 
the company and its predecessors. 
Mr. Jennings began his business 
career in 1892 as a stenographer 


with the Cleveland Rolling Mill 








W. H. JENNINGS 


FROM AMERICAN 
OTHER CHANGES MADE 


Co. In 1899 he became a sales- 
man for The American Steel & 
Wire Co., traveling out of New 
York City and after five years 
was transferred to Buffalo as the 
company’s sales agent for New 
York State. Several years later 
he was appointed manager of 
sales for the Baltimore territory, 
a title and position he held up to 
1930, when he was appointed as- 
sistant general manager of sales 
in Baltimore. 

Coincident with Mr. Jennings’ 
retirement, T. P. Lowerre, man- 
ager of the merchants’ products 
department, New York City, has 
been appointed manager of sales 
for the Baltimore office. Milton 
C. Harriman, assistant manager 
of the merchants’ products de- 
partment in New York, becomes 
manager, succeeding Mr. Lowerre 
and Frank E. Ward succeeds Mr. 
Harriman. 

Prior to his departure, Mr. 
Jennings’ office associates pre- 
sented him with a gold watch 
and chain as a token of their 
esteem. 
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Guests of F. H. Woodruff & Sons, Inc., seed growers of Milford, Conn., are shown here viewing 

some of the 200 plots of the grass which the company plants in order to test different types 

of grass and grass maintenance. One day is set aside each year and the company’s dealers 

and their customers are invited to attend these field trials. For their inspection there is 

almost every type of grass that is commercially available and many that are not as well as 

combinations which are sold as commercial trade brands, all growing under normal conditions. 
The day’s program also includes a dinner, music and refreshments. 











STANLEY OFFERS $100 
IN NAME CONTEST 
A contest with $100.00 in cash 
prizes is now being conducted by 
The Stanley Works, New Britain, 
Conn., with the object of finding | 
a name for a new “swing-up” gar- 


vision, Borg-Warner Corp., De-| Wire & Cable Co., and G. C. 
troit, Mich.; Ralph Kelley, West- | Thomas, Jr., Thomas & Betts Co.. 
inghouse Electric & Mfg. Co.,| Elizabeth, N. J. Leonard Kebler, 
Mansfield, Ohio; F. W. Magin,| Ward Leonard Electric Co., 
Square D Co., Milwaukee, Wis.; | Mount Vernon, N. Y., was re- 


W. FE. Sprackling, Anaconda | elected treasurer. 
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AGENCY REPRESENTS MFRS. 


IN WASHINGTON, D. C. 

A new agency, Irving S. Biow 
Associates, designed to furnish 
national manufacturers and busi- 


| ness men with sales representa- 


| tion in Washington, D. C., has 


| Biow. 


established by Irving S. 
Mr. Biow, who is ac 


been 


| quainted with legai, business, and 


| governmental 


procedures, was 


| formerly administrative officer to 
W. D. Flanders, one time assis- 


| tant 


FHA 


administrator of the 


| and now president of the Law- 


} ing 


f | yers Title Corp. of New York. 


The agency states it is prepared 
to aid firms interested ia obtain- 
information and assistance 
pertaining to government pur- 
chasing contracts, business an 
alyses as reflected in Washing 
ton, and any other service 
pertaining to the governmen 

relations with business and in- 
dustry. Irving S. Biow Ass 
ciates makes its headquarters iw 
the Towers Bldg., Washington. 

LINCOLN-SCHLUETER CO. 

IN NEW QUARTERS 


The Lincoln-Schlueter Co. has 
moved from 213-221 W. Grand 
Ave., Chicago, Ill., to 512-532 S. 
Peoria St., that city. 








age door set. Any dealer may 
enter the contest by simply sub- 
mitting a name. First prize will | 
be $50.00; second prize, $25.00; 
third prize, $10.00, and also three | 
prizes of $5.00 each. The contest 
closes on Nov. 30, 1940, and all 
entries must be mailed on or be- 
fore that date to the company. 
The new set has many features 


West Coast Builders’ Hardware Men 
Get-Together at Barbecue 


Two outstanding events in the| chef was Leon Rope, Red 
| program of the Builders’ Hard-| Feather Materials Co., with Bill 
ware Association of Los Angeles | Clausen, Schlage Lock Co., as 
assistant chef. Acting as helpers 


‘ , “ig 
furnished considerable entertain- | 


: <* = ard act. | 
corporated in Stanley upward act |ing October. An outdoor gath- 
ting garage door hardware. All 


a }ering held in Ferndale, Griffith 
hardware is inside the garage, ex 


cept the latch handle and cylin- | 
der. This hardware set is pack- 
aged in a box for over-the-counter 


sales. 


dale Hdwe. Co., and Jack Turner, 
Beverly Hdwe. Co. 

Park, Oct. 10, brought some 50} On Oct. 27, 
members to a steak and bar-| annual picnic under the chair- 
becue get-together. Presiding! manship of Lester Dean. All the 


| 
| 


WATSON OF C. F. & I. CO. 
MOVES TO HOUSTON, TEX. 


Floyd E. Watson of the Colo- 
rado Fuel & Iron Co., Denver. 
Colo., has moved his headquar- 
ters from Amarillo, Tex., to 
Houston, Tex. 


SHREVE HEADS ELECTRICAL 
MANUFACTURERS’ GROUP 
E. O. Shreve, vice-president in 

charge of apparatus sales of the 

General Electric Co., Bridgeport, 

Conn., was elected president of 

the National Electrical Manufac- 

turers’ Association. He succeeds 

C. E. Swartzbaugh, president of 

The Swartzbaugh Mfg. Co., To- 

ledo, Ohio. Five vice-presidents 

elected are: 


Howard E. Blood, Norge Di- 
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| Louie fi : ment and good fellowship for| were Lester Dean, San Pedro | 
that previously have not been 1n-| members and invited guests dur-| Lumber Co., Hal Roach, Glen- 


barbecue officials served with him 
in addition to J. C. McAleer, 
Builders’ Hdwe. Supply Co.. 
Archie MacKellar, Harwood 
Hdwe. & Paint Co., and Frank 
Seabott, Seabott Hdwe. Co., who 
attended to the details of making 
some 200 members, their ladies 
and children happy. The picnic 


| was held at Mountain View Park 


| with badminton, shuffle board. 
horseshoe pitching, horseback 


the club held its | 


riding and swimming some of the 
activities of the day. 








Members of the Los Angeles Builders’ Hardware Association at their October Barbecue. 
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NASH-KELVINATOR OPENS | 
WASHINGTON OFFICE 
Announcement of the opening 

of a Washington office of Nash- 

Kelvinator Corporation, Detroit, 





CAMPBELL WOOD 


Mich., manufacturer of automo- 
biles and electrical appliances, 
was made by George W. Mason, 
president. Mr. Mason also an- 
nounced appointment of Camp- 
bell Wood as assistant to the 
president of the corporation and 
director of the capital office, 
which will be in the Shoreham 
Building. 

Mr. Wood, a former U. S. 
Army officer, has been with Nash- 
Kelvinator since shortly after the | 
last World War. Until his ap- 
pointment to head the Washing- 








ton office, Mr. Wood was an ex- 
ecutive of the Kelvinator Division 
of the corporation. 

Mr. Wood was stationed in 
Washington at the end of the last 
World War, and served in the 
office of the Director of Military 
Aeronautics and held the rank 
of Major. Prior to coming to 
Washington, he was an instructor 
at several of the Army’s air fields. 





REPRESENTATIVES FOR 
“SMOOTHCUT” CAN OPENER 


Two additional sales represen- 
tatives of the Smoothcut can 
opener division of the Regina 
Corporation, Rahway, N. J., have 
been announced by Lannon F. 
Mead, general sales manager. 

Jack C. Lyle, with headquar- 
ters in Kenova, W. Va., is now 
covering Virginia, West Virginia, 
Tennessee, southern Ohio, exclu- 
sive of Cincinnati and Dayton, 
and all of Kentucky with the ex- 
ception of Ohio River cities bor- 
dering Indiana and Cincinnati, 
Ohio metropolitan district. 

George Marshall, of the Mar- 
shall-Hall Co., Toronto, is now 
covering the province of Ontario. 





POAGE IN SOUTHWEST 

FOR AMERICAN CHAIN 

Scott Poage is southwestern 
representative for the American 
Chain & Cable Co., 230 Park 
Ave., New York City. Mr. Poage 
was formerly connected with the 
McLendon Hdwe. Co., Waco, 
Tex,, as office manager. 








At the barbecue pits are, left to right: chef Leon Rope, Red 
Feather Materials Co.; Hal Roach, Glendale Hdwe Co., and 
Bill Clausen, Schlage Lock Co. 
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When you open those trim corrugated cartons 
from Shelby you'll see more than just bicycles. 


You'll see Christmas merchandise. 
Bicycles that look good 


Gracefully streamlined! 


Colorful! 


to parents as well as to boys and girls. 


And don’t overlook another “Christmas Package” 
that means profit dollars to the retailer stocking 


Shelby bicycles. It holds 
a complete Christmas mer- 
chandising campaign .. . 
special newspaper ads, 
counter card, display post- 
er, Shelby’s unique “Pic- 
ture - News”, and other 
free sales helps. Write 
today for catalog and 
Christmas price list. 





-+. and Look! 

CHRISTMAS 

SALES HELPS 
Ss 


Christmas Poster 
Counter Card 
Newspaper Mats 
Sales Ideas 
a "Give-Away" 
Bicycle Newspaper! 


THE SHELBY CYCLE CO. © SHELBY, OHIO 


Eastern Distributor: Jonas B. Oglaend, Inc., 12 Warren St., New York City 
Western Plant & Sales Office: 29th & Naomi Sts., Los Angeles 





~—$helby-~ 











J. B. PARSONS ELECTED PRESIDENT 


sé "7 AND DIRECTOR OF NORWICH LINE CO. 
PP 00 S At the annual stockholders 


meeting of the Norwich Line Co., 
Inc., Norwich, New York, manu- 
facturer of fishing lines, J. B. 
Parsons was elected president 
and a director. Mr. Parsons for 
25 years has been a well known 
figure in the tool manufacturing 
field and during that period has 
Stoschec Macefansiaseds gained a sound understanding of 
that has what it ye ene to | the problems of hardware deai- 
produce repeat sales... | ers and wholesalers. He has ad- 
which means consumer | hered to a policy of distribution 
satisfaction. wie 
| through wholesalers, maintaining 
APPEARANCE — From the | that that policy is the most 
ap <2 Ge Sea o Se | economical method of distribu- 
‘ | tion and is one which ultimately 


tines or teeth, every hoe, . 
fork and rake is superbly | benefits and protects retailers. 
More than five years ago, Mr. 


finished. The Famous 
ABW Die pressed label, Parsons in hardware publications 
advanced proposals that the mar- 


(it can’t come off, or be- 
come mutilated), carries 
| gin for retailers and wholesalers ; 
must be increased. As president | 80ns states that those policies of 


an exceptional merchan- 

dising appeal. 

QUALITY—The special | of the Mayhew Steel Products, | distribution and margins will be 
Inc., Shelburne Falls, Mass., and| maintained as a principle of 

now of Norwich lines, Mr. Par- | merchandising. 


A Complete Line of 
| Forks, Hoes & Rakes 





J. B. PARSONS 


steel gives unusual 
strength and ability to 
resist wear. Steel is heat 
treated to insure hardness 
and toughness so neces- 
sary for maximum service. 
Handles are Northern 
Ash. A feature of the 
forks, is the new Ames 
Solid Shank Socket which 











WAGES AND HOURS DISCUSSED 
AT METROPOLITAN ASSN. MEETING 
gives an added strength 


at the bend. Socket and k More than 125 dealers and Mr. Atkinson read a paper, on 
head are made as one unit, their guests attended the guest} trade diversion, including some 
forged from bar steel. supper and entertainment of the | data obtained from the New York 
SERVICE—Because these | Metropolitan Hardware Associa-| Council on Retail Trade Diver- 
tools are of the highest tion, held October 29 at the|sion, Inc., stating that “trade 
—_—, wees oro Poerdb, Circle Club, 1819 Broadway, New | diversion schemes” are believed 

York City. S. H. Atkinson, | “to be depriving the established 


ship, they give longer 
service. Brooklyn, president of the as-| honest retail trade of from 10 to 


AMES KNOXALL OWL 


Ist 
Grade 


2nd 3rd 
Grade 


Grade f 


Ask Your Jobber 


AMES ROUND BOW 
STEEL GARDEN 


AMES GARDEN HOES 
SOCKET PATTERN 


AMES REGULAR FIVE TINE 


MANURE FORKS 
(Bent Handle) 


ABW PRODUCTS 





sociation, presided and welcomed 
the guests. A. C. Flamman, legal 
counsel for several local hard- 
ware organizations, discussing the 
wages and hours law, stated that 
it was an outgrowth of the NRA. 
He warned employers of the 
necessity for having amicable re- 
lations with employees, and 
‘pointed out the minimum wage 


| rate is 30 cents per hour, with a 


maximum 40-hour work week 
and an overtime rate of time 


and a half. 


30 per cent of its deserved gross 
sales.” Direct selling by manu- 
facturers depending on_ estab- 
lished retailers for the distribu- 
tion of their products was said 
to be “based on ignorance of 
sound distribution methods, care- 
lessness in operation or deliber- 
ate intent.” As to indirect trade 
diversion such sales were declared 
to libel the established retailer, 
“for it is the alleged ‘high cost 
of retailing’ that comes con- 
| tinually under attack by the ac- 
| tivity that represents itself to be 
| something other than retailing.” 





C. H. Tilson, who served for 
many years as secretary of the 
Metropolitan association, was pre- 
sented with a radio set as a token 
of appreciation. At the guest 
table were Messrs. Atkinson, Til 
son, Flamman, N. H. Kiley, sec- 
retary, New York State Retail 
Hardware Association, H. A. 


C ») 


Cornell‘and Ralph S. Allen, sec 
retary of the Metropolitan asso- 
ciation. 


-AMES SHOVELS FORKS 
4 ici ) SPADES HOES 
1774 SCOOPS RAKES 

( » POST HOLE DIGGERS 


AGRICULTURAL HANDLES A quiz contest conducted by 


Herman Goldberg was won by 
the team representing the Brook- 
lyn Hardware Association, mem- 
bers being Anthony Herrmann, 
Thomas A. Grogan and W. F. 
Sheehan. 





AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 





SYDNEY ATKINSON 





HARDWARE AGE 
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JAMES SURPLESS NOW CHICAGO SALES 
MANAGER FOR SURPLESS, DUNN & CO. 


Surpless, Dunn & Company, 
New York and Chicago, national 
manufacturers direct sales repre- 


JAMES L. SURPLESS 


sentative, has announced the ap- 
pointment of James L. Surpless, 
as sales manager of its western 
office at 34 North Clinton St., 
Chicago. Mr. Surpless rejoins 
this company after having been 
in the manufacturing business in 
Racine, Wis., for several years, 


and for over five years with the 
Chicago Flexible Shaft Company. 
Surpless, Dunn & Company is 


celebrating its 50th anniversary | 


and the addition of Mr. Surpless 
represents the third generation 


| taking active part in its organiza- 


tion. 


WOOSTER BRUSH COMPANY 
ENTERTAINS EMPLOYEES 


On Oct. 25 more than 200 of 
The Wooster Brush Co., em- 
ployees and their families gather- 
ed for an evening of entertain- 
ment at Weitzel’s Hall, Wooster, 
Ohio. 

This was the first opportunity 
for the employees to view the 
new technicolor film of “How 
Brushes Are Made In Wooster,” 
now being shown in various parts 
of the country by Wooster brush 
distributors. To be featured in 
a motion picture film and then 
see themselves on the screen was 
quite a thrill to many Wooster 
craftsmen. 

In addition to the company 
film, they enjoyed another feature 
film, with refreshments and danc- 
ing concluding a very pleasant 
and enjoyable evening. 











HARRY FOX HEADS HARDWARE BOOSTERS 


Harry Fox, Star Expansion Bolt Co., was elected president of 

the Hardware Boosters, at the Oct. 25 meeting, held at the Circle 

Club, 1819 Broadway, New York City, succeeding E. W. Erick- 

son, Ek Hardware Co., Inc. A. M. Glueck, manufacturers’ agent, 

was elected vice-president. Kenneth A. Heale, Harpware AcE, 

secretary, and Harry Schmitt, H. Blumberg & Sons, Inc., trea- 
surer, were reelected to their respective offices. 


The sudden passing of past Chief Booster Frederick H. Ritter- 
busch, New York representative of Earle Hardware Mfg. Co., 
Reading, Pa., was observed with a moment’s silence in his mem- 
ory following the réading of a brief eulogy. Guests at the meet- 


ing were S. H. Atkinson, a vice-president of the New York State | 


Retail Hardware Association, N. H. Kiley, secretary of the New 
York association, and Rivers Peterson, Indianapolis, Ind., man- 
aging director, N.R.H.A. 

New officers of the Boosters, are left to right, secretary, K. A. 


Heale, associate editor, HarnpwarE AGE; president, Harry Fox, | 
Star Expansion Bolt Co.; vice-president, Adolph Glueck, manu- 
facturers’ representative, and treasurer, Harry J. Schmitt, H. | 


Blumberg & Sons, Inc. 
NOVEMBER 14, 1940 


For a bumper Christmas! 


NUTONE’S “BEST SELLER” 


DOOR CHIMES 
are Nationally Advertised! 

















CLASSIC "3", $5.95 © MT. VERNON, $4.95 ¢ NOTRE DAME “3”, $8.95 





q J two NOTES, FRONT DOOR it 


ONE NOTE, REAR DOOR 


AVE you seen NuTone’s big half page ads scheduled 

for Life, Look and Sunset? These three magazines 

have a combined circulation of nearly five million. 

NuTone’s advertising in them is bound to build sales 

—if you stock the Best Sellers, and show them on an 
attractive display board. 


Your trade will like Mt. Vernon, the authentic Colonial 
Chime shaped like a hammered brass shield with satin 
brass tubes—at $4.95. They'll agree that the new plastic 
covers, on the five new Chimes priced $4.95 to $9.95, 
are still another triumph for NuTone. They're unbreak- 
able plastic—handsomely styled, richly embossed. 





_ Make this Christmas season a record! Order your 
| NuTone Best Seller or Mt. Vernon Display Board from 
_your distributor at once. He will show you how to get 
this beautiful Display Board so it will cost only 5¢! 


NuTone Chimes sound two notes for the front door 
|..+.one note for the rear. But the music they make on 
| your cash register is the sweetest sound of all! 


NUTONE CHIMES, Inc. 


CINCINNATI, OHIO 
CHICAGO 
Merchandise Mart 


LOS ANGELES 
837 Traction Ave. 


NEW YORK 
1150 Broadway 








HERES THE 

SMARTES7, 
NEWEST THING 
IN COLORED 


N > \ AA 
4 


THE NOVELETTE Gixe 
with EMBOSSED FUR 


Decatcomantas ! 





You'll simply have to see these utterly 
new and different decals to realize 
how smart and appealing they are. 
They put the DeLuxe “Novelette” 
Line way out in front, in sales appeal 
and profit opportunity. The items are 
extremely well-made, too, of white 
enamel, coated material, in red or 
black trim. And the prices are right! 
Ask your Jobber’s representative. 


SCHLUETER MFG. CO., ST. LOUIS, MO. 


McCUNE-MERIFIELD REPRESENT 
“WELDWOOD” GLUE IN WEST 


The McCune - Merifield Co., | for the “Weldwood” plastic resin 
manufacturers’ representatives at | glue line of the U. S. Plywood 
344 Sacramento St., San Francis- | Corp., 616 W. 46th St., New York 
City, in the 11 western states, the 
El Paso region of Texas, British 
Columbia, Alberta, Alaska, and 
Hawaii. 


R. E. McCUNE 


co, Calif., and 303 Washington 
Mutual Blvd., Seattle, Wash., has 
been appointed eee 





J. B. MERIFIELD 








CONVENTION OF COOKING |store planning and promotion, 
HEATING APPLIANCE MFRS. | and will also assist J. A. Palm, 
who is director of sales promo- 


The Institute of Cooking and | ~ 
tion. 


Heating Appliance Manufactur- ) ’ ; 
ers, Washington, D. C., will hold | Previous to being with the 
its eight annual convention and | former Simmons organization, 
exhibit on Dec. 4, 5, and 6, 1940, Mr. Sheely was in the promo- 
at the Netherland-Plaza Hotel, | tional department of Montgomery 
Cincinnati, Ohio. 

Keynote speaker of the conven- | 
tion will be W. J. Cameron, of 
the Ford Motor Company, well 
known for his weekly talks on the | 
Ford Sunday Evening Hour. | 
Louis J. Alber, executive direc 
tor, Smaller Business of Ameri 
ca, Inc., will discuss the prob- 
lems which face the small busi- 
ness man today and will also talk 
on “The Irresistible Winston 
Churchill.” Other speakers who | 
will address the convention are 
Dr. E. B. George, economist and 
associate editor, Dun’s Review, 
Richard Whiteley, chief counsel 
of the Federal Trade Commis- | 
sion, and a number of speakers 
from the cooking and heating ap- | 
pliance industry. 
W. J. SHEELY 

JOINS WORTHINGTON’S | 
PROMOTION DEPARTMENT | Ward and also with the National 


W. J. Sheely has become asso- | Retail Hardware Association at 


ciated with The Geo. Worthing- | Indianapolis, Ind. 

ton Co., Cleveland, Ohio. Mr. | 

Sheely was formerly associated | 

with the Simmons Hdwe. Co., | R. G. INGERSOLL HEADS 
where he was engaged in store | ILLINOIS CHAMBER 
layout and merchandising work. | R. G. Ingersoll, president, In- 





In his new position, Mr. Sheely 
will assist in the development of | 
the Worthington company’s pro- 
motional department to include 


gersoll Steel & Disc Division, 
Borg-Warner Corp., Chicago, has 


| been elected president of the Ill- 


inois Chamber of Commerce. 


HARDWARE AGE 
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STRICKER ESTABLISHES 
A MFRS. AGENCY 
George C. Stricker has estab- 
lished himself as a manufactur- 


ers’ representative with offices at | 


test sponsored by Westclox, Di 
vision of General Time Instru 
ments Corp., La Salle, Ill., in con- 
nection with Westclox Week. 
Sept. 7-14. Other prizes awarded 
were: second, $20, Schulte Hdwe. 
& Paint Co., 2835 N. Union Ave.. 
St. Louis, Mo.; third, $10, VM. S. 
Young & Co., 736 Hamilton St. 
Allentown, Pa. The following 
| dealers received prizes of $5.00: 
| Knight Mercantile Co., Carters 
ville, Ga.; Noblesville Hdwe. Co.. 
| 932 Logan St., Noblesville, Ind.; 
| Hamilton Hdwe. Co., New Albany. 


“| Miss.; Nueces Hardware Co.. 


GEORGE C. STRICKER 


516 S. Broad St., Lansdale, Pa. 
He will act as a direct factory 
sales representative contacting 


the hardware - housefurnishings | 


wholesalers. department stores, 
chain stores and major retail 
stores in eastern Pennsylvania, 
South Jersey, Delaware, Mary- 
land, and the District of Co- 
lumbia. 

Mr. Stricker was 
sales supervisor for S. C. John- 
son, Inc.. for the past 11 years. 


formerly 


STAMBAUGH-THOMPSON 
WINS WESTCLOX CONTEST 


The Stambaugh-Thompson Co.. | 


Youngstown, Ohio, was awarded 


first prize of $40 in the recently | 


concluded window display con- 


Corpus Christi, Tex.: Garfield 
Hdwe. Co.. Garfield, Wash., and 
the Ankcorn Hdwe. Co., Palouse, 
Wash. 

The contest was divided into 
five groups with the same prizes 
for each. The groups were jewel 
ry stores, independent drug stores, 





hardware stores, chain and de- 


partment stores, and electrical 
stores. The contestants were re- 
quired to furnish a photo of their 
Westclox Week window displays 


GILLETTE ANNOUNCES 
CUT-PRICE SALE 

The Gillette Safety Razor Co.. 
Boston, Mass., is launching a na 
tional cut - price sale on Gillet! 
Blue Blades 10’s which will be a 
limited time promotion—Nov. 27. 
1940, to Jan. 27, 1941. The com- 
pany states it absorbs the differ- 
ence. 

To take advantage of the gift 
buying season, a special unit 
| called the “Thrifty-Fifty” pack 
has been created and consists of 
five packages of 10’s, Cellophane- 
wrapped and girded with a color- 
ful band to which an attractive. 
removable price ticket is at- 





tached. This item, the company | HEADS SALES PROMOTION 
states, would regularly sell for, FOR GRAND SPECIALTIES 

$2.45 and on the cut-price sale Bert 
is fixed at $1.89. If a dealer 
breaks up the unit, he sells a 10- 
blade package at 39 cenis or 10 
cents less than the standard price 
of 49 cents. This sale does not 
apply to packages of 5’s. Amend- 
ments to their Fair Trade Con- 
tracts will be sent to all retailers 
in a_ broadside being mailed 


Hough has been ap 
pointed sales promotion and pro- 
duction manager for the Grand 


shortly. 
REPRESENTS LOCKWOOD 
IN FLORIDA 


Roy C. Joiner of Neptune 


Beach, Fla., has been appointed 
representative in Florida for the 
Lockwood Hardware Mfg. Co.. 
Fitchburg, Mass. Mr. Joiner is 
well known throughout _ the | 


BERT HOUGH 


Specialties Co.. 3101-29 W. 
Grand Ave., Chicago, Ill. He 
will supervise the production and 
promotion of Grand door holders, 
“Bore-In Kastlocks,” and the 
double-action “C” clamps. Mr. 
Hough was formerly associated 
with the Norton Door Closer Co 


FARM EQUIPMENT ASSN. 

JOINS RETAIL FEDERATION 

The National Retail Farm 
iquipment Association, St. Louis, 
is listed among four other na- 
tional retail trade associations 
| which have recently become af- 
filiated with the American Retail 
building trades in Florida. He | Federation. The federation now 
was formerly connected with the | claims a direct or indirect repre 
paint industry, having entered | sentation for 400,000 individual 
the hardware field only recently. | retail stores. 


ROY C. JOINER 





MINNEAPOLIS PAINT DEALERS ATTEND “ROUNDUR” 


“How to build profits” was the chief topic of discussion at a meeting of paint dealers from Minneapolis, Minn., and the vicinity, 
held at the Andrews Hotel. The “Roundup” was sponsored by the Stewart Paint Mfg. Co., Minneapolis, with E. W. Stewart and 
Rodney Burwell of the company and A. J. Luther of the Archer-Daniels-Midland Co.. Minneapolis, in charge. 
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PREPAREDNESS BUSINESS 
Stock 


SILVER KING NAILERS 


The swift onrushing building of industry 
and government in defense work— 
means a big demand for more and 
more hammers and that means more, 
much more hammer business for hard- 
ware dealers. Get your share of this 
business with Cheney Silver Kings, the 
hammer that is best prepared to do a 
better all around job than any other 
hammer. 

Don't forget the fine sales possibili- 
ties of the Silver King Nailer for holiday 
gift purposes. Every man will prize this 
truly fine hammer as a Xmas gift. 

16 ounce size only. Retail price 
$1.50 each. 

Order a few dozen Silver Kings to- 
day. Be sure and ask for the Cheney 
Sales Maker display. 


| HENRY CHENEY HAMMER CORP. “t= 


Factory: Little Falls, N. Y. ‘ 
Sales Office: 302 Broadway, New York 


The famous Cheney Sales Maker, the dis- 
play that actually demonstrates the Silver 
King in your store. It sells more hammers 
in more stores—everywhere. Put it to work 
in your store—now. 











OBITUARIES 





CHARLES V. HETTS 


Charles V. Hetts, a hardware 
man for more than half a century 
and for 20 years manager of the 
Buhl Sons Co.’s builders’ hard- 
ware department, passed away 
Oct. 28 at his home in Detroit, 
Mich. Mr. Hetts became as- 
sociated with Buhl Sons Co. in 
1886, starting in the stockroom 
and later advancing to an office 
position and then as a traveling 
salesman for the company. In the 
late nineties, Mr. Hetts started 
his own business but returned to 
the company in about 1900, re- 
suming his duties as a traveling 
salesman. In 1906 he was given 
charge of the builders’ hardware 
department and continued in that 
capacity until about 1925 when 
he again went into business for 
himself. Returning to the Buhl 
organization in 1930, Mr. Hetts 
was appointed to the Saginaw, 
Mich., territory in which position 
he remained until 1935, when he 
left the company. Since that 
time he has sold various lines 
and was active up to the time 
of his death. 


CHARLES J. LAGERGREN 


Charles J. Lagergren, 71, rep- 
resentative for the Brake Hdw. 
Co., wholesale concern of Bur- 
lington, Iowa, passed away re- 
cently. For the past 42 years he 
was a traveling representative of 
hardware firms. 

When 21 years old Mr. Lager- 
gren began his business career in 
a retail hardware store and after 
9 ‘years took the road. For 30 
years he was with the Clark- 
Smith Hdw. Co. of Peoria, IIL, 
and for the past 12 years with 
the Brake organization. 


- 


CHARLES LAGERGREN 





| 
| 
| 
| 
| 





CHARLES L. ALLEN 


Charles L. Allen, 82, dean of 
Worcester, Mass., industrialists 
and chairman of the board of the 


CHARLES L. ALLEN 


Norton Co., passed away Nov. 4. 
Mr. Allen had been general man- 
ager of the Norton Co. for 48 
years until his retirement from 
that office in 1933. 


Mr. Allen began his career 
with the company in 1881 as a 
bookkeeper when the company 
was a struggling pottery shop, 
employing 13 men. When the 
Norton Emery Wheel Co. was 
organized in 1885, he was made 
its general manager. Mr. Allen 
became secretary and a director 
of the company in 1892 and in 
1912, its treasurer, relinquishing 
the secretaryship. When the Nor- 
ton Co., formerly Norton Emery 
Wheel Co. and the Norton Grind- 
ing Co. were merged in 1919, Mr. 
Allen was elected president and 
general manager of the Norton 
Co., becoming chairman of the 
board in 1933. 

He was also interested in the 
company’s subsidiaries, including 
the Behr - Manning Corp., Troy, 
N. Y., and the Norton Pike Co. 
of Littleton, N. H. He was on 
the directorates of the Riley 
Stoker Corp., the Worcester 
Manufacturers Mutual Insurance 
Co., the Liberty Mutual Insur- 
ance Co. of Boston and the Junior 
Achievement, Inc., of Springfield. 
He was also a trustee of the 
Worcester Five Cents Savings 
Bank and was chairman of the 
board of the Indian Hill Co. and 
had retired several years ago as 
a director of the Worcester 
County Trust Co. 
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W. A. SHEPARD 


Whose passing was announced 
in the Oct. 31 isue of HARD- 
WARE AGE. Mr. Shepard was 
merchandise manager of The 
American Fork & Hoe Coa., 
Cleveland, Ohio. 





WILLIAM C. FARR 


William C. Farr, secretary and 
treasurer of the McKinney Mfg. 
Co., Pittsburgh, Pa., passed away 
Oct. 28. A member of the 
Harpwace Ace Fifty-Year Club, 
Mr. Farr had been in the ser- 
vice of the company 55 years. 

Mr. Farr went to Pittsburgh 
from Ohio in 1881 to become an 
instructor in the Iron City Busi- 
ness College. During alterations 
at the College he took what he 
then thought was to be a tempo- 
rary position with the company 


as a clerk but remained with that | 
When the | 


company ever since. 
company was incorporated in 
1902, Mr. Farr became secretary 
and in 1911 he also became vice- 
president. Six years later he be- 
came -president but in 1917 due 
to constantly increasing responsi- 
bilities, Mr. Farr resigned that 
office and resumed his duties as 
secretary and treasurer, in which 





WILLIAM C. FARR 
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the company until his recent 
passing. He was also a director 
of the Manchester Savings & 
Trust Co. of Pittsburgh for 25 
years. 


HARRY F. HILDRETH 


Harry F. Hildreth, treasurer 
and office manager of the George 
F. Wright Steel and Wire Co. 
for 17 years, passed away at his 
home recently. His widow and 
a daughter survive. 


CHARLES S. GALLAGER 


Charles S. Gallager, probably 
the oldest living hardware man, 
passed away Nov. 5 at Stamford, 
Conn. Mr. 
years old. 

A member of Harpware AcE 
Fifty-Year Club, Mr. Gallager 
retired from active business in 
1922, after 55 years as a hard- 
ware man. At that time he was 
a representative of the Union 
Hardware Co., Torrington, Conn. 
His hardware career started with 
the Parker & Casper Co., 
Meriden, Conn., in 1867, after 








CHARLES S. GALLAGER 


which he joined the Tower & 
| Lyon Co., New York City, at one 
time agents for the Union Hard- 
| ware Co., which acquired the 
| Tower organization in 1911. Mr. 
Gallager was vice-president of 
|} the latter firm. Widely known 
| and highly respected by members 
| of all branches of the industry 
| throughout the nation, Mr. Gal- 
| lager had traveled a territory 
| from New York City to San 
| Francisco, and from Chicago to 
New Orleans. 

Surviving him are a_ son, 
Charles F. Gallager, manager 
of the Connecticut Wholesale 
Hardware Co., Rocky Hill, 
Conn., and a daughter, Mrs. 
Charles R. Bissell of Montclair, 
N. J. 








capacity he continued to serve | 


Gallager was 96 | 















STOP Ficm Burning 


in your community! 







































POL MER 'IK 
Bottled 


THE GREATEST CONTROL FACTOR 
FOR A QUALITY PAINT JOB 


| Pol-mer-ik Boiled in Cans is the double-value linseed oil. It 
contains the correct properties of quality driers — and is 
| laboratory tested for drying accuracy. Controlled dr ing 
| keeps - paint film intact. It eliminates film burning. The t's 
| one value your customers want in a paint job. 


| FINER GLOSS — GREATER’ DURABILITY 


| 10% of this double-value oil is polymerized, i. e., 
heat treated to a heavy viscosity. This 10% of Cooked 
| Oil makes paints brush and level better, gives them 
| higher luster and greater durability. These are ather 
values your customers want. 
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Give your customers the values they 
want and you'll get more business. Sell 
Pol-mer-ik Boiled in Cans. You'll make 
more money because you'll eliminate the 
losses of bulk selling. Mail the coupon to- 
day. Get the Merchandising Story of Pol- 
mer-ik Boiled. 
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Hardware Dealers and the 
Taxpayers’ Movement 


(Continued from page 42) 


reported over the same period by 
taxpayers’ groups in lowa, Indi- 
ana and Nebraska. 

The Citizens Tax League of 
Ohio estimates economies of over 
$2,500,000 in the state government 
through court actions brought by 
the league’s founders and carried 
on by the league since its organ- 
ization in January, 1939. The 
Kentucky Tax Reduction Associa- 
tion says that tax bills amounting 
to more than $10,000,000 a year 
were voted down in the 1940 ses- 
sion of the state general assembly. 
California Taxpayers Association 
helped stop $64,000,000 proposed 
new state taxes during the 1939 
legislative session. 

The Texas Federation of Tax- 
payers estimates economies effect- 
ed in the state government in 1939 
totaled $5,000,000. The Wyoming 
Taxpayers Association is working 
to keep expenditures $2,000,000 
under the amount appropriated by 
the 1939 legislature, and asserts 
the state administration has al- 
ready effected economies of over 
$1,000,000 for the first year of the 
biennium, April 1, 1939—April 1 
1941. 

Most of the taxpayers’ groups 
work on the principle, “first find 
the facts by digging into the rec- 
ords and finding out how tax dol- 
lars have been spent, and what was 
secured in return.” They make 
comparisons of expenditures with 
communities of similar size, char- 
acteristics and location. They raise 
pertinent questions before meet- 
ings of officials and demand and 
secure detailed budgets in advance 
for study. Public budget hearings 
before expenditures are voted and 
taxes levied are demanded and 
widely attended by citizens. They 
with economy-minded 
make clear their 


cooperate 
officials, and 
stand to others. 
As part of their procedure, these 
groups name committees to study 
all cost phases, to publicize facts, 
to encourage membership, and to 
educate the public about the true 
fiscal conditions in the community 
or state. They hold innumer- 
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able conferences, community, city, 
county, and district mass meetings. 
When believed necessary they 
stage organized, constructive bud- 
get protests to offset the influence 
of well-entrenched official and spe 
cial interest spending pressure 
groups. In carrying through their 
programs they welcome the advice 
and support of all citizens inter- 
ested in better government. 

Here are some astounding evi- 
dences of waste, inefficiency, and 
reckless use of taxpayers’ money. 
which zealous fact-finding citizens 
or expenditure surveys and tax 
cost analyses by taxpayers groups 
have revealed: 

Meetings at which expenditures 
were to be voted held without ade- 
quate notice to citizens, or indefi 
nitely adjourned when protesting 
taxpayers appear in numbers: 
hlank checks signed against future 
expenditures; no details of ex- 
penditures given in reports of 
county supervisors, so that citizens 
are kept in ignorance of how their 





WOODENWARE TABLE 


Pickett Hardware Co., Warren, 
Pa., displays several different 
items in decorated woodenware 
on a small table at a time and it 
stimulates interest in the line. 
The merchandise stands out viv- 
idly on the colorful decorated 
table-cloth. Displays of this type 
are easily changed and new items 
are usually introduced by pre- 
senting them in this manner. 


money was spent; heavy mileage 
bills, sometimes up to 10 to 15 
cents a mile allowed officials; per 
diems allowed officials merely be- 
cause their excuses for not attend- 
ing meetings have been approved; 

No effort made to keep expen- 
ditures within approved budgets 
(one city in up state New York 
was found overspending its budget 
by 25 per cent, so that its budget 
was no guide at all to expendi- 
tures); appointed workers or of- 
ficials found holding jobs for 
which they had no previous ex- 
perience or training; purchases 
made and used before vouchers 
are prepared or “official orders” 
given; purchases made without 
bids and on the basis of favorit- 
ism; full retail prices of gasoline 
or other products paid with no 
allowance for quantity purchase, 
and including tax which govern- 
ment unit is exempt from paying; 

Reckless bonding or refinancing 
with little regard for the taxpay- 
ers’ ultimate ability to pay; no 
control exercised over the purchase 
of land and prices paid for high- 
way rights of way; departments 
making purchases as desired, with- 
out oversight, or attempt to save 
through centralized purchasing. 

Yet saving in costs, lowering of 
tax rates is only part of the reward 
which taxpayers’ associations and 
citizens economy leagues get. They 
also achieve better procedures 
more efficient operation of ser- 
vices, and better government in 
general. Most important they per- 
form their duty as right-minded 
citizens in a democracy, when the 
very fate of the democratic way 
of life may depend upon the con- 
tinued spread and growth of the 
taxpayer movement and wise and 
well-directed citizen action. 

By supporting their taxpayers’ 
associations, hardware dealers and 
manufacturers, can join with other 
citizens in giving valuable aid in 
this time of crisis to their local 
community, county, state and the 
nation as a whole. By helping 
eliminate waste, extravagance and 
inefficiency in local governments. 
they will do much to offset the 
extra tax burden imposed by the 
needed national Preparedness Pro- 
gram. The challenge is there— 
how will the hardware world meet 
it? 
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Manufacturers, Jobbers and Retailers 


who buy and sell at auction do so 
because they have found no faster 
way to get cold cash for surplus 
stocks and equipment. 


They attend Auctions in New York, 
guided by the ads in the New York 
Herald Tribune, because they know 
that New York is the nation’s great- 
est auction market and that the bulk 
of auction advertising is concentrat- 
ed in the Herald Tribune. 


Put this most speedy way to buy and 


. Sell to work. Keep up with the news 


of New York’s auctions through the 
auction columns of the Herald Trib- 
une both daily and Sunday. For your 
convenience, as a buyer or seller, we 
have prepared a handy “Directory of 
Auctioneers,” a listing of auctioneers 
and the goods in which they special- 
ize. A letter or postcard will bring 
youacopy. No charge—no obligation. 


Write Department E. 


NEW YORK 


Herald Tribune 


230 West 41st Street 
New York City 
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If YOU are one of 1 ‘ 
those fortunate dealers F 


who stock and sell Oil 
Heaters equipped with 
A-P Dependable Con- 
trols, you have a 
grand opportunity to 
make real profits this 
year! 


You can add an 
EXTRA Sale and 
Profit on every heater 
and, at the same time, 
make more satisfied 
customers, by adding 
A-P Automatic Heat 
Control Accessories. 
Installation of these 
accessories is now sim- 
pler than ever before 
with the new A-P 
‘Plug-In’? Trans- 
former . . . Plugs into 
wall socket like a lamp 
cord. 


This DEPENDABLE éyControl 
YOUR Heater 


Offers a chance for 
ADDITIONAL oor 
on EVERY f 0 
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THERMOSTATIC 


CONTROL! 


The A-P Heat Regulator Set for 
oil heaters offers comfort and more 


,economy to your customers, It’s a 


modern convenience every Home 
Owner wants. Accurately controls 
room temperature with only a few 
degrees variation. A great aid to 
heater sales, too! 


Ask your oil heater manufac- 
turer for ad mats and circulars 
featuring A-P EXTRA PROFIT 


accessories. 


Most manufacturers of gravity-feed oil-burning 
appliances use A-P Controls. Insist on them in order 
that you, too, may offer their dependable service to 


your customers. 


fp} Controls. . 


A-P Controls and their comfort-making acces- 


sories offer additional sales to you. 
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Portable Humidifiers 





Bring Health and Profits 


Show cards for dis- 
plays should stress 
health benefits result- 
ing from using this 
equipment. This dis- 
play was shown in the 
model store of the Chi- 
cago Retail Hardware 
Ass’n in the Merchan- 
dise Mart, Chicago, IIl. 


E VERY home, and 


frequently several rooms in each 
home, needs winter humidification 
in order that the hot air from the 
heating plants be made healthful 
and give the comfort that is so 
necessary during the cold months. 
There is a large market for port- 
able humidifiers which 
sive hardware dealers can culti- 
vate. 

Portable humidifiers for winter 
use are in demand in the offices 
of doctors, lawyers, and other 
professional men, of whom there 
are nearly 480,000 in the country. 
Besides this, there are the offices 
of business executives in every 
community where winter humidi- 
fiers can be installed and hundreds 
of thousands of these are to be 
found in the cities of the country. 
P-ohably the largest market, 


progres- 
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Preservation of health and of 


property is a leading argument 


in selling 


however, is the individual home. 
In the winter, the home is heated 
to an average temperature of at 
least 72 deg. F. and often quite 
in excess of that figure. This makes 
living conditions dangerous for, 
with the temperature of a room at 
this point, the humidity in the 
winter under ordinary heating 
conditions never exceeds 22 per 
cent. 

Air which is low in its percent- 
age of moisture is a great drier. 
It is easy to see that if rooms, 








these major units 


without any artificial heat, have 
a temperature of 40 deg. and are 
warmed up to 70 deg. or above 
without the introduction of addi- 
tional moisture, conditions are dis- 
torted due to the fact that percent- 
age of saturation decreases with 
the increase of temperature. 

The warm, dry air of the room 
steals the moisture from the hu- 
man body and dries it out in the 
same manner as wet clothes are 
dried on the clothesline. The 
moisture of the body evaporates 
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very. rapidly into the air at the 
surface of the skin. As evapora- 
tion causes loss of heat, it is quite 
easy to see why one feels cold, 
chilly or uncomfortable with the 
thermometer up in the seventies. 

Excessive dryness has a very 
bad effect upon the lungs and the 
delicate lining membrane of the 
throat and nasal passages which 
are affected to such an extent that 
breathing is impeded and the sus- 
ceptibility to disease increased. 
The effect of hot dry air upon 
furnishings, paintings, rugs and 
drapes is decidedly injurious for 
it rabs them of moisture, and 
causes eventual disintegration. 

In order to correct such condi- 
tions, the right amount of moisture 
must be evaporated into the air 
of the home. Some authorities 
state that the relative humidity in 
the house should not be lower than 
30 per cent nor higher than 40 
per cent for greatest comfort and 
health. 

Several types of humidifiers or 
air moisteners are sold today. The 
most common is the pan type 
which is attached to the back of 
radiators. Another type is a part 


of the heating plant of hot air 
furnaces. Where the home is 
heated directly by hot water or 
steam plants some method must be 
used to humidify the air in the 
individual rooms. 

The portable humidifier with 
an electric fan and various types 
of evaporation surfaces is now 
widely accepted as an effective 
means of regulating humidity. No 
installation is required with this 
type of humidifier. You simply 
plug it into any light socket, fill 
the reservoir pan with water and 
it is ready to operate. 

Here is another item of mer- 
chandise which has great sales 
possibilities, and the market to 
date has hardly been scratched. 
Many selling points can be made 
about the product. There are no 
trade-in units. The construction 
of these humidifiers is such that 
service work is very seldom re- 
quired. And the selling price of 
the item, which ranges from 
$40.00 to $60,00, makes it one 
that will provide considerable ex- 
tra volume for hardware dealers 
who make a serious effort to sell 
the line. 





Sells Paint Mixing Service 


6644/7 E sold customers on our 

paint mixing service when- 
ever we sold paint,” says H. S. 
Siegel, owner, Koenig Hardware. 
“and paint sales have increased 
more than 20 per cent as a result.” 





Customers were told about the 
paint-mixing service whenever 
a can of paint was sold 
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This company is located in Linden. 
an industrial community of approx- 
imately 22,000 population in the 
northeastern part of New Jersey. 

“Since we possessed the only paint 
mixer in the community we thought 
promotion of this service would give 
us an advantage over competition,” 
says Mr. Siegel. “So we insisted on 
mixing every can of paint sold for 
customers and related the advan- 
tages of this service to them. 

“Customers were quick to recog- 
nize the advantages of this service 
and to appreciate the time it would 
save them to say nothing of the bet- 
ter results that were obtained by in- 
dividuals who were not too experi- 
enced in this type of work. 

“Today, customers will not accept 
a can of paint unless it is mixed. 
The small contractors, who buy large 
quantities of paint, insist that their 
paint be mixed before they will ac- 
cept it. A great many people ask us 
if we will mix the can of paint be- 
fore they finally decide to buy indi- 
cating that if this service were not 
rendered they would prefer to buy 
the item where this service was 
available.” 














PEERLESS-the Soldering 
lron with the EXTRA 
LARGE COPPER POINT 


Those who use soldering irons 
will be quick to see the 
extra value which the extra 
large copper point of 
Peerless Electric Solder- 
ing Irons give at popu- 
lar prices. This will 
mean extra sales for 

you! All the heat at 

the point — quick 
results—low cost 
—long life—cool 

handle — these 

are features 
every solder- 
ing iron 
user wants, 





















Five-color 
metal display 
rack enables 
you to show 
the complete 
Peerless line, 
from $1 to $3.75 
(Retail) 


PEERLESS NOVELTY CO. 


GRAND HAVEN, MICHIGAN 





Send the whole story of Peerless Electric 
Soldering Irons with the Extra Large Copper 
Point. 
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HARDWARE 


WO.1735 0.1925 
Wroveht Steel Serene Door Sets Wrought Stee! Gorage Hordware 


Quality Products Manufactured Since 1899 


RIFFIN 


Manufacturing Company 


ERIE, PENNSYLVANIA : 





CHICAGO: 162 H. Clinton St. 











RUDOLPH ANDRES 


RUDOLPH ANDRES, 
senior partner and founder of 
the Andres Hardware, Tomah, 
Wis., celebrated his 79th birth- 
day on June 6 of this year. 
Born in 1861 in Bohemia. he 
came to America alone in 1877 
at the age of 16, a young 
lad in a strange land, among 
strange people who spoke a 
strange language. After serv- 
ing his apprenticeship as a 
blacksmith’s helper, he started 
a blacksmith shop of his own 
in 1881 at Tunnel City, Wis. 
In 1886 he ventured into the 
hardware business at that 
place, selling out in 1909. That 
same year he and his son, 


Frank G. Andres, opéned another hardware store in a new 
building which they had built at Tomah. This makes his 
54th year in the hardware business. Mr. Andres has been 
vice-president of the local Farmers and Merchants Bank 
since it was organized about 30 years ago. He has also 
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Hardware Age 
Fifty Year 
Club 


held numerous public and fraternity offices. Mr. Andres 
is still to be found in his store every day and hopes to con- 
tinue his friendly relations with his customers for many 


years to come. 





C. MEADE WILSON 


C. MEADE WILSON, 
vice-president of The L. H. 
Smith Company, Pittsburgh, 
Pa., wholesale hardware dis- 
tributors, is 71 years of age 
and has spent his entire hard- 
ware existence with the same 
company. Born April 8, 1869, 
Mr. Wilson first became identi- 
fied with the L. H. Smith or- 
ganization on June 4, 1890. He 
first started on the road in 
1896 with his own horse and 
buggy, for those were horse 
and buggy days. He was one 
of the first to use an automo- 
bile in western Pennsylvania. 
In 1937 he left the road and 
returned to headquarters in 


Pittsburgh to assume charge of house sales. His principal 


hobbies are golf and hunting. 
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@ First to be Wrapped and SEALED in 


Cellophane. 


@ Perfect Adhesiveness and Tensile 


Strength. 


© Strong Distinctive Green Core. 
@ Colorful Attractive Boxes. 
© A Company in the Insulation Busi- 


ness Since 1878. 





Sold Exclusively Through Distributing Wholesalers 


HAZARD INSULATED WIRE WORKS 


Division of the Okonite Co. 
Works: Wilkes-Borre, Pennsylvania 
Chicago Philadelphia Atlanta 


New York 
Dallas 


Washington Buffalo 
Cleveland St. Louis 






Boston Detroit 


Seattle 


Pittsburgh 
Los Angeles 
Sen Francisco 
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ADVANCES 


One line auger bits. Some hammers. 


Some hatchets. 
One line Indian clubs. 


Some builders’ hardware items. 
One line hickory mallets. 


One line paint, varnish brushes. Some gloves, mittens. 


Some radio tubes. 
Electrical wires and cable. 


Harness leather. 
Lumber. 


Brass plumbing goods. 
One bait item. 





Tools—Among_ leading tool 
makers, the production load has 
been growing so heavy that plants 
are in some confusion as to priority 
of orders. The tool industry is said 

have a backlog of $500,000,000 
more than it can fill in a year un- 
less capacity is further expanded. 
Many wholesalers believe that pro- 
duction of competitively priced tools 
may be sidetracked for the produc- 
tion of the better and more profit- 
able grades. Deliveries are slow and 
demand active on files, machinists’ 
hammers, taps, dies, reamers, gages, 
calipers and all kinds of precision 
tools. Price changes have been rela- 
tively few, but prices are firmer. 
Prices on one line of auger bits is 
reported to have been increased from 
7% to 15 per cent. 

* * * 


Hammers — New quotation 
sheets from leading makers are now 
effective. One maker stated that the 
changes represent rather than a 
price change “a leveling off of in- 
equalities and the elimination of 
further loss on certain numbers.” 
Mammers formerly priced at 40 
cents, 50 cents and 75 cents were 
advanced 10 cents. An 85-cent num- 
ber was advanced to $1.10. The 
same maker states, “no other changes 
in prices have been made except that 
all 13 oz. hammers take the same 
price as 16 oz. All 10, 7, and 5 oz. 
hammers will take the same price 
and are 30 cents per dozen less than 
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16 and 13 oz.” Orders will be ac- 
cepted at prices in these sheets for 
shipment during December or Jan- 
uary with March 1 dating. 

* ca * 


Hatchets—New 


sheets 








hatchets are also said to represent 
a leveling off of inequalities and the 
elimination of further loss on cer- 
tain numbers. Orders are also being 
accepted for December or January 
shipment with March 1 dating. One 
maker states, “In hatchets, prices 
have not been changed in either the 
low or intermediate grade except in- 
termediate Claw and Lath. Other- 
wise the only adjustment is to ad- 
vance the price slightly on rustless 
black finish. No change has been 
made on half broad or broad. 
* we * 


Pumps—Some manufacturers 
advise that advanced prices are in 
prospect for hand, lift and force 
pumps, although no _ immediate 
changes are expected on pitcher 


dware Sales 


for Seplember 


States comprising regions in these charts: 
New England—(Conn., Maine, — N. H., %. L, Vt.) 


Middle Atlantic—(N. J., N. Y., 


East North Central—(Ill., Ind., Mich. Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 


Mountain—(Ariz., Colo., Idaho, Mont., 


Pacific—(Calif., Ore., Wash.) 


Neb., N. M., Utah, Wyo.) 
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spout pumps and cylinders. All 
pump lines and sundries have shown 
a satisfactory sales volume for the 
past several months, permitting 
economical factory operating sched- 
ules. The makers of one line of 
pitcher pumps have withdrawn the 
low prices announced last spring. 





ADVANCES © 
EXPECTED 





Hand, lift, force pumps. Paint, 
varnish brushes. 

Builders’ hardware — Scat- 

tered price mark-ups have been 


made by some of the smaller mak- 
ers, as the heavy sales volume uses 
up stocks of old cost materials. Ad- 
vances, averaging about $1.00 per 
dozen announced some time ago by 
some makers, are now effective on 
some competitively priced night 
latches. One maker of barn and 
garage hardware has issued new 
quotations five to 7% per cent 
higher than its previous prices. 
* & # 


Indian clubs—Effective Nov. 
1, a leading maker put out an ad- 
vance of five per cent on Indian 
clubs. 
* * * 
Bait—A new price list on baits 


from Fred Abrogast, Akron, Ohio. 








repeats 1940 prices except on 
“Hawaiian Wigglers,” the list price 
of which shows a mark up of 20 
per cent. 
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Hickory mallets—One maker 
put out an increase of 10 to 20 per 
cent on hickory mallets, as_ of 
Nov. 1. 

* * * 

Paint, varnish brushes—Lead- 
ing makers withdrew prices earlier 
this month, due to the increasing 
scarcity of Chinese bristle importa- 
tions. One maker announces a defi- 
nite increase of 10 per cent. elec 
tive Nov. 15, stating that “these new 
prices will be subject to change 
without notice. Our new bristle con- 
tracts are placed subject to the safe 
arrival of bristle in this country 
‘No’ arrival—No sale.’ Handles. 
ferrules, labor and bristle costs have 
all advanced.” 

* * * 

Tackle and snatch blocks 
Demand has been heavily stimulated 
by the recent spread in building and 
engineering projects. Although new 
price lists are being prepared by 
leading makers it is believed that 
there will be little, if any, net change 
on the best sellers. 


* * # 
Gloves, mittens—Prices an- 
nounced several months ago by 


leading makers are still at the same 
level, despite a number of cost in- 
creases. Some makers have found 
it necessary to make price advances. 
Shipments have been very slow from 
most makers. 





DECLINES 


Synthetic yarn. 








Look for the Arm-and-Hammer 










Improved 


PIPE 
CUTTERS 


The Drop-Forged and 
“Combination” Pipe Cut- 
ters can be used as a 1 
or 3 wheel cutter. All are 
improved cutters, accu- 
rately made with hard- 
ened steel pins and rol- 
lers. Thrust rods of 
“Saunders” type cutter 
are hardened at the point 
and bear on embedded, 
hardened steel block. On 
“Barnes Type” the thrust 
is taken up by drop- 
forged steel sections. Parts 
are interchangeable with 
other standard makes. All 
are Cadmium Plated. 


ARMSTRONG _ BROS. 
Knife Blade Cutter 
Wheels cut much faster 
and easier, hold their keen 
cutting edge for they are 
made of Vanadium Too! 
Steel, heat treated, hard- 
ened, and cadmium plated. 




















































be Stee Satay for Caft- 

alog C-39, showing the 
most complete line of 
Pipe Tools made. 










'AMSTRONG BROS.TOOL COMPANY 
"The Tool Holder People"' 
314 N. Franeciseo Ave., CHICAGO, U.S.A. 
Eastern Warehouse & Sales: 
199 Lafayette St., New York 



































SpeedWay, for 30 years lead- 
ing manufacturers of industrial 
electric tools, now brings the 
hardware trade its first com- 
plete line of quality electric tools for 
the home workshop that: Is Priced te 
sell in volume in every community... 
is widely advertised... carries a full 
profit margin . . . of which each tool 
is correctly designed, of correct speed, 
full capacity and powered by a specially 
wound high torque SpeedWay tool motor 
(110 v. universal). Streamlined and 
finished in 2-tone (blue and lacquered 
white metal) actually thousands in use. 










No. 69 Drill has %” capac- 
ity in steel, handle and gea 
housing die cast, operating 
speed 1000 R.P.M. 

Ne. 129 Grinder operates at 20,000 
R.P.M. (has high speed essential to 
efficient grindin; With small stones) 
and oollets for %” and 3/32” arbors. 
Ne. 250 Kit consists “ No. 69 Drill. 
No. 129 Grinder and 5 accessories in 
attractive steel display carrying case. 
Router Frame converts Grinder into 
free router or shaper. 


pm Stand takes either Drill or 








Bench Grinder complete with me- 
tor, 2 wheels, rubber feet, carrying 
handle, cord and plug. 


ees 
FRAME 
3 





y 












Cireulars, displays, counter sheets 
furnished. Write for catalog sheets. 


SPEEDWAY MFG. CO. 
1836 S. 52nd Ave.,- Cteero, Mi. 



















Stock-sales ratios are percentages obtained by dividing the cost value of stocks by sales 


of an identical group of firms. 


tubes RCA Mfg 


Radio 


Corp. has advanced prices on vari- 
ous types of radio receiving tubes. 
effective this month, with varying 
mark-ups ranging from 4 cents to 30 


cents each on popular items. 





PRICES 
WITHDRAWN 


Tennis tables. 





Synthetic yarns—A_ general 
price reduction on all Nylon yarns, 
the synthetic textile commercially 
introduced in January, was an- 
nounced, Oct. 28, by E. I. du Pont 
de Nemours & Co. While the pop- 
ular use has been for hosiery, Nylon 
has appeared also in fishing lines 
and leaders, bristles, and other prod- 
ucts. The price changes were “made 
in accordance with the desire to re- 
duce prices on products as volume 
manufacturing im- 
accord- 


increases and 
provements are achieved,” 
ing to the du Pont announcement. 


* x * 


Harness leather goods - 
Leather requirements under the de- 
fense program were estimated re- 
cently at from 1,500,000 to 2,000,000 
cattle hides by H. M. McAdoo, presi- 
dent, United States Leather Co. This 
would be nearly 10 per cent of 
normal commercial demands. An 
advancing tendency in leather is to 
be expected, in the light of the 
heavy demand, but it is known that 
important price rises will be scrutin- 
ized by government officials to de- 
termine whether they are justified. 
Harness leather already has taken 
a rise of about two cents per pound. 
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Prepared roofing—The fall 
demand has been unusually large. 
but shipments are in some cases 
slow. Manufacturers have main- 
tained prices in the face of some 
cost increases. 


x * 


Brass and copper — Scovill 
Mfg. Co. has issued a new price list. 
effective Nov. 1, covering its line of 
W. C. fittings, ball cocks, flush 
valves, tank levers, etc. Mark-ups 
of about 2% per cent appear on 
most items of brass goods in this 
line. 

* * * 


Elec. wire and cable—On 
electrical wires and cables, higher 
copper and the active demand has 
led to considerable stiffening of 
prices in recent weeks. Moderate 
advances on flexible armored cable 


Collection percentages are obtained by dividing the 


and non-metallic sheathed cable are 

likely to be followed at any time by 

further mark-ups. Some makers of 

rigid conduit have also advanced 

prices, about 244 to 7% per cent. 
* x * 

Aluminum ingots—The Alu- 
minum Co. of America has reduced 
its price on aluminum ingots one 
cent per pound, effective Nov. 18. 

* * * 

Wire goods—The call for 
nails this fall has been outstanding, 
and deliveries on nails and some 
kinds of wire are lengthening, al- 
though the larger mills are still able 
to make prompt shipment from stock 
on most sizes. Farmers, not being 
able to mend and erect new fences 
last spring, owing to the late win- 
ter, are buying more freely this fall, 
aided this time by generally favor- 
able weather. 

* * * 

Steel pipe—Steel pipe continues 
to move in very large volume, with 
new construction projects, including 
Army cantonments, providing the 
largest outlet. Domestic heating 
needs and the stocking up by job- 
bers are almost equally important 
factors. 





PRICES 
REAFFIRMED 


One line of bait. 





Sheet metal lines—The call 
upon the mills for sheet steel, in- 
cluding galvanized flat and roofing 
sheets, has been so large and 
perative that shipments are being 
allocated and timed according to the 


llecti on ts during the 





month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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This winter...don’t permit 


HOT, DRY AIR 


in your home to encourage colds and 


other winter ills! 


Hot, dry air is always thirsty for moisture . . . takes it 
from everything . . . from furniture, rugs, and drapes, 
even from the delicate membranes of nose and throat, thus 
encouraging colds and throat irritations. Lack of moisture 
in the air of your home is responsible, too, for that chilly 
feeling, despite an 80-degree, or even higher, temperature. 

You can easily have the correct moisture content in 
the air of your home the whole winter 
through WITH A HUMIDOME, the 
modern scientific humidifier that works 
automatically. HUMIDOME is not 
high priced ($34.95 and up); there's 
nothing to “‘install’’ and you'll be 
amazed at the comfort it brings. . . 
the way it helpe protect health and 
furnishings, and cuts fuel dilis. 

T , Fight now, send for a 
copy of the interesting study: 
“The Dangers of Dry Air’’—get the whole important 
story of what proper humidification will do. YOUR 
FREE COPY is waiting. Just address a post card to 


THE HARRY ALTER COMPANY 
1734 S. Michigan Ave., Chicago, Ill. 









<&=OUR NATIONAL ADVERTISING IN "TIME", "“FOR- 
TUNE", "HOUSE AND GARDEN", "NATIONAL GEO- 
GRAPHIC", ETC., IS PAVING THE WAY TO 


Sell this sensational 
efficient, low-priced Humidifier 


and make quick, worth-while profits... 


_ ee © Humidifies entire home 
, ® Needs filling only once a day 
Hamidome \ ® Miracle drum is self-washing and self- 
has these great advan- magne A s : ene 

®@ No “installation” of any kind is necessary 
ahi oe oes Gomer ® No free moisture is thrown into the air 
can see and SPE je Nothing to “wear out" or require special 
ciate... and prices attention 


© Neat-compact; encased in sturdy self-con- 
— = $3495 tained metal unit 


THE PUBLIC IS JUST NOW becoming 
“Humidifier Conscious” . . . so NOW is the 
time to begin pushing this profitable line. 
For complete particulars, write 


THE HARRY ALTER CO. 


1734 S. Michigan Ave., Chicago, Ill. 














FRICTION- 





ATTRACTIVE 
DESIGN 


QUIET, 
SMOOTH 
ACTION 


rugs or carpets. 





A 
PROFITABLE 
ITEM 


STURDY 
CONSTRUC- 
TION 


NEEDED IN 
EVERY HOME 


ROLL IN ANY 
DIRECTION 


BALL 
BUILT BY 
BEARING 


MODERN CASTERS FOR MODERN HOMES 


LESS 66 CME” Ball Bearing Casters are modern, streamlined 
casters which roll along on ball bearings on floors, 


“ACMES” and one set sells another. Just roll an “ACME” 
on the counter and a sale is made. 


Increase your caster business and profits 


A demonstration quickly sells a set of 






































SPECIALISTS with “ACME” Ball Bearing Casters. 


° THe ScHATz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 
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FALL AND WINTER 
LEADERS 

















































New Electric 


SCROLL 
SAW 


Here's an item that will attract buy- 
ers to your hobby-craft department... 
and put healthy profits in your till. 
The amazing new Dremel Moto-Saw is 
an electric scroll saw that takes no ef- 
fort to run, no pressure to feed. It 
has only two moving parts . never 
needs oiling. A touch of the thumb 
sets it going... releasing stops it in- 
stantly. Dealers who have ordered 
samples are repeating! Imagine the 


market for such a tool = 85 
489 






JUST 
GUIDE 
iT! 














among boys from 8 to 
80. Selling profitably 
SOP GOP icaenss sates 








100 TOOLS 
IN ONE 


Only Moto-Tool 
offers 27,000 
rpm... . the 


This truly better quality tool is a sales 
leader among the thousands of craftsmen 
who want and give good tools. The endless 
number of uses for Moto-Toola make thom 
readily saleable to youngsters as well as 
seasoned mechanics. Moto-Tool has oil-less 
(oil-sealed) bearings, built-in cooling fan, 
balanced armature to eliminate vibration. 
Every sale also suggests the purchase of ac- 

cessories and equipment. Model One retails 

for only $9.85 . . Master Model, $16.50. 
Moto-Tools are sold by better class dealere 
everywhere Write today for discounts on 
these and other Dremel sales builders. 











DREMEL MFG. CO. 





Dept. 310-L Racine, Wis. 
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mills’ best judgment of the urgency. 
Most fabricators of corrugated roof- 
ing, eaves trough, and downspout, 
as well as makers of galvanized cans, 
tubs and pails, and poultry supplies 
are finding it difficult to get sheets 
as largely or promptly as needed, 
and their price policies are firm. 
No bookings are being made beyond 
the end of this quarter. November 
price sheets to the trade on copper 
eaves trough, conductor pipe and ac- 
cessories show a repetition of Sep- 
tember quotations from the same 
companies. 
oe - * 

Merchant steel products—Not 
for a long time have steel prices 
been as firmly held as now, by the 
mills, and their general desire to 
avoid advances as long as possible 
encourages the maintenance of full 
current schedules to buyers, large 
and small. The staple “hardware” 
steel products have continued ac- 
tive in consumption and demand. 
and buyers are ordering ahead to 
about the fullest extent the mills will 
permit. 


* * & 
Vacuum cleaners—Sales_ of 
vacuum cleaners in September 


amounted to 138,923 units as com 
pared with 120,708 in September. 
1939, according to the manufactur- 
ers’ association. For the first nine 
months of the current year, sales 
amounted to 1,275,412 units, an in 
crease of 28 per cent over those sold 
in the 1939 period. 


* * * 


Ironrite shipments “Ship- 
ments of Ironrites during Septem- 
ber set a new high for the 20 years 
have been manufacturing and 
selling ironers exclusively.” an- 
nounced W. R. Dabney, sales man- 
ager, of The Ironrite Ironer Co.. 
Detroit, Mich. “This brings our 
sales through September to 27 per 
cent ahead of last year, in spite of 
a 38 per cent increase in 1939.” 


we 


7 - xy 


Shovels, spades, etc.—The 
very large volume of buying based 
on the defense program has set back 
the filling of normal trade orders in 
lines also. Jobbers report 
prices unchanged, but very firm, and 
state that deliveries are frequently 
one to three weeks late, even when 
ordered well in advance. 


these 


* * * 


Lumber situation—With the 
national defense program calling for 
the largest amount of lumber ever 
contracted for, and with Uncle Sam 
now the world’s greatest consumer. 
prices steadily are rising. Accord- 
ing to one of the nation’s largest 





Luilding material firms, lumber 
prices at the mill have increased at 
least $2.00 a thousand feet during 
the last two weeks, or about 5 per 
cent. This makes a total advance of 
about 35 per cent since the 
emergency defense buying began. 
Retail prices have not kept pace 
with the wholesale prices in the rise, 
but they, too, have advanced about 
5 per cent as market stocks have 
become exhausted. 
x *% * 

Tennis tables—Makers of 
tables for table tennis have been ad- 
vised of a 6 per cent increase in the 
cost of fir panels, which come from 
Oregon and Washington. This is 
the second increase this year, and, 
in addition, the lumber mills refuse 
to accept further orders for 1940 
delivery, restricting table manufac- 
turers to supplies previously pur- 
chased. Regular customers will be 
cared for, on normal requirements, 
for a few weeks, but with certainty 
of price increases and delayed ship- 
ments on business placed. after 
Dec. 1. 

* & 

Industrial indices—-Buying vo| 
steel during the first week of Novem- 
ber did not slacken from the active 
pace of October, reported The Iron 
Age, in its Nov. 7 issue. Although 
the industry rate is estimated as un- 
changed from the previous week’s 
figure of 96 per cent, the trend seem- 
to be still slightly upward. The 
latest Associated Press weekly index 
of industrial activity, based on 
1929-30 levels as 100, stood at 116.1 
per cent, a new 1940 high. A year 
ago this index was at 107.5 per cent. 
Electric power output in the week of 
Oct. 26 established an all time high 
for the second consecutive week. 


totaling 2,711,.282,000 kilowatt hours. 
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HE builders’ hardware _text- 

book, “Taking the Mystery Out 
of Builders’ Hardware,” written by 
Adon H. Brownell and _ published 
by Harpware AcE has been adopted 
by the American Society of Archi- 
tectural Hardware Consultants 
(AHC) as the official textbook of 
the society. 





Reproduction of the 
Society’s insignia. 


Howard MacCarthy, Jr., president 
of this organization has announced 
this endorsement as follows: 


“It gives me great pleasure to 


First In, First Out 
HERE a debtor who .has a 


running account or who owes 
one creditor for a number of items, 
makes a payment on account, how is 
the money to be applied? 

Ordinarily, the debtor has the 
right to say to what item his pay- 
ment is to be applied. If he does not 
specify, then the creditor has the 
right to apply the payment as he 
sees fit. If neither indicates the 
item to which the payment is to be 
applied, then the law, usually, will 
presume that the payment comes 
under the “first in, first out” rule. 

“The general rule in this connec- 
tion,” said a Federal court recently, 
“is known as the ‘first in, first out’ 
doctrine. It is to the effect that in 
the case of payments by a debtor to 
his creditor upon distinct trans- 
actions and for different amounts 
when neither party makes an ap- 
propriation at the time, the pay- 
ments are applied by law to the 
items oldest in date.” 

This “first in, first out” rule is 
important to the man who is paying 
the money, because if he does not 
specify the items to which his pay- 
ment is to apply, he may find it has 
been used to pay an item which he 
did not intend to pay or about which 
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Builders’ Hardware Textbook Adopted 
By Architectural Hardware Consultants 


advise you that the board of direc- 
tors of the American Society of 
Architectural Hardware Consul- 
tants have unanimously voted to 
adopt Adon Brownell’s — book, 
‘Taking the Mystery Out of 
Builders’ Hardware’ as the of- 
ficial textbook of the Society.” 
The society was formed at the 
recent convention of the National 
Contract Hardware Association and 
is intended to operate solely on the 
basis of individual memberships as 
distinctive from the distributor or 
firm memberships of the N.C.H.A. 
Both distributors and manufacturers 
will be eligible for society member- 
ship if they can meet the require- 
ments that have been set up in the 
charter and constitution of the or- 
ganization. One of the conditions is 
at least 15 years practical experience 
in the builders’ hardware field. In- 
terested prospects for the society. 
whose members are entitled to use 
after their names the initials “AHC,” 
may obtain further particulars from 
Mr. MacCarthy whose address is 15 
W. Franklin St., Baltimore, Md. 


he has a complaint. Good idea for 
debtor, when making a payment on 
account, is to specify exactly what 
his payment is to cover. 


C. A. F. Contract 


BUSINESS man who buys mer- 

chandise, supplies or equip- 
ment on a so-called C.A.F. contract 
may feel that he is getting a pretty 
favorable deal—and perhaps he is. 
C.A.F. ordinarily means “cost and 
freight” allowed to point of destina- 
tion. But under a C.A.F. contract, 
if anything happens to the goods 
while in transit, the buyer and not 
the seller takes the loss. 

“A C.A.F. contract,” explained 
the Supreme Court of Florida re- 
cently, “means cost and freight al- 
lowed to point of destination. This 
is the equivalent of shipment F.O.B. 
from the point of origin. When goods 
are so shipped the responsibility of 
the shipper ceases when they are 
delivered to the carrier.” 

Technically, under a C.A.F. ar- 
rangement, title to the goods passes 
to the buyer the moment the seller 
delivers them to the boat, railroad 
or trucker at the point of shipment. 
From that moment the buyer takes 
the risk of their loss or damage. 











PAINE PRODUCTS 


Are Your Best Bet 
FOR 


e TURNOVER 
e PROFIT 
e PERFORMANCE 


A i; Nationally Advertised To 

= Over 400,000 Carpenters, 
® Plumbers, Electricians, 
S Factories and Institutions 


s LEAD WOODSCREW 
ANCHOR 


W ANCHOR 


Supplies new positive 

threads in old screw holes 

Fig. 950 in heavy timbers; also pro- 

8. vides added holding strength 

for serews in new construc- 

tion. Cuts own deep thread—and new design 

assures firm gripping on entire circumference 
and depth of hole. 


=== = 
SS 
SSE ~ ~ 
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WOODSCREW FIBER ANCHOR Fig. 955 
Provides positive threading for wood screws 
in brick, tile, marble, slate, wood for fasten- 
ing storm doors, clothes line hooks, door 
locks and other devices. 
3-POINT MACHINED TYPE DRILL 

A handy tool for tradesmen who install ex- 
pansion anchors in masonry walls, floors and 
eoilings. Can be used in tool holder to give 
larger striking surface. 





(ADO DOUOD DOD EDAD ARDD DO RSONODSasD OMEaT Dn 


- ‘ 
Ask your Jobber for these PAINE Fig. 385 
products TODAY and write for com- 3-Point 
plete catalog of Drills, Anchors and Machined 


other builders specialties. Type Drill 


THE PAINE CO. 








2963 CARROLL AVENUE CHICAGO, ILL. 








Ask your jobber about this best 
seilerl No metal-to-metal bear- 
ings—no wearl A heavy, rugged 
sprinkler that throws coarse rain 
or fine mist. Get a sample. 





remax raducts 


4002 Highland Ave., Niagara Falls, N.Y. 
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SALES OF 1,690 INDEPENDENT RETAIL HARDWARE DEALERS IN UNITED STATES 


Number Per Cent Change Dollar Sales 























Cumulative Sales 
of Firms Sept.,’40 Sept.,’40 Per Nine ine 
States Report- vs. vs. September, September, August, Cent Months, Months, 
by Regions ing Sept.,’39 Aug.,’40 1940 1939 1940 Change 1940 1939 

New England 90 +19 2.7 $ 825,948 $ 810,846 $ 848,456 + 88 $6,892,827 $ 6,335,281 
Maine 10 + 2.7 - 43 65,426 63,697 68,374 + 25 503,989 491,892 
New Hampshire Ep $4 
Vermont and N. H. 10 -34 — 76 169,613 175,527 183,554 + 8.0 1,322,410 1,224,038 
Massachusetts 50 +50 —14 416,621 396,881 422,554 +10.3 3,574,114 3,240,256 
Rhode Island 8 —79 +1. 101,010 109,625 99,947 + 4.0 868,380 835,252 
Connecticut 12 +12.5 —~ 10 73,278 65,116 74,027 +14.7 623,934 543,843 

Middle Atlantic 223 + 48 - 3.7 1,205,753 1,150,637 1,252,010 + 6.6 9,719,910 9,116,656 
New York 26 +57 — 80 103,690 98,065 112,661 + 8.9 872,883 801,510 
New Jersey 9 +1] +0. 62,989 62,310 62,919 + 64 576,469 541,722 
Pennsylvania 188 + 4.9 - 3.5 1,039,074 990,262 1,076,430 + 64 8,270,558 7,773,424 

East North Central 474 +44 + 35 2,464,045 2,360,755 2,380,957 + 7.0 20,606,161 19,259,863 
Ohio 145 +50 415 791,064 753,728 779,125 + 6.1 6,840,267 6,448,539 
Indiana 84 +56 + 3.2 354,843 336,062 343,976 + 8.3 3,079,482 2,844,444 
Illinois 98 +08 + 3.0 459,200 455,492 445,615 + 5.1 3,779,419 3,594,489 
Michigan 46 +98 + 70 293,999 267,777 274,662 + 74 2,222,414 2,068,820 
Wisconsin 101 +31 + 5.1 564,939 547,696 537,579 + 8.9 4,684,579 4,303,571 

West North Central 270 01 +35 929,370 929,932 897,565 + 3.7 7,681,881 7,406,339 
Minnesota 26 27) + &7 153,431 157,642 145,148 + 5.7 1,235,614 1,168,643 
Iowa 73 22 + 80 301,366 308,228 278,925 — 16 1 2,543,568 
Missouri 56 - 2.1 - 32 192,025 196,086 198,451 + 3.9 1,598,424 1,538,349 
North Dakota 9 35 + 69 26,731 27,702 25,012 +144 205,173 179,260 
South Dakota . : eho Cae se 
Nebraska 47 - 4.0 2.1 89,853 93,590 91,802 + 4.7 757,188 723,142 
Kansas 56 +129 + 5.0 158,595 140,457 151,064 + 9.9 1,329,529 1,209,545 

South Atlantic oe a3 ; ; ae Ka) eae 
Delaware ” on ; SP ede ee 
Maryland ° eg Or a ee Kae. eee «eee es 
Virginia 10 +89 + 40 78811 72,389 75,794 + 0.6 660,002 655,759 
West Virginia 8 +13.2 —115 28,112 24,840 31,770 + 7.6 242,663 225,426 
North Carolina ° : ay enh ne : See. enters 
South Carolina “s aah 
Georgia 19 —26 — 59 82,945 85,202 88,159 + 28 680,695 662,175 
Florida 25 +114 + 10 125,394 112,584 124,129 +13.6 1,076,904 948,022 

East South Central oe vi re 
Kentucky 8 +04 + 41 44,047 43,853 42,309 + 17 399,533 392,763 
Tennessee 10 -25 —15.7 102,035 104,663 121,035 + 48 872,437 832,875 
Alabama 16 +98 + 65 95,724 87,161 89,908 + 2.5 672,181 665,592 
Mississippi ss ee eae 5:4 ° < 

West South Central 108 37 + 5.1 554,222 575,589 527,122 + 3.7 4,740,542 4,571,466 
Arkansas 15 -§.1 + 69 72,603 76,500 67,887 — 4.0 566,608 590,367 
Louisiana . , oe oP 
Oklahoma 31 42 —52 110,715 115,595 116,731 — 35 996,059 1,032,696 
Texas 58 35 +93 346,458 926 316,887 + 7.2 2,949,540 2,750,581 

Mountain 100 —74 — 33 554,215 598,328 572,874 + 2.3 4,501,397 4,400,628 
Montana 22 +31 — 35 156,821 152,164 162,539 + 7.2 1,256,933 1,172,929 
Idaho 14 -47 — 39 64,203 67,369 66,816 + 3.6 489,662 472,547 
Wyoming ° - 

Colorado 35 96 + 44 117,371 129,798 112,413 — 2.7 867,856 891,665 
New Mexico 62 ene Se 
Arizona ll 18.5 — 88 117,582 144,291 128,895 — 2.0 1,081,691 1,104,120 
Utah ° Lite hewad (MEDS, belo boeken 1. eee 
Nevada ° celtaa’ 

Pacific 314 +15 —52 1,442,803 1,422,048 1,522,199 + 6.1 11,106,823 10,466,616 
Washington 37 +19 — 36 166,170 163,121 172,401 +12.4 1,226,764 1,091,668 
Oregon 35 + 0.6 - 0.4 154,638 153,737 155,272 + 94 1,245,359 1,138,769 
California 242 +15 —6l 1,121,995 1,105,190 1,194,526 + 48 8,634,700 8,236,179 

TOTAL .. 1,690 +19 —03 $8,626,539 $8,462,717 $8,655,296 + 5.9 - $70,629,339 $66,666,524 

Chicago, Illinois 13 +28 +48 35,000 34,043 33,382 + 26 310,574 302,603 

Los Angeles, Calif. 36 +01 — 2.0 214,373 214,158 218,819 + 6.1 1,874,922 1,767,531 

Portland, Oregon 14 +62 + 4.7 31,141 29,326 29,757 + 6.7 254,777 238,798 

St. Louis, Missouri ll +78 — 41 30,119 27,942 31,399 +10.1 268,481 243,926 
San Francisco, Calif.. 24 +115 — 3.7 96,037 86,126 99,738 + 74 659,100 613,723 
Seattle, Washington .. 10 +179 — 60 23,648 20,058 25,154 +10.6 134,011 121,141 








* Note while stores from these states are included in grand total figures for these states are not shown on this chart 
because of insufficient data. (**) Withheld to avoid disclosure. Compiled by. Bureau of the Census, U. S. Department of 
Commerce. 
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Triple Holiday Sales 


BE READY 
WITH THESE 


3 
WINNERS 


FLYIN Roller Skates 








Display "CHICAGO" Roller Skates 
this Christmas, especially these 3 
WINNERS and you will enjoy the 
handsome extra profits as much as 


FOR SELLING HOTSTREAM 
WATER HEATERS 


If you want to increase your volume and make more 
money, here are just two of the many reasons for 
handling HOTSTREAM Water Heaters— 


* EASY EXTRA PROFITS—While you're selling allied 


your customers will enjoy the amaz- 
ing extra mileage, service and 


economy "CHICAGO'S" afford. 


items for the home, you can be getting the extra 
profits from water heaters. 

% NO LOST SALES. When you handle Hotstream, you 
have a heater for every fuel, for every size, for 
every price requirement. 

Write for Hotstream Catalog No. 40, describing the 

most complete line of Water Heaters in the world. 





Stock Now! Be ready! Our 
National Advertising Starts 


with November Magazines. 
Solid Steel Wheels. 


CHICAGO ROLLER SKATE CO. 


World's Greatest Roller Skates for Over 40 Years 


lod iley \clomm aa). lelb) 








THE HOTSTREAM HEATER COMPANY 


8007 GRAND AVENUE » CLEVELAND, OHIO 4456 WEST LAKE STREET 


High standard of 
the industry — 
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Flashlight Assortment 

This special holiday assortment con- 
sists of six focusing lights in two mod- 
els, two floodlights and four automatic 





spotlights. Display piece is topped off 
with Santa Claus, who folds down and 
disappears after the holidays. National 
Carbon Co., 30 E. 42nd St., New York 
City. 


Stream Line Chain Pull 


Eliminates upper rod as the chain 
connects directly to the lower rod. 
Maker states chain works smoothly 































New and Improved Merchanditse—Display Helps—Sales Literature— 


through streamline tubing with no pos- 
sible chance of sticking. Tank is flush- 
ed by pulling handle and handle jumps 
back in place automatically. Installed 
without screw, bolts, cotter pins or lev- 
ers. Lorain Specialty Co., 122 Dinsmore 
Ave., Crafton, Pa. 


“Petite” Lithographed Ware 

This new line has easy-to-clean, tin- 
ned interiors; smooth, well-turned 
beads, and snug-fitting, sturdy covers. 
“Petite” design comes in two popular 
color combinations: Delphinium blue 
and silver or red and silver on a gleam- 
ing white base. The complete line in- 
cludes the following: dust pan, match 
safe, cake cover set, soap flake holder, 





10-qt. and 14-qt. step-on cans, drop door 
bread box, roll-top bread box, salt-and- 
pepper set, four-piece round and four- 
piece square canister sets, 40, 24 and 
16-qt. round waste baskets, 12-qt. oval 
waste basket, slant-door bread box, 
kitchenette bread box, and “Sav-Ur- 
Back” dust pan. National Enameling 
and Stamping Co., Milwaukee, Wis. 








Bathroom Cabinet 


Model “E”—sold in lots of seven or 
more. List price $5.56 with “<-in bevel 
crystal mirror, 3/16 in. thick; $4.90 with 


14-in. crystal glass. Cabinets are en- 


ameled w:th high gloss white enamel 
and come equipped with two glass 
shelves, special designed door stops and 
a razor blade drop. Mirror size is 14 
by 20 in.; wall opening 12 by 16 in., 
and overall size, 13% by 18 in. Ideal 
Cabinet Corp., 8835 Central Ave., De- 
troit, Mich. 


WwW oodworking Booklet 


Rogers Isinglass & Glue Co., 
Gloucester, Mass., has ‘esued a booklet, 
entitled “The Rogers Book of Wood- 
working Shop Notes,” which tells how 
to select and equip a workshop, the 
types of tools needed, workshop proce- 
dure and how to use glue. 
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for Retail Hordwore Stores femme 


Vacuum Holders 


“Red Devil”—-said to be a safe, sturdy 
lifting device capable of holding as 
much weight as a strong man can lift. 





4 


This device puts a handle on glass, vari- 
ous smooth-surfaced articles and mate- 
rials on which the vacuum cup can get 
a grip. These holders come in three 
models with chromium finished body 
and 5/15 in. thick base of tough, dura- 
ble rubber. Have amply sized swivel- 
handle with rubber grip. No. 412 with 
a 4-in. vacuum disk lists at $7; No. 413 
with 6-in. disk lists at $11.20; No. 414 
with 7-in. disk lists at $15. Landon 
P. Smith, Inc., Irvington, N. J. 


Electric Table Broiler 


“Perfect” made in two pieces, a plat- 
ter with a well and tree design and an 
oval-shaped cover containing the heating 
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Window Trims—New Packages—New Colors—Catalogs 


element. Both are hammered heavy cast 
aluminum finished in a high polish. 
Broiling may be done directly on table 
where meal is served. Made in two sizes. 
H D Electric Co., 100 W. Monroe St., 
Chicago, Ill. 


New Bullet 


“Silvertip’—has a double jacket, the 
outer “Lubaloy” metal to protect the 
rifle bore, and the inner of nickel silver 
to encace the point and soft lead core 
nearly to the base. Construction details 
of the different calibers vary slightly to 
give greatest effectiveness. Because of 
its scientific design, this new bullet is 
said to deliver maximum efficiency on 
all types of big game at all hunting 
range’. Manufacturer claims: that the 
encased bullet tip delays expansion per- 


a . 


mitting the bullet to penetrate the hair, 
hide, and tough muscle tissue without 
loss of bullet weight; after penetration, 
pressure bursts the thin jacket encasing 
the nose and the bullet then expands 
rapidly, exerting its tremendous killing 
effect upon the vital organs; the bullet 
expands to about twice its original di- 
ameter and continues on giving deep. 
destructive penetration; as bullet ex- 
pands “Lubaloy” jacket curls back pro- 
viding a stiff, unyielding edge which 
helps the expanded bullet to nlouch 
through bone and hard tissue. Western 
Cartridge Co., East Alton, Ill., and Win- 
chester Repeating Arms Co. Division, 
New Haven, Conn. 















Gas-Fired Circulator 
Line includes vented and unvented 


heaters with hourly ratings from 20,000 
to 40,000 Btu’s. Heaters sold under 





“Thermaflo” brand are specially de- 
signed for forced air heating. Automatic 
controls are available as are burners 
for any type of gas. Vented types in- 
clude a heaf exchanger said to give 
maximum warmth.. Utility Fan Corp., 
Los Angeles, Calif. 


Tool Sharpening Stone 


Has artificial abrasive for sharpening 
on the one side and natural “Berea” 
grit sandstone for finishing on the re- 
verse side. Stone is 8 in. long, 2 in. 
wide, and 1 in. thick. Berea Abrasives, 
Division of The Cleveland Quarries Co., 
Cleveland, Ohio. 















Christmas Refrigerator 


A 6%-cu. ft. model to carry a sug- 
gested delivered-in-the-kitchen price of 
$149.95 anywhere east of the Rocky 


















Mountains. Features include two glass- 
topped vegetable crispers, sliding and 
adjustable shelves, twin dome lights and 
a spacious sliding porcelain “Cold 
Chest” with separately suspended porce- 
lain cover. Has four ice trays of total 
capacity of 64 cubes with special lever 
for releasing both trays and cubes. Also 
1%-bushel vegetable bin. Shelf area, 
14.0 sq. ft. Kelvinator Div., Nash-Kel- 
vinator Corp., Detroit, Mich. 


Non-Mortise Latch 


For outswinging screen, storm, and 
combination doors. Installed by drill- 


ing one hole for the spindle and notch 
the stop for the latch case. Two lock- 
ing jaws have independent action to 
insure positive, easy latching, and lock 





ing spring is properly balanced to pro- 
vide an easy and secure locking mech- 
anism. Cast lever handles are designed 
to prevent pinching of fingers or tearing 
of clothes and are made of solid brass. 
Several finishes available. The H. B. 
Ives Co., New Haven, Conn. 


Stevens Springfield 
.22 Shot Guns 


The J. Stevens Arms Co., Division 
Savage Arms Corp., Chicopee Falls, 
Mass., has announced a line of Spring- 
field guns built to handle the .22 shot 
charge used in miniature wing shoot- 
ing. Guns are specially bored to pro- 
vide efficient patterns. The automatic 
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model is an adaptation of the Spring- 
field Model 87 automatic .22 rifle. 
Shooter is able to fire several shots in 
succession merely by pulling the trigger 
for each shot, giving him time for at 
least two shots at flying targets. Can 
be adjusted for use as a bolt-action re- 
peater, or as a single shot gun. In ad- 
dition to the automatic, the guns are 
available in bolt-action repeating models 
with tubular or clip magazine and in a 
single-shot model. 


Holiday Display Card 




















.. HAMILTON BEACH 
= vos Joc 100 minee 
SSR RO 


Is printed in full color from actual 
color photograph and 14% by 23% in. 
Furnished free on request. Hamilton 


Beach Co., Racine, Wis. 


Stanley Tool Sets 


Stanley Tools, New Britain, Conn., is 
offering a wide selection of tools in sets 
priced from $3.98 to $88. A few of the 
newer sets are: No. 881A containing 10 
“Defiance” tools packed in a sturdy 
blue metal box to retail at $4.98; No. 





“Clean-Easy” Milker 


“Clean-Easy” — mounted 


on floor 
wheels so that it may easily be rolled 
about and weight is evenly distributed 


to avoid danger of tipping. Rubber bal- 
loon tires are of semi-solid construction. 
This machine rinses milk containers, 
milker and all in one operation with its 
own power. Has heavy-duty enameled 
finish which is said not to be affected 
by barn acids. Comes in electric or 
gasoline motor models. No installation 
necessary. Said to milk 20 to 25 cows 
per hour. Ben. H. Anderson Mfg. Co., 
Madison, Wis. 


Booklet On Sandpaper 


“Sandpaper, Its How and Why” is 
the title of a new booklet available 
from Behr-Manning Corp., Troy, N. Y. 
Successor to a former booklet issued 
by the company, “Abrasive Paper and 
Cloths,” it has been completely revised 
and brought up-to-date to present edu- 
cational information to the student of 
industrial arts and to the experienced 
user of coated abrasives. 


883A containing 18 “Defiance” tools 
packed in a blue metal box to retail at 
$9.95; No. 860 “Start A Hobby” set, il- 
lustrated, consisting of a practical hard- 
wood work bench and 20 quality Stanley 
tools to retail for $42.50. A consumer 
circular to sell the idea of a woodwork- 
ing hobby is available for distribution. 
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Stainless Steel 
Bathroom Accessories 


Line is rustproof and items are buffed 
down to a satiny butler finish. A new 
feature is the easily removable fixture 





from the supporting back plate. Two 
screws hold a back plate securely to the 
wall while the fixture is slid under a 
clip and held in position readily re- 
movable for cleaning or washing. Line 
is packed in one-half dozen packs and 
items are individually tagged with a 
colorful envelope for the necessary 
screws. Edward Katzinger Co., 1949 N. 
Cicero Ave., Chicago, Ill. 


Sportsman’s Cabinet 


As a Christmas gift suggestions, Lyon 
Metal Products, Inc., Aurora, IIl., of- 
fers this gun or sportsman’s cabinet 
which provides storage space for all 
hunting equipment, including guns, am- 
munition, clothing, etc. Gun support 
at back of cabinet is drilled for four 
guns and a corrugated rubber pad pre- 
vents guns from slipping on smooth 





bottom of cabinet. Three shelves in 
shelf compartment are adjustable on 
2-in. centers. Cabinet is fitted with flat 
key lock and also has a padlock built 
into the handle. This model, No. F-566, 
is 54 in. high, 24 in. wide and 18 in. 
deep and finished in green or flat brown. 


Jobbers’ Catalog 


The Kelley-How-Thomson Co., Duluth, 
Minn., has issued its catalog No. 41 on 
tools, agricultural supplies, harness, 
general hardware, builders’ hardware, 
paints and floor coverings, plumbing, 
pipe fittings, etc., heating, air condi- 
tioning accessories, electrical supplies, 
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appliances, stoves, house furnishings, 
cutlery, sporting goods, fishing tackle 
and automobile accessories. The vol- 
ume contains over 2300 pages. 


Cold Pesmel Loddiel Nail 


“Filco”—said to run more nails to 
the pound and to offer an effective 
“Triple Seal” against moisture and rust. 
“Triple Seal” development is described 
by maker as follows: hole in the metal 
roofing or siding is completely plugged 
with lead; steel head of nail is also 
protected with lead, and lead under 
head and lead skirt seal the break in 





the galvanized sheet. The nails are 
available in lengths from 1% to 2% 
in. with barbed or ring shanks. Filshie 
Lead Head Nail Co., 5801 S. State St., 
Chicago, II. 


Rope Cutter 


For manila or sisal rope up to one 
inch. Blades are of tool steel, strongly 





bolted together. Cutter may be screwed 
to wall or floor. Sawyer Belt Hook Co., 
Pawtucket, R. I. 


New “Bernard” Plier 


No. 402 has longer tapering jaws to 
make the use of these pliers possible in 
smaller places. Also has a 25 per cent 
greater jaw opening which it is claimed 
gives this plier the same maximum jaw 
capacity as any type plier of the same 
size. Parallel jaw action. The Wm. 
Schollhorn Co., New Haven, Conn. 











WICK ... 


OIL RANGES AND HEATERS 
MADE ENTIRELY OF 








Features! 


Impossible with 
Old Style Kindlers 


® Lights Instantly 


® Needs Less 
Attention 


® Lasts Longer 


® Produces More 
Heat 


® No Carbon or 
Soot Mf’d under U. S. 


J Patent Nos. 2,197,866 
® Uses Less Oil and 2,184,899 








During the past 2 years Glaswik has 
proved sensational, not only in results 
in homes all over the country, but also 
as a real money-maker for the hard- 
ware dealer. Made 100%, of spun glass, 
it offers advantages that eliminate com- 
petition in price and in performance. 
No user of Glaswik ever returns to the 
sooty, smelly, old-fashioned wick! If 
you are’ not yet handling this fast-sell- 
ing item, you are overlooking a source 
of steady profit. 

With each 12 boxes is packed a 2-color 
counter display carton, 2-color wall 
streamer and a supply of 2-color fold- 
ers. Order a dozen boxes from your 
jobber today. If he can’t supply you, 
write direct to us—using the coupon 
below. 


Atlas Asbestos Company 
NORTH WALES, PENNSYLVANIA 


a a a an ae 
Atlas Asbestos Co., Dept. 2 










North Wales, Pa. +" 

Please send literat ure an 
prices on laswik. \ 
Name 






If Your Jobber 
Can't Supply You... 
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THIS STAR “S” WRENCH SET 
POPULAR FOR FARM 
AND "MOST EVERYWHERE 


* A set of five handy wrenches 
with ten openings ranging 
from 3” to 1”. 

Held firmly in a spring clip 
container. Your choice of nat- 
ural black or cadmium plated 
finishes. 

There’s a big market for this 
item. Ask for catalog and 
prices. 


THE VLCHEK TOOL CO. 
3001 E. 87th St. Cleveland, O. 


QUICKER SALES 
FASTER TURNOVER 
MORE VOLUME 
BETTER PROFITS 


VLCHEK 
TOOLS 





New Type Oil Heaters 


“Monogram Oilfire” uses a patented 
“Turbulent Flame Vaporizing” burner 
which is said to produce more heat from 


cee cwe egies 





less oil. The burner is sO constructed, 
maker states, that a clean, quiet, blue 
gas flame is produced from oil. This 
has been accomplished by applying the 
principle of combustion that governs the 
gas burner. The Quincy Stove M{g. Co., 
Quincey, Ill. 


Corner Bead Design 


“Super-Ex” corner bead, through the 
use of a half solid, half expanded wing, 
is said to combine the rigidity of a 
solid wing corner bead with the plaster- 
bonding qualities of an expanded metal 





Autoloading Rifle 


Now available in .300 Savage caliber 
is the “Woodsmaster,” Model 81 high 
power autoloading rifle. Made to take 
the .300 Savage cartridge, price and 
specifications are ithe same as other cal- 





wing. Central section of the unit is a 
“backbone” of solid steel, perforated 
and double-fluted for extra strength. 
Remainder of the wing is of expanded 
mesh to insure a tight plaster bond and 
crack-proof building corner. Solid 
wings of “Super-Ex” extend far enough 
on either side of the nose of the bead 
to reach the base wall at al! points, thus 
eliminating all irregularities due to 
rough corners. Milcor Steel Co., Mil- 
waukee, Wis. 


Flashlight Display 


This display for “Z” line of flash- 
lights is of molded plastic and holds 11 
flashlights, all of chrome but the one 









































prefocused. Display is free as part of 
an assortment of 31 lights, costing the 
dealer $16.73. Battery assortment costs 
$8.06. Ray-O-Vac Co., Madison, Wis. 


Solder Pots 





“Esico” for production jobs where 
fast dipping of parts is required. Fitted 
with pilot light which indicates when 
the pot is in operation and also indicates 
element or line failure. Electric Solder- 
ing Iron Co., Inc., Deep River, Conn. 


ibers of this model. While it can be 
fired exceedingly fast, it is under the 
shooter’s control because the trigger 
must be pulled and released for each 
shot. It is also furnished in .30 Rem., 
.32 Rem. and .35 Rem. calibers. Rem- 
ington Arms, Inc., Bridgeport, Conn. 
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Tack Display Cabinet 


No. 1440-A contains 144 10-cent boxes 
of most popular styles, sizes and colors 
of furniture nails, enameled and plain 
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thumb tacks. Cabinet is all metal and 
of the revolving type. Retail value is 
$14.40 and dealer’s cost, $8.64 per cabi- 
net. Hampden Mfg. Co., Inc., Plain- 
field, N. J. 





Sink Fixture 

This No. C-616 shelf-type diverting 
sink fixture is furnished with the 
Fisher double-seat diverter valve, burn- 
proof spray handle, five-foot retracting 





hose and needle-spray nozzle. Anti- 
splash long spout for one or two-part 
steel sinks. Available is a new catalog 
on the complete plumbing fixture line 
of the manufacturer, Fisher Brass, Inc., 
Marysville, Oh‘o. 


“Hotpoint” Washer 


“Prudence” model — has temperature 
indicator, indicating correct water tem- 
perature for various fabrics and making 
it possible to adjust hot and cold water 
supply to suitable temperature; time 
dial for controlling the washing time for 
individual fabrics. Mellow-tone_bell- 
note signals when wa:zhing time has 
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elapsed. Tub bottom slopes toward con- 
cealed drain at center so that water is 
removed rapidly and completely. “Thrif- 
tivator” has three zones of washing ac- 
tion. Edison General Electric Appli- 
ance Co., Inc., 5600 W. Taylor St., 
Chicago, TI. 


Auger Bit Disp!ay Unit 
Now.1904 for No. 940 chrome alloy 
nickel plated copper flashed bits. Of- 
fered free with one set of 13—one each, 
sizes 4 to 16 inclusive. Back panel is 
of walnut veneer with soft finish with 
lettering in gold and red. Base is 
stained and lacquered a darker walnut 


& FORGED FROM FINE CHROME ALLOY STEEL | 
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and lettered in apple green. Height 
12% in., width 12 in., base 3% by 12 
in. List price of assortment, $6.75. 
Millers Falls Co., Greenfield, Mass. 


Rope Cutter 


This specially designed rope cutter 
is being made available by the Hooven 








& Allison Co., Xenia, Ohio, through 
wholesalers only. It is being given with 
a new order for 500 lb. of any brand of 
the company’s rope. 


Water Softener Circular 
The Red Jacket Mfg. Co., Davenport, 


Iowa, has issued a new two-page color 
circular on its water softeners and con- 
ditioners, giving selling points on soft 
water and the equipment that is avail- 
able with or without brine tanks. Cross 
section pictures show simple construc- 
tion designed for Jong, uninterrupted 
service. The circular also describes the 
company’s free water testing service 
and free information on water problems. 








“long-grip” Couplings 
And Menders with 
Lacquered Fingers 


Now these famous coup- 
lings and menders are 
more distinctive, more 
salable — a better repeat 
item than ever before. 





Before You Buy 
See Sherman 


LAWN HOSE GOODS 
in Color 


The public today demands COLOR in 
all kinds of goods. Now Sherman fur- 
nishes color in this new line of Lawn 
Hose Goods, thereby giving these goods 
more eye appeal and salability than 
ever before. BE SURE to see this 
unique line before you buy! Already 
endorsed by retailers in many sections 
and purchased by numerous whole- 
salers. 


We’ve packed thesé “GOLD 
new goods in “self- LABEL” 
selling” cartons, and Nozzles 
are backing this line 

with a powerful cam- «py aMoND” 
paign of advertising eatin 
that is certain to 

create record-break- 

ing demands. “TULIP” 
Make this YOUR Sprinklers 
line. Show it. Push it. 

You'll make money “DOUBLET” 


on it! Sprinklers 


5 For new catalog showing 

ite Sherman Lawn Hose Goods 
H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH 


in Full Natural Colors. 
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SIPS BABY CHICKS 


24. 36, 48. 60.E72 width 





Boost Sales 
With This New 
Low Cost Netting! 


The new U.S. 4 in! Poultry Net- 
ting provides dependable chick-tight 
fence protection at a NEW LOW 
COST. Baby chick-tight at the bottom, 
poultry-proof all the way up, it combines 
the advantages of closely spaced fabric 
with the economy of wider mesh net- 
ting. The seven lower line wires are 
only 5/8-inch apart. The remaining 
line wires are graduated (at intervals) 
as follows: | inch, | 3/4 inches and 
2 inches. 


U.S. 4 in | is. woven with straight 
parallel line wires joined by the famous 
U. S. LOCK-TWIST. It rolls out flat, 
cuts easily and without waste, stretches 
perfectly, requires no top-rail, no base- 
board. Made of Cop- 
per-Bearing Steel 
Wire, hot zinc gal- 
vanized. Furnished 
Galvanized Before 
or After Weaving in 
24, 36, 48, 60 and 
72-inch widths. 





LOCK-TWIST 
WEAVE 


U.S. 4 in | is produced by the makers of 
U. S. STRAITLOK, the original straight-line 
netting, and U. S. HEXLOK, the improved hex- 
agon mesh fabric. All are readily available from 
representative jobbers. Ask your jobber or write 
direct for complete information! 


INDIANA 
STECL & WIRE CO. 








\* *“Duo-Ray” Lantern 


Large die-cast reflector produces a 
beam which has a range of approxi- 
mately 1500 ft. Entire large reflector and 











lens assembly may be removed without 
touching its surface when replacing 
lamp bulb. The top light, a broad flood- 
light with its concave reflector, adapts 
itself for a diffusion of light. A ruby- 
red lens may be used. Has pivot fea- 
ture, seamless drawn steel body, lacquer 
finish with cadmium trimmings. Weighs 
less than 4 Ib. complete with battery. 
Economy Electric Lantern Co., Milwau- 


kee, Wis. 


“Banner” Barrel Pump 


Pump cylinder is of steel, one-piece 
construction with one-piece cast handle 
equipped with locking device. Steel 
telescopic suction tube is said to drain 





. 


all liquid from bottom of drum. Pump 
| may be used for dispensing all types of 
non-viscous liquids. Outlet spout is 
| rigid with %-in. hose thread connection. 
Double hung attachment, 114 and 2 in. 
| with clean, deep threads for quick in- 
| stallation. The Cleveland Brass Mfg. 
| Co., 4606 Hamilton Ave., N. E., Cleve- 
| land, Ohio. 
| 


Metal Siding Corner 





frame buildings and gives the effect of 
a butt-mitred corner. Said to protect 
the corner joints so that they never warp 


| 

} 

| 

. 
Takes the place of corner strips on 
| 

| or spread open. This new size is made 









of galvanized sheet steel, formed to fit 
the siding and chemically treated so 
that it can be painted the same as wood. 
It fits pattern No. 105 drop siding, nomi- 
nal width 8 in.; pattern No. 106, and 
California Redwood Assn. pattern No. 
271. F. D. Kees Mfg. Co., Beatrice, 
Neb. 


Electric Heater 


“Economaster”—steel constructed and 
electrically welded throughout. Finish, 
krinkly brown. Chrome protection guard 
and nickel chrome heating unit. Air is 


a 
Bae 





ie. 


circulated through “chimney” back of 
reflector and radiated from openings. 
Heat rays are broken into smaller rays 
by means of the diamond embossed 
back of the steel chrome reflector, and 
reflected at all angles. Heater is 15 by 
16 by 9 in. 1320 watt, 110-120 volts, 
a.c. or d.c. Economaster Products Co., 
Shelbyville, Tenn. 


Electric Hand Saw 


Model A-9—said to be more rugged 
and with a larger motor giving a free 
speed of 3400 r.p.m. and to have 20 per 
cent more power than the previous 
model. Cutting capacities have been in- 
creased to 3 7/16 in. square cut and 





2 13/16 in. thick material at a 45-deg. 
angle, jack rafter cuts for any pitch 
roof being possible. Furnished for 110 
or 230 volts, it operates on a.c. or d.c. 
Other features are guard to keep saw- 
dust from operator’s eyes; blower for 
clearing cutting line; telescoping guard; 
automatic safety switch and ground 
wire. Abrasive disks may be attached. 
Fred W. Wappat, 7317 Penn Ave., Pitts- 
burgh, Pa. 
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“Supervisor” Clock 
No. 7H107 available in brown or 


ivory color plastic case. Bell type alarm. 
Dial is 3%4 in. and clock stands 4% in. 





high. Suggested retail selling price, 
brown case, $3.50; ivory color case, 
$3.95. Warren Telechron Co., Ashland, 
Mass. 


Toaster Service 


No. 1102 “Toastime” consists of a 
chromium toaster with walnut Bakelite 
trimmings and toasts two slices; a two- 
tone, yellow and white china jam jar; 
a covered %4-lb. capacity butter dish, 
and the 16% by 9 in. chromium serving 
trays with solid walnut handles. The 
toaster has a lever for controlling the 
degree of toasting. Toast pops up when 





finished. 695 watts; three in a standard 
package. Suggested retail selling price, 
$15.95. Manning, Bowman & Co., Meri- 


den, Conn. 


Snap-On Washer 


Applied by tightening screw in stem, 
dropping brass washer over screw and 
snapping rubber washer over screw 
head. Maker states when faucet is turn- 
ed the rubber washer does not turn on 
the seat but adjusts itself snugly to the 
faucet head allowing the screw head to 
move freely within the Snap-On washer. 
Brass screw head is insulated by rubber 


f 


“ny 
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washer from galvanic action and water 
erosion. Made in sizes to fit all faucets. 
Suggested retail selling price, 10 cents 
complete. No-Pans Washer Co., Cliff- 
side Park, N. J. 


Adjustable Glide 


“Scrujaks”—said to prevent distortion 
in new furniture by jacking up the 
sagged or settled leg. Adjusting is ac- 
complished by twisting or unscrewing 
the glide. Mahogany color of solid 
Bakelite base makes it inconspicuous 
and attractive. Socket is rustproof ma- 





terial, and threaded stem is protected 
with cadmium plating. Adjustable 
Caster Co., 1411 Walnut St., Philadel- 
phia, Pa. 


Pruning Shear Deal 


This No. 99A deal replaces the origi- 
nal “Snap-Cut” deal. It features a bal- 
anced minimum stock plus an attrac- 
tive window or counter display merchan- 
diser holding four different pruners 
within easy reach of the customer. Copy 
invites customer to make an actual cut- 
ting test of the slicing action, and spe- 
cial hardwood dowels are inserted in 
the display for this purpose. Display 
is in five colors with stock space in the 
rear. This deal, when purchased with 
the No. 100 “Popular Price” pruner 
deal, brings a free “Multi-Power” hedge 
shear. Seymour Smith & Son, Inc., 
Oakville, Conn. 











Swivel-Head Flashlight 


Adjustable to any position. Has hang- 
ing or standing-on-end clip. Casing and 
head molded of lustrous, durable black 





plastic material with chromium finished 
fittings; unbreakable plastic lens; spe- 
cial fixed focus lamp and _ reflector; 
three-point safety lock switch. U. S. 
Electric Mfg. Corp., 222 W. 14th St., 
New York City. 


Pistol-Grip Drill 


“Viking”—features a pistol grip han 
dle made of “Tenite.” Handle has a 
magazine for holding drill points in one 
part and a hole on end for hanging the 
drill. Large gear has flanged gear cas- 
ing. Tool steel chuck, cadmium plated 
and polished with three tight gripping, 
tool steel jaws, hardened and ground 
and with a capacity of %4 in. Length 

















overall, 11% in.; weight per doz., 15 lbs. 
Packed one in a box. The Forsberg 
Mfg. Co., Bridgeport, Conn. 


Wire Products’ Catalog 


Jones & Laughlin Steel Corp., Pitts- 
burgh, Pa., has issued a new catalog, 
N-6, on its nails and wire products pro- 
viding detailed information on various 
types of nails, wire, fence, staples, and 
barbed wire, showing sizes, finishes, 
and prices. 
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door by special clips. Roaster and cabi- 
ey ay rs ae net is trimmed in pearl gray and chrome 

: 2 inlays. Handles and knobs are white 
mounted in door of a new cabinet where Bchslies, - Chotes of “ehite ec fbeck 
enamel, “Glasbake” or aluminum cook- 
ing utensils. Overall length of roaster, 
21 in., width 15% in., height 12% in. 
Ileight of roaster on cabinet, 40 in. 115 
volts, 1320 watts, a.c. D.c. model avail- 
able. The Swartzbaugh Mig. Co., To- 
ledo, Ohio. 


“Everhot” Deluxe Roaster 


heat cannot affect its operation. In- 


Unbreakable Bottle Oiler 


Automatically lubricates solid, wick, 
or waste-packed bearings, discharging 
a few drops of oil at slightest tempera- 
ture rise. Feeding stops automatically 
as the bearing cools. This process re- 
peats itself without attention. Has ad- 
justable feed. Oil supply is always 








terior of cabinet provides room for the 


utensils furnished with the roaster and visible. Comes in 1, 2 and 4-0z. capa- 
other appliances and articles. Broiler, cities. Trico Fuse Mfg. Co., Milwau- 
when not in use, is held inside cabinet kee, Wis. 





Sell the CHIMES Your 
CUSTOMERS Really WANT! 

















LONG DEALER NATIONALLY |. 
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75 Enclosed Bar Types up || 
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for full length Tubular Types 


Get complete details today 
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Plastic *“‘Juice-O-Mat” 


No. 340 “Aristocrat”—parts coming in 
contact with citrus juices are made of 
plastic and will not corrode, discolor or 





chip. All moving parts are fully en- 
closed. Removes juices without heavy 
pulp. Has baked enamel base and chro- 
mium top and handle. Available in six 
colors. Height 9% in., base 5 by 6 in. 
Rival Mfg. Co., 307 Westport Rd., Kan- 
sas City, Mo. 





Ovenware Holders 

For tableware service. Made of elec- 
tro-welded, nickel plated metal frames 
and fitted with Andes oak handles in 





natural finish. Legs keep the hot dish 
above the table surface. Made to fit 
both oblong and round designs and in 
seven sizes. Michigan Wire Goods Co., 
Niles, Mich. 


Improved Grass Trimmer 





















This improved model 
“Speedy GrasTrimmer” 
has a flat, “whippy” 
shaft and upcurved 
blade. Rounded shape 
of blade and heel is de- 
signed to prevent dig- 
ging into sod. Blade 
easily removed for 
sharpening or replace- 
ment. Round handle of 
“all-white” ash is long 
enough to permit grip- 
ping tool wherever it is 
best suited to user’s 
height. The Union Fork 
& Hoe Co., Columbus, 
Ohio. 
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Blake & Lamb Traps 


The “Sure-Hold” is equipped with an 
auxiliary jaw to clutch the body of the 
animal and draw it into the trap, rather 





than striking a blow which may throw it 
out of the trap. It is especially designed 
for muskrats. Maker states in tests, not 
a single animal of that species succeeded 
in escaping after being caught by this 
trap. The “Double-Jaw” is designed 
especially for trapping skunks. The con- 
struction of this trap is said to make it 
impossible for the skunk to gnaw off 
its foot and thus escape. The Hawkins 
Co., South Britain, Conn. 


Can Opener Package 


The “Dazey” can opener is now 
being packaged in a new carton which 
with its attractive design and _silver- 
foil wrapper makes it effective for 
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Christmas displays as well as the year 
‘round. On two sides of the package 
the name, “Dazey,” is stamped out 
boldly from a red, black, or green 
panel. The color of this panel also 
indicates the color of the handles of 
the can opener inside. This carton 
will also be used this year for pack- 
aging the “Dazey” triple ice crusher. 
Other of the company’s kitchen helps, 
including the “Super Juicer,” the 
“Sharpit” and nut cracker will also 
come specially wrapped as Christmas 
gifts. Dazey Churn & Mfg. Co., St. 
Louis, Mo. 


*Shinyheads” Cap Screws 


Have hexagon head, completely ma- 
chined top and bottom; sides parallel 
and smooth; top of head chamfered; 
bearing surface, washer faced. Faces 
are hexagon, smooth and mirror finish. 
Body is smooth, bright finish. Thread is 
uniform and accurate to close tolerance 
dimension to provide perfect fit to stan- 
dard gages. Completely machine turned 
point, flat and chamfered. Made in 4 
in. diameter to % in. diameter and 
packed in standard cartons, attractively 
labeled, each package contains a pack 
age stuffer for re-ordering to insure re- 
ceiving “Shinyheads.” The Ferry Cap 
& Set Screw Co., Cleveland, Ohio. 























Food Mixer And Display 


This “Twin-Power” food mixer, manu- 
facturer states, combines two units in 
one: heavy-duty power and light-duty 





speed and requires no units for oper- 
ating power attachments. Right-angle 
transmission of power has been elimi- 
nated, the attachment gears meshing di- 
rectly with the motor’s drive to receive 
the full power of the mixer-motor. This 
is said to provide greater convenience 
and efficiency since the food chopper, 
pea huller, and all other attachments 
slip into place as easily as the beaters. 
The selling display, illustrated, is now 
in production to aid dealers in merchan- 
dising this new mixer. Landers, Frary 


& Clark, New Britain, Conn. 
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| glenn Calking Compound 
has been a leader since 1908. 
Money cannot buy a better mate- j 
rial. Available in bulk and in} 


non-refillable metal cartridges for § He z 
use with the easily operated} ey BES 
Pecora High Pressure Calking & 
Gun illustrated. This Pecora Guh a _ 


outfit should prove a ready seller 
in your establishment. With it, 
any handy man can do a first 
class calking job at very little a... an 





PECORA PAINT COMPANY, Inc. 


Lawrence & Venango St. 














Phila., Pa. 


$6.50 
2 per cent disc. net cash with 


To approved credits 2 per cent 10 
F. O. B. 


With 3 Nozzles and 4 


Cartridges of approx. 1 qt. each 


THIS 
GUN 
Terms: 
order. 
days, 














Roofing Cements 
Furnace Cements 
Casement Putty 
va Metal Sash Putty 
WRITE Z Glazing Putty 
FOR Stove & Boiler Putty 
BOOKLETS Perfect Patching Plaster 













Established 1862 by Smith Bowen 





Philadelphia, Pa. 


Member of Producers’ Council, Inc. 
























Output Distributed Through the Jobbing Trade Ezclusively. 





READY FOR EVERY 
NEED AND 
EMERGENCY 


CHECK YOUR STOCK TODAY! 
100TH ANNIVERSARY 


NEW YORK 















Yuousbo 
likes IMPERIAL 


PLASTIC HARDWARE 





ARDWARE merchants who are put- 

ting in this line of Imperial Plastic 
Hardware tell us they have been sur- 
prised how these colorful knobs and 
pulls sell themselves. 

Everyone likes to dress up their kitchen 
cabinets and furniture so that it has the 
latest modern touch. With Imperial Plastic 
Hardware you can cash in on this trend. 

Imperial Plastic Hardware should not 
be confused with ordinary injection type 
cellulose acetate hardware. It is made of 
genuine thermo-setting plastics and is un- 
equalled in beauty. Acid and heat resist- 
ing. Does not shrink or crack with age. 

Available in seven rich. lustrous colors. 

Order a small stock now and see for 
yourself how profitable it is to handle 
Imperial Plastic Hardware. 

Write today for catalog pages. Address— 
JOHN H. GRAHAM 6 CO.. INC. 
Sales Agents for the Hardware Trade 


105 Duane Street 565 W. Washington St. 
New York City Chicago 


L MOLDED PRODUCTS CORP 
ee hicego, Ill. 





THE IMPERIA 

















HE sale of flashlights presents 

to the hardware retailer an item 
which he can successfully and profit- 
ably merchandise. A flashlight is 
an article of universal convenience 
and utility and it is an item of rela- 
tively low cost to the consumer. 

The problem in merchandising it, 
therefore, is not one of market but 
of merchandising. It is not to any 
great extent an article that will be 
especially sought out in most cases. 
It must be sold by suggestion. It 
must be presented to the customer’s 
attention when he is not conscious 
of the fact that he is interested in it. 
This requires good display. Good 
display involves three important 
points—careful selection of the num- 
bers to be displayed for their eye 
appeal, their style appearance and 
their price; attractive display set- 
ting and display pieces; good se- 
lection of the place for making the 
display. 

The buying of articles such as 
flashlights and batteries is very 
largely “impulse” buying. The cus- 
tomer buys on the “impulse” created 
by the suggestion of the displayed 
item. It is estimated that possibly 
as high as 80 per cent of flashlight 
sales may be classified as “impulse” 
sales. 

This impulse can be greatly aided 
by the attractive appearance of the 
light itself—its beauty of design and 
finish—its appearance of quality. It 
can also be materially affected by 
its price. A large proportion of 
flashlights are sold in the less-than- 
a-dollar price range. Usually such 
sales are stimulated by the sound 
psychological principle of the odd 
price and the underva dollar price 
figures. For this reason you will 
find a great range of attractive and 
good quality flashlights offered at 
the price range of 59, 69, 79 and 98 
cents. 

It is also important that the price 
include the necessary batteries, mak- 
ing the quoted price the complete 
cost to the buyer of the flashlight 
completely ready for service. This 
is especially true in the large vol- 
ume, low-priced numbers. 

Attractive new designs within the 
limits of usefulness, new. finishes in 
eye catching colors, in new combina- 
tions of metal finishes and in ap- 
pearance combinations are material 
aids in piling up the results of im- 
pulse buying and so the value to 
the store of flashlights and batteries 
as a profitable line. 

Attractive, colorful displays help 


Merchandising Flashlights 


greatly in speeding up turnover. To 
this end manufacturers are con- 
stantly striving to produce new, dif- 
ferent, high color value display 
pieces that will quickly draw the 
eye and at the same time lend them- 
selves to the space requirements of 
the merchant. They are designed to 
“pull” the eyes of the people who 
make up your general store traffic. 

A large proportion of available 
displays are designed primarily for 
counter use. Here they get good at- 
tention possibilities and have an op- 
portunity to attract buyérs who are 
making other purchases. It is be- 
coming more and more recognized, 
however, that floor or “island” dis- 
plays add greatly to the sales pos- 
sibilities for impulse purchase items 
and some notable displays of this 
type have recently been placed on 
the market. 

Such displays must be powerful 
salesmen with flashlights displayed 
preferably at a slight backward 
angle to offer an easy eye level for 
the customer’s vision. Again they 
must not take up too much room in 
the store. For instance there is a 
display of this type now offered that 
gives full view display of 11 flash- 
lights, with a considerable quantity 
of batteries and bulbs, that has real 
display power and at the same time 
actually requires less than 2 sq. ft. 
of floor space. 

Windows, of course, are always 
excellent locations for attractive dis- 
plays. Here both the counter and 
floor display styles can be used to 
advantage with a little planning of 
arrangement. Well designed floor 
displays can be made the center of 
a powerful flashlight window while 
smaller displays can be effectively 
grouped about the large display or 
built up into a display group by 
themselves. 


Retails Talks 


Merchants of Anniston, Ala., 
have lined up an educational pro- 
gram for fall to give them a fur- 
ther education in retailing, with 
speakers to talk at clinics on ad- 
vertising code, ethics in merchan- 
dising, returned good _ policy, 
anti-racketeering, better business 
bureau methods, discussions of 
worthless advertising examples, 
etc. This program is expected to 
bring more business to local mer- 
chants and lower overhead costs. 
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'|?m Satistied— 
To DER THE MANY USES MY CUSTOMERS FIND 
com RENTAL SANDER |; R-V-LITE VITAPANE fae 
be SHALLI BUY? | [una a A 
splay s | MAKE MANY EXTRA SALES FOR ME! , 
y the % Hardware stores every- | : 
them- where realize that a depend- | 
al able rental sander is a 
ts 0 “must” in order to meet 
ed to competition. But which 
who sander will you buy? 
raffic. 
lable It’s easy to decide when you consider the Lincoln 
for Speed-O-Lite Rental Sander is the oldest successful 
rental sander on the market with more than 2700 
d at- sold and in use by dealers everywhere for more 
than 8 years. Imagine! Records show only $1.79 
1 op- average upkeep expense per year on Lincoln ma- 
) are chines ! 
° H **Champion of 
: be- Streamlined Lincoln SPEED - 0 - LITE Caneel 
d i 1 pveprnncssgayead CAN BE USED WHEREVER GLASS IS USED 
ize Extravagantly handsome in design, Lincoln 
dis- — 0-Lite —_— sae. Reve ne PROFITABLE Bane s the fencing new glassy material that’s fast becom- 
s ‘or strong rental appeal. Gets up to NEW SALES the leadin seller! You make extra sales with R-V-LITE 
baseboards—puts a beautiful ball- W NE use your 
pos- room finish, free of waves or chatter- aaa shee so many 
tems marks. And, every rental means up more uses for it. 
to $5 per day in rentals alone, plus 
this plenty of PROFITS on sandpaper No Gis =. MUSTALE 
~ and floor finishing materials. J Wute Ww TAPANE) 
I More than ty.R ( ) 
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Clip this ad to your letterhead, or odels notation. disceler er 2 
mail a posteard today. Get a free of Serubbing brittle. Clean with cloth. oo 
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rful territory. No cost. No high-pressure Machines in Transparency er te at ik coe ae ie 
selling. Let Lincoln Speed-O-Lite tell the Lincoln Gadaenda, lone. Tour dans 
ayed its own story. Write today. Line tomers are Guaranteed 
vard Now. sia JOBBERS! | Sctivfaction Be Sure to 
fo Easy Terms Let You Pay Out of Only a Part of Your Pro’ som Excellent Terri- | LITE (VIT iTAPANE). Costs 
r doy, Samples Write mg Ai Much Than G Storm Doors Sun Porches 
they 49 L N ¢ 0 L N - S ¢ H L U E T E R WRITE FOR MONEY-MAKING DEALER PROPOSITION ond FREE SAMPLE 
nh im wick took Meee 18 COMPANY 
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These designs are from the 
distinctive GKS line of wall 
shelves. Use the handy 
coupon below to get more 
information on _ handling 
these outstanding items 
and many more like them. 
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; best brains of 


the hardware business were as- 
sembled at the Atlantic City Con- 
vention! 

The best wholesalers. 

The best manufacturers. 

The best retailers. 

The best sales managers. 

The best advertisers. 

The best salesmen. 

The best hardware editors. 

The best hardware publishers. 

The best speakers. 

On account of world conditions 
it was probably the most impor- 


tant hardware 


held. 
Addresses by well-known speak- 


ers covered almost every problem 
confrenting the hardware trade 
under present unusual conditions. 

These addresses covered—Prices, 
supply of goods, Government de- 
fense orders, housing, taxes, cred- 
its, labor, security legislation, etc., 
etc. 

1,700 attended the convention. 
About 1,200 manufacturers and 
500 wholesalers and others. 


convention ever 


* + * 


The major meetings had an at- 
teridance of about 500. It was im- 
possible for any one to attend all 
meetings as several meetings were 
held at the same time. Of the 


1,700 attending not over 500 list- 
ened to the leading addresses— 
1,200 returned home with only a 
smattering knowledge of the seri- 
ous and important subjects dis- 
cussed. 
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Many attend these conventions 
mainly to make personal contacts 
and to revive old friendships. This 
is a most important function of 
any convention. These meetings, 
year after year, keep alive life-long 
friendships. Now— 

The Convention Issue of Harp- 
WARE AcE of October 31, 1940, 
had a net paid circulation of 20,- 
574. Each copy is probably read, 
or glanced over, by three persons. 


So— 


Some 60,000 persons interested 
in the hardware business did not 
attend the convention and can only 
learn about this important conven- 
tion and what opinions were ex- 
pressed there by the best brains 
in the hardware business by care- 
fully reading the magnificent re- 
port of the convention made by 
the Harpware Ace. This issue 
has 214 pages of reading matter, 
pictures, and advertisements. Only 
an experienced publisher can ap- 
preciate the great skill, experience, 
and labor necessary to gather, 
write, edit, print and mail such an 
issue, only about a week after the 
convention, to more than 20,000 
subscribers. 

{LL THIS—is just preliminary 
to some things I wish to write in 
a more or less personal vein. May 
I ask your kind indulgence? 

I did not attend the convention. 
I intended to go but an important 
business deal that developed on 
that date made it impossible. I 
had been looking forward to meet- 
ing my friends of two generations 








It was a great 
disappointment to me. Then my 
usual article was frozen out by 
convention matters. Personally, 
therefore, I had nothing whatever 
to do with this Convention Issue. 
It, therefore, happens I can write 
this article about this issue with- 
out being accused of blowing my 
own horn! 

I am writing this article on my 
own initiative without any sugges- 
tions from the publishers of the 
HarpwareE Ace because I have 
always hated waste and I am sure, 
unless attention is especially called 
to this issue, all the addresses, talks 
and work done by so many people 
to prepare one of the greatest 
issues of this veteran trade paper 
will be wasted! 

What grounds have I for mak- 
ing this statement? Let me tell 
my story and make a few confes- 


sions myself! 
oa * * 


of hardware men. 


Being disappointed in attending 
the convention when the Harp- 
WARE AGE was laid on my desk 
I naturally glanced through its 
pages and sized up what had hap- 
pened. Then the idea popped into 
my head to really read and study 
this long account of the conven- 
tion. I went to work starting with 
the advertisement on the front 
cover and then, page by page, 
reading and making notes not only 
of the articles, editorials, address- 
es, but also of each and every 
advertisement. This task took 12 
hours of steady reading. / have 
been a subscriber to HARDWARE 
AGE for more than 40 years and 
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SPRING HINCES 


EBEST 


The most useful and 
satisfactory spring 
hinges for general 
use. The location of 
the two springs of 
each hinge on oppo- 
site sides of the door 
reduces oscillation 
when closing. 























; lf 
Over 2,000,000 Sold—50c Retail | 2 OMMER 
d JR. 


CAN OPENER | 


The Modern 
Kitchen Tool 





The “Open Champ” of house- 
hold kitchen tools, as adver- 
tised in leading magazines. 
Individually packaged — in 
dozen display cartons. Handy a 
DEMONSTRATOR display EDLUND ( 
t as illustrated, with cans, also 
available tree on request. 
Other household can open- 
r ers, wall and table styles; 
egg beaters; knife sharpen- 
ers, jar and bottle openers 
in the Edlund line of Mod- 
ern Kitchen Tools. 








ger’ het 





Double Action Standard i 
A my tg yy They permit the door 
to be opened all the 


way back to the wall if suitably hung. 


Ask your Jobber 


EDLUND CO. 
BURLINGTON, VT. 


Supplied with Button Tips when specified. 


Bommer Spring Hinge Co. — Brookiyn,N.Y. 
| Chicago Sales Office: No. 180 N. Wacker Drive 























A MOST REMARKABLE | 
TOOL FOR WOODWORKING’ | 






Get More Sales Action 
and Cash Results 


Ask any shooter — or any gun dealer — 
“what’s the most efficient gun cleaner in the 
market?”—and in the majority of cases the 


Every worker in wood—professional or ama- ‘ 
answer will be 


teur — can use this simple, handy tool to ad- | 
vantage. Forstner Auger Bits operate on an en- 
tirely different principle from ordinary bits—are HOPPE’S NO. 4 SOLVENT 
guided by a circular rim instead of a center. They ; 
bore any arc of a circle and leave a clean, polished because for over thirty-five years this “gun 
surface. Work well in hard or cross-grain wood. owner’s necessity” has given countless 
Perfect for scalloping, mortising or pattern work. shooters and gun dealers effective service. 
Ask your jobber for detailed information. If he In short, “Hoppe’s is a habit”. Our new 
cannot supply you, write us direct. booklet tells you why and supplies an answer 
Sizes available: For hand and machine boring, 14” to to practically any question you or your cus- 
14%” by sixteenths; for machine boring only, 1%” te 3” tomer may care to ask. It’s free. Write for 


[ae it. It will help you increase your Hoppe 
sales. 


PM TTNTTESTLTEROTA OMIM || anes wERANK A: HOPPE, Ine 
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this was really the first time I ever 
really read, studied and digested 
an entire issue! In my own mind 
I sized up the advertising, com- 
pared one ad with another and | 
not only learned a lot but decided 
that while many advertisements 
were first class, well worth study- 
ing, others were not so carefully 
and thoughtfully prepared and 
wasted money on valuable space. 
Some advertisers should study not 
only their ads but they should 
study what others are doing. It’s 
all there—all it takes is some crit- 
ical study. I also read slowly and 
carefully the addresses and I found 
a mine of facts and opinions well 
worth considering in these unusual 
times when so much depends on 
correct information and clear 
thinking on the part of every 
branch of the hardware business. 
I made marginal notes. I entered 
interrogation points and I have 
carefully filed this issue for future 


reference. I found the two Oliver 
Bros. price trend charts especially 
interesting. 

These price changes tell a story 
of their own. I wondered why 
some prices on important lines 
never seem to change. They seem 
to be “allergic” to changing con- 
ditions. 


Retail Clerks 


My friend Luther R. Stein of 
Belknap’s has a word for retail 
clerks, a subject that has always 
been close to my heart. 

But space will not permit me 
to analyze the various articles. I 
read until one o’clock in the morn- 
ing and when I went to my office 
the next morning I was surely well 
up on this convention and, I think, 
a better hardware man than ever 
before. I felt I was up to date. 

Several hardware men who had 
attended the convention dropped 





in to see me. They expressed sur- 
prise that I had not been there. | 
had some fun with them. I asked a 
lot of questions on problems dis- 
cussed at the meetings. They ad- 
mitted they had not heard the ad- 
dresses. How did I happen to 
know so much about the conven- 
tion? Then I pulled my marked 
copy of the HarpwarE AcE. One 
leading jobber on the Pacific Coast 
made a note to get a copy to study 
on the train going home. 

Another case was amusing. My 
visitor and I were studying an ad- 
vertisement of a well-known line. 
He was not satisfied with a com- 
petitive line he had been carrying. 
On my table was the large recent 
catalog of one of our leading 
wholesalers. Let’s see what line 
they carried? So we turned to 
the catalog and there we found 
this wholesaler had another line 
and devoted five full pages to the 
line, giving it splendid, intelligent 





Xmas Atmosphere for Gift Sales 


WO display suggestions for 
holiday gifts are contained in 
the displays used hy the Chase Brass 
& Copper Co., Waterbury, Conn., in 
its New York City showrooms at 10 
E. 40th St. The display table is di- 
vided for gifts “for him” and gifts 
“for her,” and is covered with a 
solid green, linen table cloth. One 
of the risers is covered with copper- 
colored paper on which chromium- 
finished gifts are displayed, while the 
other riser is covered with silver 
paper upon which copper gifts are 
displayed. 
In the window display the base of 
the window is covered with cotton 





Artificial snow 
and a Christmas 
tree provide a 
background in 
this attractive 
window display. 


The table is 
divided for 
gifts “for him” 
and “for her.” 





and sprinkled with mica snow and 
the copper and chromium-finished 
gifts are placed directly upon the 
cotton. The artificial Christmas tree 
is covered with silver icicles and the 
window background is covered with 
navy blue cloth over which are scat- 
tered sprays of artificial holly. The 
Santa sleigh and reindeer are cut 
from composition board and painted. 
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MR. RETAILER 
The following Ad: 





What to Give . . . motumr, 
Here's your “FE, SISTER, AUNT 


answer: Morthirs Quw 


| Set of Tools 





600d Te0Ls 


SINCE 1785 


A perfect Xmas Gift — Dainty lady's size house- 

hold cools stylishly finished in Blue and Ivory and $3.98 

Gift- packed in blue and silver container. 10 items. 

If unable to procure at your neighborhood store, will be 

shipped postpaid within ceasincnedl U. S. — Cash with order. 

THE PECK, STOW & WILCOX CO. 
Southington, Connecticut 














will appear in these 
consumer publications 


TIME ... CHRISTIAN SCIENCE MONITOR... 
HOARD’'S DAIRYMAN ... SUNSET... 


ORDER YOUR STOCK TODAY 














All America Wants 
CORY -Brewed 









Coffee and Tea! 


@ CORY-brewed coffee is smooth 
and delightful... rich with the 
true coffee flavor. No metallic 










taste, because no contact with 
metal, even in the filter. CORY- 
brewed coffee and tea are flavor- 













protected against boiling or long 
brewing. Models for every home 
and restaurant use. 





THE ss “< y 
cy” 
REG. US. PAT OFF 


COFFEE BREWER 





















@ Always sold complete! Included in the 
_ price are such deluxe fittings as: Hinged 
Decanter Cover; ‘Safety Stand” Funnel 
Holder; 2-tablespoon Coffee Measure; 
CORY Glass Filter ROD. Most models also 
have the famous Fast-Flo’’ Filter. Elec- 
tric units are 2-heat—heat-resisting glass 
by CORNING; every piece is beauti- 
fully decorated with platinum striping. 


Write for Latest Catalog 


‘GLASS COFFEE BREWER CORP. 







CORY cass FILTER 


w«“®F op 


325 North Wells Street, Chicago, Illinois 
sew eS aoe oe 


GIVEN WITH EVERY ! 
CORY BREWER! 


Sold separately. . 50c. Fits most glass 
coffee makers. Brews delicious coffee : 
and tea untouched by metal. 

Sune eaunseunaananewds 





Now’s the Time to Sell Savoil 


NEW LOW-PRICED 
COMBINATION HEATER-COOKERS 


VIOIG \Y 


R 
SEND PATER No. V101G — New, low- 
New H 0G priced combination heater 
CATAL and heater-cooker. Brown 


stippled steel finish. Avail- 
able in both one and two- 
burner models. Fast-movers 
for price-minded buyers. 








UNITED STOVE Gu., Ypsilanti, Mich. 
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IT'S A 


ever it was shown. 


you, we will. 


READING 





MIRACLE 
GRASS SHEAR 





JUST AS SOON AS POSSIBLE ask your jobber 
to show you this NEW MIRACLE GRASS SHEAR 


tha¥ outsold all other makes last season wher- 


Don't miss this opportunity to make your grass 
shear sales BOOM. If your jobber won't supply 


IT’S A MIRACLE—in sales and performance. 


The Keiser Manufacturing Company 


PENNA. 
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sales representation. “Well,” he 
remarked, “if this concern gives 
that line so much space it must be 
good.” He dictated a letter then 
and there to this manufacturer 
asking to have his salesman call! 
A first class wholesaler’s catalog 
makes a great selling manual. If 
I want to know the best selling 
“numbers” in any line I just refer 
to a mail order house catalog. 
It’s a sure and cheap way to gather 
a lot of information! 


How Was It? 


Here’s about the kind of talk 
when convention visitors return 
home. 

“Well—How was the conven- 
tion?” 

“Great. Big crowd there. More 
manufacturers than wholesalers.” 

“What was the main discus- 
sion?” 

“Whether manufacturers would 
be able to take care of defense 


business and also fill regular 
orders.” 

“What did the manufacturers 
answer?” 


“They said they would.” 

“What else was uppermost in 
wholesalers’ minds?” “They want- 
ed to know if prices would be 
advanced and how much?” “Man- 
ufacturers said prices were being 
controlled and_ they 
didn’t fear a run-away market or 
inflation very much.” 

Then I said what happens next? 
What did I mean? Just this. You 
turn in a nice fat expense account 
for your trip to Atlantic City—re- 
turn home—pass out a few words 
and resume your regular work at 
your desk! 


very well 


For the Absentees 


What about the 60,000 hard- 
ware men who didn’t have a chance 
to go? What about all your head 
men, sales managers, and sales- 
men? Don’t you think you should 
do something about the HARDWARE 
Ace account of the meeting? You 
grant it was a most important 
meeting. Now that I call your at- 
tention to the Harpware AGE 
story you are going to study it 
yourself. Fine! But what are 
you going to do to fully post and 
educate the important men in your 
organization? At least it seems to 
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me you should get out a sales let- 
ter on the subject. 

I mustn’t fail to tell this true 
I went over HARDWARE 
Ace with a manufacturer who just 
advertises a little now and then. 
He remarked—“I don’t believe it 
pays me to advertise in a trade 
paper. You see I advertise direct 
to consumers in the class papers 
and the farm journals. I go direct. 
If a retailer has calls for my goods 
he will soon add them.” 

My answer was, “I don’t think 
you grasp the greatest function of 
a business paper. A good one like 
HarpWaRE AGE is really educa- 
tional. It is the university of its 
It teaches, it’s the mouth- 


story. 


trade. 


piece of the industry, it gives the 
news. Outside of advertising it 
performs all kinds of free services. 
Imagine any important industry 
without a publication to reflect its 
thinking trends, processes, growth, 
etc.! The stability, the dignity of 
any business is advanced by its 
trade papers. If you are proud of 
being a hardware man did it ever 
occur to you that HaRrpwarE ACE 
has had a lot to do with you, and 
all the rest of “em, being proud 
they are hardware men?” Then I 
added. “Even if using your trade 
paper never sells a dollar’s worth 
for you, you owe it support, and 
regular support as the authorita- 
tive voice of your industry.” 


Know Your Money? 


(Continued from page 50) 


bill these are of distinctive style, 
firmly and evenly printed and are 
the same color as the seal. In 
counterfeits the style is different, 
poorly printed, badly spaced and 
uneven in appearance. 

Paper: Genuine bills are print- 
ed on a distinctive paper which 
contains very small red and blue 
threads. 

The leaflet states that rubbing a 
bill is no test of its genuineness for 
the ink will rub off either the real 
or the counterfeit. 

Counterfeit coins also constitute 
a hazard to every businessman and 
the following advice is given for 
their identification: ' 

“Ring all coins on a hard sur- 
face. Genuine coins sound clear 
and be'l-like. Counterfeits sound 
dull. 

“Feel all coins; most counter- 
feit coins feel greasy. 

“Compare the reeding (the cor- 
rugated outer edge) of a suspect- 
ed coin with one known to be 
genuine. The ridges on genuine 
coins are distinct and _ evenly 
spaced. On counterfeit coins they 
are poorly spaced and irregular. 

“Cut the edge of suspected coins. 
Most counterfeits are made of soft 
metal which can easily be cut with 
a knife. 

“Test suspected silver coins with 
acid. Scrape the surface and ap- 
ply a drop of acid. If bad, the 


coin will turn black unless it has 
a high silver content. Silver test 
acid solution may be purchased at 
any drug store.” 

It is stated that many Govern- 
ment checks are stolen and must 
be forged before they can be 
cashed. Anyone cashing such a 
check should know the payee and 
should either compare his signa- 
ture with the endorsement or re- 
quire good identification. In the 
case of WPA workers the several 
states issue identification cards 
with the worker’s number and sig- 
nature and frequently with his de- 
scription. All of these should be 
checked carefully, and when a 
check is presented bearing an ad- 
dress far removed from the place 
where it is being cashed it should 
be the object of suspicion. 

The leaflet concludes with the 
following advice to be followed 
when a stranger presents counter- 
feit money: 

“1—Do not return it! 

“2—Telephone police at once! 

“3—Delay the passer under any 
pretext. 

“4—-Avoid argument; if neces- 
sary, tell them the police will han- 
dle the matter. 

“5—Write down a description 
if the passer leaves. 

“6—Take the tag numbers of 
any car involved.” 


HARDWARE AGE 
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BY THE THOUSANDS E% 


NEW WHEELS 


fo 


OLD BARROWS 


* 
Each One A 
PROFITABLE SALE 


ype 
(Zero Pressure) Puncture-Proof 
Wheelbarrow Wheel for Harsh 
Service. No inflation problems. 





Here’s a new Cushion 


The spurt in industry due to 
the National Defense Program 
has greatly increased the de- 
mand for rubber tired wheel- 
barrow wheels—also wheels for 
industrial trucks, carts, port- 
table equipment, ete. The 
French & Hecht line enables 
you to meet this demand 
WITH PROFIT. There are 
HEAVY DUTY WHEELS countless prospects in your 
with 4.00 x 8” Tire with territory. Send for our new 
Inner Tube, In 2 or Catalog and Price List and you 
Ply, with Plain or Roller will recognize a worthwhile 
Bearings. sales opportunity. 





Write TODAY for New CATALOG and PRICE LIST 


FRENCH & HECHT, INC. 


WHEEL BUILDERS SINCE 1888 
601 EAST THIRD ST. DAVENPORT, IOWA 


AIR-TIRED WHEELBARROW WHEELS 








OS KINDLER WICKS 


o ~ 3 
— 


THE RAYBESTOS DIVISION 


OF RAYBESTOS-MANHATTAN, INC. BRIDGEPORT, CONN. 
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Here is the type of product that 
goes on your want list just as regu- 
larly as spring follows winter — so 
well established and so constant in 
its steady sale that it becomes just 
routine. Samson Braided Cords are 
in the Sure Sellers group — they 
lack the gambling thrill of gadgets 
and bargains but they sell, give 
satisfaction and pay a profit. 


Give these Sure Sellers a little 
counter display, a little extra sell- 
ing effort —and you will find sales 
can be increased substantially and 
permanently. 


Our Broided Cords include Samson Spot Sash 
Cord, Phoenix Sash Cord, Whale Clothes 
Line, Samson Mason's Line, and a wide 
voriety of other braided cords meeting all 
requirements for quolity ond price. Write for 
Catalog. 


N CORDAGE 








SHE’S 
ALWAYS 

















The CHORE GIRL ball shaped pot cleaner, 
knitted from a continuous ribbon of pure cop- 
per, is a steady all-year-’round seller—and a 
grand repeat item too! For once a woman has 
used The CHORE GIRL she'll never want to use 
any other abrasive cleaner. The CHORE GIRL 
becomes indispensable for cleaning jobs in the 
kitchen and around the farm. Keep The CHORE 
GIRL out front where your customers will see 
her and know they can buy The CHORE GIRL 
at your store. 

The CHORE GIRL is sold only through legiti- 
mate channels, never through church, fraternal 
organizations, or house to house canvassers. 


Order a two dozen carton from your jobber 


we today. 
x METAL TEXTILE CORPORATION am. 
wmen? ORANGE NEW JERSEY sit 











HERE’S A LIVE CHRISTMAS AD! 


S| Weed’s—Buffalo’s Gift Store 
| CHRISTMAS 
BICYCLES 


$21.59 

A $26.95 Valve 
Boy's double bar frame with coaster 
brake, truss fork, easy riding balloon tires. 


$21.89 

A $27.35 Velue 
Girl's balloon tired bicycle with skirt and 
chain guard, equipped with coaster brake. 





Seymour Smit 


OFFERS ae al 
A BiG be 


cor 


New, colorful No. 99A “Snap-Cut™ Pruner 
Deal. Balanced stock assortment. Fast Sell- 





ers, Smart merchandising display — com- 





plete advertising. 


$2.00 VALUE “MULTLPOWER” 
HEDGE SHEAR (8 INCH BLADES) | 


An 8 mm. Movie Outfit that includes the 


$26.59 move camare and # smooth 


operating 
jector. Here is a low cost outfit. economical 





. 
FREE IF YOU BUY A 990.20 Votes to operate, and one that gives perfect resulea, 
DEALS 1 & 2 TOGETHER. an tp eon bop aa 


“Popular-Price” Pruner Deal No. 100 


— popular styles in wide price range. 


Novel self-serving display box and com- 


plete advertising. 









teres 


“Multi-Power” Hedge Shear Deal <= mini- 





Called an Aqua Plorium, 


mum selected stock of best sellers. Smart . 
which preserves flowers in - 
definitely 


displays and other dealer advertising. 


New Grass Shear Deal — a profit group 
of high and low priced shears. Full adver- 





tising for store use. 


ASK YOUR JOBBER 


SEYMOUR SMITH & SON, INC. 
1101 Main Street Oakville, Conn., U. 8. A. 
Sales Representative John H. Graham & Co., Inc., 105 Duane St., New York, N. ¥ 


Prest-o-lite. it us installed on bastmaster 

the seering column, con- 
nected to battery. and deliv 
ere a fully ghied cigarene 














Dependable Outdoor Weath- Nautical Barometer. specie:- 
or " complete priced. made of walnut 





with brecket, porcelain en- 
emei finish to withstand all 
weather conditions. 



















There’s a Ming | == 
of Information | So 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 


Easel-type Black 
Boards with 
black writing 
surface and in- 
structive chart. 
Hardwood frame. tion. 






$1.58 

Rermerty 108 

A pet Bed Lamp which oes 
red 







t on reading 





China Play 
» _attrac- 





designed 
size pieces, 






windshield, horn 
wok keel play pedehn Hicely 
— —- Naame 


leedle 


Main at Genesee CLeveland 656! 




















By showing a wide variety of gift merchandise in Christmas adver- 
tisements, Weed & Co., Buffalo, N. Y., appeal to and make their 
advertising interesting to many people. Illustrations are uniform 
in size, items plainly priced, and copy is short and to the point. 














106 HARDWARE AGE 




















includes the 
pperatig pro- 
t, economical 
perfect results. 
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Left to right, seated: M. P. Trenne, Helena, secretary-treasurer; 
W. C. Wallace, Anaconda, president and Anton Nelson, Plentywood, 
vice-president. Standing: C. M. Wall, Helena, retiring president. 


Montana Dealers Protest 
Favoring Cooperatives 


ONTANA hardware dealers 

are opposed to any legislation 
giving cooperative groups an unfair 
advantage over retail establishments 
with which they compete, and are 
just as definitely opposed to the prac- 
tice of manufacturers and jobbers 
who advertise one price for their 
product, then allow it to be offered 
at cut prices when used as a pre- 
mium. These views are revealed in 
resolutions adopted by delegates to 
the 32d annual convention of the 
Montana Implement and Hardware 
Association, at a two-day session, 
Oct. 25-26, in the Rainbow Hotel. 
Great Falls. 

At the closing business session, W. 
C. Wallace of Anaconda, former as- 
sociation vice-president, was moved 
up to the presidency, succeeding C. 
M. Wall. of Helena. Anton Nelson. 
of Plentywood, was named as vice- 
president, succeeding Wallace. M. 
P. Trenne, P. O. Box 1005, Helena, 


is secretary-treasurer. 


Resolutions 


Other resolutions adopted as em- 
bracing views of a majority of the 
delegates hit at the practice of manu- 
facturers and jobbers in selling to 
consumers other than regularly-es- 
tablished retail dealers, hit at the 
practice of some manufacturers in 
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placing “excessive and unlimited” 
guarantees upon their products, and 
asserted manufacturers should bear 
the cost of carrying out the obliga- 
tions incurred by their warranties. 

Another resolution adopted by the 
convention hit as “unethical and un- 
fair” the asserted practice of jobbers 
and wholesalers in selling direct to 
such institutions as tourist cabins. 
apartment houses or similar con- 
cerns. 

Affirming the need for vastly in- 
creased defense expenditures, an- 
other resolution pointed out that the 
defense program will decrease un- 
employment and should therefore be 
followed by a drop in the relief load. 
This, the resolution averred, should 
be followed by a corresponding drop 
in state and local taxation. 


A Successful Year 
President C. M. Wall, of Helena, 


in his address told delegates: “This 
year has been one of the most suc- 
cessful business years of a decade 
for hardware and implement men of 
the state. Retail sales of imple- 
ments, major appliances and hard- 
ware have shown an average increase 
of 20 per cent over 1939. Cash has 
been more plentiful than for many 
years. Banks and finance companies 
are fighting to buy our good paper 








RedDewil, 
for QUALITY 


No. 024 






fe Hl! REODEvIE 


RED DEVIL PLATED GLASS CUTTERS 
New standard handles on all modern-line models 
perfect finger rest. Heavily plated — cutters literally 
PCy Ue ee) bronze 
axle. Pregreased. Rust proof 


DIAMOND 
POINT DRIVER 


Automatic. Drives points 
at machine gun speed 
into hardest wood—from 
any angle. Holds clip of 
100 Diamond points. 
Makes glazing easy. 













DIAMOND POINTS 
Madein \" and 4" 

100 to a stick. Will no 
c an be driven in- 
to hardest wood without 
gy Best made for 
sash, mes or mirrors. 

















TRIANGLE POINTS 


Made of pure zinc and zinc 
coated in 6 sizes. Handy 
‘packages of 2 oz. to 1 Ib. 
with 






WALL SCRAPERS 
PUTTY KNIVES 
WOOD SCRAPERS 


Best in performance be- 
cause they are best in 
quality. 













Send for Catalog 
LANDON P. SMITH, inc 


IRVINGTON, N. J. 


THE 
PRIZE 
GIFT 

for 
JUNIOR, 
DAD and 
GRANDPA 





Feature Handeé—the original tool of its 
type, the favorite in industry and today’s 
leading hobby tool. More Handees in 
use than all other makes combined, be- 
cause of precision performance, unequaled 
smoothness and safe speed. 


Our extensive national advertising sends 
buyers to- you. This attractive Demon- 
strator on your counter will sell them a 
Handee and then you have year-around 
customers for accessories. 

Standard Model $10.75 with 3 Accessories. 
De Luxe Model $18.50 with 7 Accessories 
Ultra de Luxe Set (De Luxe Handee and 
45 most popular Accessories in metal carry- 
ing case) $25.00. 


Demonstrator requires only 2 sq. ft. of 
space. Send for yours today, also Special 
Deals and full information on Accessory 
Counter Case. 


CHICAGO WHEEL & MFG. CO. 
Makers of Quality Products for 40 Years 
1101 W. Monroe St. Dept. HA Chicago, Il. 
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BELT LACING 







_STEELGRI 





A stronger lacing for all types of 
belts. Put on with a hammer — 
easily penetrates the toughest belt. 
Clinches smoothly into belt, com- 
presses ends, prevents fraying, makes 
a permanent ‘“‘humpless’’ joint. 
2-piece hinged rocker pins provided, 
8 sizes. In boxes, handy packages, 
cartons and long lengths. Recom- 
mended for conveyor belts and heavy 
drives — especially drives operating 
under cutdoor conditions. 


WIREGRIP , 


BELT HOOKS 
















Preferred be- 
cause they are 
handled safely, 
and quickly. 
Patented blue 
aligning card 
holds hooks, even shortest ends in 
perfect alignment — every hook is 
used, no card waste. Fit Wiregrip 
or any other standard = lacers 
Available in 6 sizes 


S MENCERS P 
A necessity at harvest time. Keep 
binders running — repair binder 
slats easily and quickly right on 
the field. Get your share of this 
profitable market. 
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TARMSTRONG- BRAY 


“The Belt Lacing 
People” 






304 Loomis Ave., 
CHICAGO, U.S.A. 





THEY’RE BUYING SPEEDY 


SPRAYER OUTFITS NOW! 





This is the season. 100% oil-less 
Speedy Sprayers for home workshop, 
school or small manufacturing. Pro- 
fessional type, sprays paint, enamel, 
lacquer, varnish, water paint, insecti- 
cides. Special chuck inflates tires. 
Portable, powerful, 5 to 8 times 
faster than brushing. 


DEALERS: SEND FOR CATALOG 
Complete Ilustrated catalog, price fist. ais- 
counts; W. R. Brown low cost spray . 
Electrie models list from $7.85 up. Avute or 
tractor power models, $2.70 up. Sold at 
dealers only. 


W. R. BROWN CORPORATION 
5724 Armitage Avenue, Chicago, Ill., U. 8. A. 














without recourse. Collections are in 
excellent volume. Stocks are cleaner, 
charged off accounts are smaller and 
net profits are larger.” 

Speakers on the program were 
Hobart M. Thomas, of Indianapolis, 
director of extension activities for 
the N.R.H.A., and Paul M. Mulliken, 
St. Louis, executive secretary of the 
National Retail Farm Equipment 
Association. 

Mr. Thomas outlined in detail the 
service of the N.R.H.A. 

Mr. Mulliken said the recipe for 
successful business operation is still 
the same as it was summed up by 
the late John D. Rockefeller. “You 
can’t do today’s job with yesterday’s 
methods, and expect to be in busi- 
ness tomorrow. 


Planned Programs 


He stressed that the successful 
hardware merchant of today must 
operate with a carefully planned pro- 
gram of sales and sales promotion, 
plus the basic requirements of a 
good stock and capable help. He 
concluded by pointing out that “the 
indifferent of today is the insolvent 
of tomorrow.” 

Principal speakers on the last 
day’s program were Fred Bennion, 
secretary of the Montana Taxpayers’ 
Association, and E. H. Bertschi, Chi- 


cago, manager of collections for the 
International Harvester Co. 

Mr. Bertschi said successful credit 
procedure involves three major ele- 
ments concerning the buyer. The 
first is the customer’s reputation for 
honesty, and “there is no substitute 
for character in credit expansion,” 
he told his listeners. Additional im- 
portant elements, he said, are the 
buyer’s financial responsibility, and 
his earning capacity. He character- 
ized the last as perhaps the most 
important. 


Time Sales 


Importance should be attached to 
the down payment on time sales, Mr. 
Bertschi declared. It should be sufh- 
cient to represent a real investment 
by the purchaser. Where initial pay- 
ments are of this caliber, collection 
difficulties are reduced to a mini- 
mum, since the equities purchased 
with the large down payments are 
sufficient to give the buyers a vital 
interest in keeping up deferred pay- 
ments, he said. 

In his talk, Mr. Bennion stressed 
that increased federal taxation is 
certain, to meet the cost of necessary 
national defense measures. Hence, he 
said, industry should present a 
united front against any proposed 
state or local taxes which may in- 
volve higher taxes. 





Model Plane Kits Increase 
Store Traffic 


(Continued from page 45) 


a kit in our store was entitled to 
enter the contest. Models were 
judged on general ,neatness and 
workmanship and it was not neces- 
sary for the models to be able to 
perform. The provision was also 
made that extra trimmings, not in 
kits, could be added to models 
entered. Although each entrant 
was permitted to enter as many 
models as he or she wished, the 
provision was made that but one 
prize could be won by any con- 
testant. There were two classes— 
“A” for contestants under 16 years 
of age, and “B” for those over 16 
years of age. Class “B” entries 
had to be 32 inches or larger. 
When entrants brought in ’planes, 
they were given receipts for them. 

Boat kits and railroad train 
models are also carried, these 
usually being bought by older 


men. Sales of these kits are for 
larger amounts than the airplane 
kits. Boys grow up fast. With the 
increase of their buying capacity, 
the boys who come into the store 
every few days to buy airplane 
model supplies soon have their 
eyes on such items as .22 rifles 
which they get as soon as pos- 
sible. Then they need cartridges, 
etc., and steady customers have 
been made. In the two years since 
the installation of the model de- 
partment a number of boys have 
“graduated” into customers for 
tools, paint and sporting goods. 

Sales of hobby materials are 
always satisfactory because the 
customer is pleased to have some- 
thing new on which to work. 
Groups of excited, interested boys 
making a store their shopping cen- 
ter are certain to bring in other 
customers. 
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Designed for moving stoves, parlor furnaces, radios 
and for general freight handling. When platform 
is lowered it is pushed under the load then handle is 
pulled toward operator to raise. To release load 
operation is reversed. Spring lock holds platform in 
raised position when loaded. Handles large, heavy 
boxes with ease .. . indispensable in store or ware- 


house, 

The Baltzly Truck has an overall length of 72”... 
width 13” .. . height of platform (lowered) 4%” 
(raised) 7” ... size of platform 10 x 36” . . diameter 


of wheels 44%” .. . Model No. 9320 with metal wheels 
. .. Model No. 9321 with rubber tired wheels. 





CAPACITY 
1000 LBS. 











Order from 
your Jobber 





ARCADE 


HARDWARE & TOOLS 


ARCADE MFG. CO. 
1201 Shawnee St. 
FREEPORT, ILLINOIS 








The Low Cost Lift Truck’ 


| satisfaction and your profit 


SELL 
THE 
BEST... 








| 
| 
| 
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SEM 
BUCKEYE 
RIVETS 


They cost no more than ordinary rivets, yet 
each one is backed by 70 years of TR&S Co. 
| experience and integrity. Thus your cus- 
tomers are assured complete 


is the same as for ordinary 
brands. 


TUBULAR RIVET & STUD CO. 
World’sLargest Manufacturers of Tubular and Split Rivets 
WOLLASTON (Boston) MASSACHUSETTS 
New York Chicago Detroit Indianapolis San Francisco 
Nashville Dallas St. Louis 

















Follow the LEADER 
In “Want Ad” Advertising— 


In every trade there is always a leader. |n 
the Hardware Trade it is Hardware Age. 
Classified as well as National advertisers 
have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 
ployer and employee. 

Those who contact the hardware trade 
know from experience that HARDWARE 


AGE is the logical medium to use to secure 
RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 









20”EXTRA 


On Every 


Solder Sale! 
.. 











| “That's what SURE-FLUX Acid 
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& Rosin Core Solder does for 
me.” 


Dealers—SURE-FLUX costs you from 15% to 25% less than 
other brands ... yet retails for the same price. So get in on 
this extra profit. Ask your jobber about SURE-FLUX and the 
extra 20%. Available in % Ib., 1 tb., 5 lb., 10 tb., 25 Ib., 
and 50 Ib. Spools. 





Our Guarantee 


SURE-FLUX Acid and Rosin Core Solder is 
manufactured of 40% Virgin tin and 60% 
Virgin lead, according to A.S.T.M. Class A 
specifications. 


We have been making core solder 
exclusively for 15 years. 


FREE DISPLAY CARTON 
HELPS YOU SELL! 


ASK YOUR JOBBER! 


NEW YORK SOLDER CO. Inc. 





15 Crosby Street, New York, N. Y. 
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HE lights in the re- 


tail hardware store of Tracy and 
Rogers are still burning although 
the clerks have gone home for the 
day. George Rogers, the junior 
partner, is seated at a desk in the 
rear of the store looking over some 
advertisements. William Tracy, 
the senior partner, walks down the 
aisle and places the October 31 
issue of Harpware Ace on the 
desk in front of Rogers. 

TRACY: Well, here it is at last! 

ROGERS: Gosh Bill, I thought 
it would never reach me. Why the 
delay ? 

TRACY: Well there was a lot 
of interesting material in it. That’s 
nothing new, however, for it’s al- 
ways full of information. But this 
issue contained the story of the 
joint convention of the National 
Wholesale Hardware Association 
and the American Hardware Man- 
ufacturers’ Association at Atlantic 
City, N. J. It’s one of the most 
interesting convention reports I 
ever read. 


ROGERS: Must have been judg- 
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ing by the length of time you 
hung onto it. 

TRACY: It was and it affects 
every hardware dealer in the coun- 
try. You might say that the key- 
note of the convention was the Na- 
tional Defense Program and _ its 
effect on the hardware industry. 
If that doesn’t affect us what does? 
It reaches down into every nook 
and corner of American life and 
it should. 

ROGERS: You've said some- 
thing there, Bill. 

TRACY: I know I have and 
those speakers said something too. 
Look at some of the subjects they 
discussed——“‘Cooperation Between 
Government, Labor, Commerce 
and Industry”; “Problems of Loss 
of Intelligent Labor and Priorities 
on Defense Orders Face Manu- 
facturers”; “Manufacturer Must 
Supply Defense Needs First Also 
Maintain Stocks of Materials and 
Labor”; “Wholesalers Must Ad- 
just Businesses and Cooperate 
Closely With the Defense Pro- 
gram”; “Low Prices Brought 


About by Government Buying 
Soon Reflect Themselves in Whole- 
salers’ Commercial Markets.” And 
that’s only a part of it. There’s 
plenty more. And it’s all vital. 

ROGERS: [Il say it’s vital. 
Where does the retailer get off if 
the National Defense Program has 
priority of everything? 

TRACY: Well, it’s a_ little 
early in the game to say. But 
I do know that Harpware AGE 
has something to say on the sub- 
ject. It’s in the nature of a sug- 
gestion—I wouldn’t go so far as 
to say it’s a warning. It comments 
upon the fact that during the last 
war period—from 1916 to 1919 
to be exact—that distributors were 
faced with shortages and delays 
and that the manufacturers’ “bread 
and butter” customers played a 
very low second fiddle to Govern- 
ment orders. It says that the Gov- 
ernment and preparedness come 
first and that it’s the patriotic duty 
of every manufacturer to realize 
the fact. Government business will 
be big business but it won’t last 
forever. And it makes the sug- 
gestion that manufacturers would 
do well to recognize that fact and 
to do everything in their power 
to “minimize delays, shortages, in- 
conveniences, etc., in the handling 
of his bread and butter business.” 
Business can’t be allowed to stag- 
nate at any time. The business 
man is the man who eventually 
pays his country’s bills and those 
bills aren’t on order. 

ROGERS: That’s mighty in- 
teresting comment, Bill. 

TRACY: It is interesting. And, 
more to the point, it’s true. It’s a 
sure bet I’d patronize the man who 
remembered me. Gosh, it’s only 
human nature to do that. And the 
manufacturer should remember 
the fact that his business will be 
going when this program is a thing 
of the past. He should keep his 
name before his buying public and 
advertise. If he doesn’t he'll be 
the loser. Golly, I can’t be orig- 
inal. Harpware AGE said that too. 
Well, it all goes to prove the fact 
that a real, live business publica- 
tion anticipates and dictates the 
thoughts of a good many of its 
readers. This paper does it. 

ROGERS: Ive always said it. 
And now suppose we start home? 


It’s been a long day.—G.M.S. 
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World’s Standard for Half a Century 


SAND'S-STEVENS 
SURFACE AND LINE 


“FACTORY 


SAND’S LEVELS 


TELL THE TRUTH 
SAND’S LEVEL & TOOL CO. 


CARPENTERS’ WOOD 
AND ALUMINUM 


TILE SETTERS’ WOOD 
AND ALUMINUM 


8631 Gratiot Ave. Detroit, Mich. cule 


WRITE 








BUILT-IN ACCURACY” 


FOR CATALOG 
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Press MOORE PUSH-PIN CO. 
a \ 113-125 Berkley Sr. 
HA "Ty Phila., Pa. 7 
TWIST 





















Every minute raee 
of every day S 


someone is buying 


MOORE 


PUSH-PINS & PUSHLESS HANGERS 


NATIONAL ADVERTISING 
is telling millions that there is 
no satisfactory substitute for 
MOORE Push-Pins and Push- 
less Hangers. 

Let customers know yow carry 
the complete MOORE line. Get 
the MOORE Display Cabinet. 
Sent FREE by your jobber with 
order for 72 assorted packets. 
Write him today. 




















Swing - O ~- Cent ene a 
For Low Cost Housing 


Enables contractors to build good 
overhead garage doors at rock bot- 
tom prices. Distributors receive a 
nice profit and quick turnover. 
Write today for circular. 
Dependable Products Since 1888 

COBURN TROLLEY TRACK CO. 
4011 Harding St. Holyoke, Mass. 











With Gardiner Quality 


You'll win and hold the 
cream of the big, profitable 
package solder market when 
you stock and display this 
nationally famous line. Ask 
your jobber for details on 
fast - selling Repair - All 
Household Package and 
leaders with 1, 5 and 20- 
pound spool buyers. 


2 BICYCLES - ROLLER SKATES 
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D. P. HARRIS HDW. & MFG. COMPANY, INC. 
ROLLFAST BUILDING » NEW YORK, N Y 








R. MURPHY'S stay-sHarp | 


SHOE KNIVES A COMPLETE LINE 


Ravacwe 
%, : 
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a The most popular line of shoe knives 
: backed by 90 years of knowledge and ex- 

Oyster Knives ° + 
Skiving Knives perience in the manufacture of high grade 
Rubber Knives knives. All R. Murphy knives are made 
Clam Knives . : ‘ 
Mackerel Knives of the finest work knife steel, especially 
Cigar Knives processed, uniformly hardened and_tem- 
Pruning Knives ~ ° . P ° 
Oileloth Knives pered. Each knife is designed to do its 
Butcher Knives rticular j é i ell. 
— particular job and do it wel 

Kitchen Knives Write for complete Catalog and Price List 


Stencil Knives ROBERT MURPHY'S SONS CO., Ayer, Mass. | 
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PLIERS — NIPPERS 
PUNCHES — PRUNERS | 








FOR DEFENSE— \°,. 
FOR PRODUCTION— ; 
BERNARD TOOLS ALWAYS 
MEET THE DEMAND _ 


Ask your jobber 


THE WM. SCHOLLHORN CO. 


414 CHAPEL ST., NEW HAVEN, CONN. 


© 
% Pace 
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ASK YOUR SUPPLIER ABOUT 


A 1 ] (} Y R BATHROOM & KITCHEN FIXTURES 


FOR TOP SALABILITY OAKVILLE, 


1940 





CONNECTICUT 


WRITE FOR CATALOG INSERTS 












































































Embury Mfg. Co.,Warsaw, N.Y. 
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New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 


HARDWARE AGE 


100 E. 42nd St, New York City 
@ 


@ Up, up, up in sales goes the 

new smaller size Air Pilot. It’s as 

fast selling as its big brother, the 

No. 2 Air Pilot, and is that moving! 
Now in 2 Sizes 


Ne. 2 Air Pilot ¢ No. 1 Little Air Pilot 
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Alabama, Retail Hardware Associa- 
tion of, May 14-16, 1941, at Montgom- 
ery. Headquarters, Gay Teague Hotel. 
Exhibit at Auditorium. Secretary, J. H. 
Crowe, 41 N. 21st St., Birmingham. 

Arkansas Retail Hardware Associa- 
tion, Feb. 10-12, 1941, at Little Rock. 
Sessions and exhibit at Marion Hotel. 
Secretary, George L. Turner, 322 E. 
Markham St., Little Rock, Ark. 

California Retail Hardware Assn., 
Feb. 18-20, 1941, at San Francisco. 
Hotel headquarters and sessions at the 
Hotel Whitcomb. LeRoy Smith, 417 
Market St., San Francisco, is secretary. 

Carolinas, Hardware Association of 
the, June 10-12, 1941, at Asheville, 
N. C. Hotel headquarters and sessions 
at the George Vanderbilt Hotel. Sec- 
retary C. B. Gladden, 407-11 Com- 
mercial Bank Bldg., Charlotte, N. C. 

Housewares Mfrs. Assn., annual 
housewares and major appliance ex- 
hibit, Jan. 5-10, 1941, at the Palmer 
House, Chicago, Ill. Association head- 
quarters Rooms 628, Palmer House, 
Chicago. 

Illinois Retail Hardware Association, 
Feb. 25-27, 1941, at Chicago. Sessions 
and exhibit at Sherman Hotel. Secre- 
tary, C. G. Gilbert, 1155 Merchandise 
Mart, Chicago. 

Indiana Retail Hardware  Assn., 
Jan. 28-31, 1941, at Indianapolis. Ses- 
sions and exhibit at Murat Temple. 
Managing director, G. F. Sheely, 333 
N. Pennsylvania St., Indianapolis, Ind. 

Intermountain Asséciation, Jan. 15- 
17, 1941, at Boise, Idaho. Sessions at 
Boise Hotel, Boise. Secretary, Frank L. 
Winzler, Chamber of Commerce Bldg., 
Boise. 

Iowa Retail Hardware Assn., Feb. 
11-14, 1941, at Des Moines, Iowa. Head- 
quarters and sessions, Hotel Savery; ex- 
hibit, Coliseum. Secretary Philip R. 
Jacobson, Mason City, Iowa. 

Kentucky Hardware & Implement 
Assn., Jan. 21-23, 1941, at Louisville. 
Hotel headquarters, sessions, and ex- 
hibit at Seelbach Hotel. Secretary, 
J. M. Stone, 1009 Seelbach Hotel. 
Louisville. 

Michigan Retail Hardware Assn., 
Feb. 11-14, 1941, at Grand Rapids, 
Mich. Headquarters and sessions at 
Pantland Hotel; exhibit at Auditorium. 
Secretary, H. A. Daschner, 1112 Olds 
Tower Bldg., Lansing. 

Minnesota Retail Hardware Assn.. 
Feb. 18-21, 1941, at St. Paul. Hotel 
headquarters, Lowry Hotel; sessions 


Coming Conventions 
and Events 


Corrected each issue 
according to latest data 


and exhibit, Municipal Auditorium. 
C. J. Christopher, Nicollet at 24th St., 
Minneapolis, is secretary. 


Missouri Retail Hardware Assn., 
Feb. 25-27, 1941, at St. Louis. Sessions 
and exhibit at Municipal Auditorium. 
Louis C. Kreh, 323-324 Wainwright 
Bldg., St. Louis, is secretary. 


Mountain States Hardware and Im- 
plement Assn., Jan. 13-15, 1941, at Den 
ver, Colo. Sessions at Cosmopolitan 
Hotel. Secretary, John T. Bartlett, 637 
Pine St., Denver. 


Nebraska Retail Hardware Assn., 
Feb. 4-6, 1941, at Omaha, Neb. Hotel 
headquarters and sessions, Rome Hotel. 
Exhibit, Municipal Auditorium. Sec- 
retary, Edward C. Hermanson, 325 In- 
surance Bldg., Lincoln. 


New England Hardware Dealers’ 
Assn., Feb. 25-27, 1941, at Boston, 
Mass. Hotel headquarters, sessions and 
exhibit at Hotel Statler. Secretary, 
Russell R. Mueller, 140 Federal St., 


Boston. 


New York State Retail Hardware 
Association, annual convention, Feb. 
11-14, 1941, at Seneca Hotel, Rochester, 
N. Y. Exhibit at Convention Hall. 
Secretary N. H. Kiley, 508 Hills Bldg., 
Syracuse. 

North Coast Hardware and Imple- 
ment Dealers Association, Jan. 22-24, 
1941, at Seattle, Wash. Secretary, D. D. 
Stewart, American Bank Bldg., Seattle. 


North Dakota Retail Hardware 
Association, annual convention, March 
4-6, 1941, in Fargo, N. D. Headquar- 
ters, Gardner Hotel. Exhibits at Audi- 
torium. Secretary, Louise J. Thompson. 


21 Clifford Bldg., Grand Forks. 


Ohio Hardware Association, annual 
convention and exhibit, Feb. 18-21, 
1941, at Cleveland, Ohio. Sessions at 
Hotel Statler, exhibit at Auditorium. 
Secretary, John B. Conklin, 175 S. High 
St., Columbus. 

Oklahoma Hardware & Implement 
Assn., Feb. 4-6, 1941, at Oklahoma City, 
Okla. Headquarters, sessions, and ex- 
hibit at Municipal Auditorium. Secre- 
tary, Charles F. Nelson, 301 Key Bldg.. 
Oklahoma City. 

Pacific Northwest Hardware and 
Implement Assn., Dec. 2-3, 1940, at 
Spokane, Wash. Sessions at Desert Ho- 
tel. Secretary, James B. Channing, 318 
Hutton Bldg., Spokane, Wash. | 

Panhandle Hardware and Implement 
Association, Jan. 27-28, 1941, at Ama- 
rillo, Tex. Sessions at Herring Hotel. 
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Picture 
A Hanger and 
Picture Cord 

Display 


Established 1872 


We also have a similar display of 10 ct. Wire Assortment—galvanized 
and copper. These displays are colorful and strong. Filled with only 
salable stock. 


Send for Circulars of the TATE line of Picture Hangers, Coil Wire, 


Cup Hooks, Master Keys, Drapery Hooks, Mirror Clips, Picture Cord 
and Spooled Wire. 


E. H. TATE CO., Boston, Mass., U. S. A. 


Sales Offices also in: 
CHICAGO NEW YORK LOS ANGELES 

















on N NG ON 
’ catio aN! VENT! 
we puBat GU N cLP ent RUST var ETO 









Ett ER ott Rv 
B Get ov “ acid- s AVA val ves yaa s AVAG J aintains * a 
save ppsolot "fas su Effectively, Sao d copper special eres set 2 chet mun bore 

A aise TT pot i's aw gna sm residues un I aparrels- protective 

& 

free, wil (OF fachod- : << 25c 

perio’ ce lu! pric Te retail, Cc > 

mach! + bottle 

fo retail Cc 


Now ADVERTISED 


KIT OF ALL 3 PREPARATIONS fo retail 70c *° *"°°"*** 
x ‘ ORDER FROM YOUR JOBBER 
mY! AX kK Eee) tol CV ile] MEGS DEPT. 1-52, UTICA, N.Y. 


Make WINTER MONTHS PROFITABLE 


with 


FULTON AIRMOISTENERS 


A Complete Line 
Dealers are selling thousands right 
now for use in homes and offices. Low 
cost makes sales easier and faster! 
HEALTHIFIER (shown). Fits between 
radiator coils where heat and evapora- 
tion are greatest. Concealed water 


knocks but once!” That pan cannot tip over. 
HUMIDIFIER AND SHIELD —-For floor or wall registers. Shield 























Stop, Look ana Listen— 


™ 
#4 





It is said: “Opportunity 





prevents dust streaked walls. 
depends upon the “door”. AIRMOISTENER—_Fastens to ragiator top. Holes in three sides 
of twin water pans assure ample evaporation. 
H ; IMPORTANT! = Healthifi 1 Humidifier—a nade of one-piece 
Opportunity 1S constantly } rust-resisting ia. “ "No Soldered Joints! or Peo 
. Ask Your Wholesaler About Our Low Prices 
305 EIGHTH AVENUE : FULTON, ILLINOIS 








CLASSIFIED 
OPPORTUNITIES DEPARTMENT display stand 


FREE 


gust buy & dozen 
Velb.CROSS TACKS 
Send your copy with remittance to— 


HARDWARE AGE | ditt all in 
A | 
00 rari Oppertntior Dent. PLO ROSS 


| EAST JAFFREY,N. 






in every issue of Hardware Age. Here the advertise- | 
ments under Positions Wanted, Help Wanted, Accounts | 
Wanted, Sales Representatives Wanted and rae | 





Opportunities are proving real opportunities for hardwaie 
men who are looking for help as well as those who are | 
seeking positions. 
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e@ Can be used with gun or knife 
or crack 








—— EEE Eee, 
KOLOR - ROX 


A Concrete Floor Dye 
and Self-Polishing Wax 


a A floor dye that penetrates pores of cement. Water 
proofs, dust-proofs-—will not crack, chip, or wear 
TAMMS Self-Polishing WAX gives added beauty 
and protection to dyed surface. 
ors os dye, and clear solution for waxing wood and 
linoleum floors 


TAMMS Double Duty 


CAULKING COMPOUND 


Will not dry out 
Made of finest ingredients and especially 
resilient. Comes in bulk or cartridge form Write 
for SPECIAL FREE CAULKING GUN OFFER 


R. C. B. CLEANER 


LINDEX 


@ A casein water paint that @ Removes varnish, shellac, 
covers in one coat. Wash- ete Cleans and bleaches 
Supplied in paste or dirty floors of wood, 
powder form Fast «drying and linoleum. Can be used 

economical. 48 paint cleaner 


TAMMS PAINT MIXER 
and AGITATOR 


e Makes old paint stock like new 

Will boost your paint sales. 
Handles all size cans, pints to 
vallons. Guaranteed construction 







NO RISK—ORDER NOW! 


$47.50 


Less motor 
AC, % H.P. 
110 W. 


@ Write for New Catalog Today! 


TAMMS SILICA co. 


228 N. LASALLE ST. CHICAG 





Pict thus 


DISPLAY 





@ Put this display of Alligator Steel Belt 
flee in a good spot where it will attract 
the attention of your farm and shop cus- 
tomers. You will be surprised how man 
Handy Packages of Alligator you can sell 
if you point out how much trouble it 
saves to have the lacing on hand before 
a belt breaks. When you sell Alligator you 
sell insurance against belt trouble and your 
customers will thank you for calling it to 
their attention. 

This display carton No. 420 contains 
twenty Handy Packages of the four most 
oa ular sizes—five packages each of No. 
5 20S, 25-S and 27- Each Handy 
Package contains two sets of lacing for 6” 
belts complete with rocker hinge pins and 
handle —— pin. The four sizes will 
handle e lacing of belts from 4" to 


x 4 {20 Displ A 

°. ispla ssortment 

List price....... of Rey $13. 00 
Subject to regular trade discount. 


Order from your Jobber 


FLEXIBLE STEEL LACING CO. 
4616 Lexington St. 


Chicago, IIl. 


ALLIGATOR 


ad Ce 


STE E L BE LT LAC ING 






Comes in same col 








ASSORTMENT 











Secretary, C. L. Thompson, Canyon, 
Tex, 

Pennsylvania and Atlantic Sea- 
board Hardware Assn., Jan. 28-31, 1941, 
at Pittsburgh, Pa. Headquarters, ses 
sions, and exhibit at William Penn 
Hotel. Secretary, W. Glenn Pearce, 400 
N. Broad St., Philadelphia. 

Southern California Retail Hard- 
ware Association Conference, Nov. 13. 
1940, Santa Monica Deanville Club, 
Santa Monica, Cal. Secretary, J. V. Guil- 
foyle, 626 Rives Strong Bldg., Los 
Angeles, Cal., is sponsoring the con- 
ference which will be devoted to retail 
problems. 

Southern California Retail Hard- 
ware Assn., Feb. 25-27, 1941, at Long 
Beach. Hotel headquarters, Hilton 
Hotel. Sessions and exhibit, Municipal 
Auditorium. . Secretary, J. V. Guilfoyle, 
626 Rives Strong Bldg., Los Angeles. 

South Dakota Retail Hardware 
Assn., Jan. 28-30, 1941, at Sioux Falls. 
Hotel headquarters, Cataract Hotel ; ses- 
sions and exhibit at Coliseum. Ear! 
Erlandson, Cottonwood, is secretary. 

Texas Hardware & Implement Assn., 
Jan. 21-23, 1941, at Dallas. Hotel head- 
quarters, sessions, and exhibit at Hotel 
Adolphus. J. D. Martin, Jr., P. O. Box 


1193, Bryan, is secretary. 


Tennessee Retail Hardware Associa- 


tion, Feb. 4-5, 1941, at Nashville. Sec- 
retary, Robert Boswell, Box 68, Chatta- 
nooga. 


End of Property Rights 


T HE steady growth of social 
curbs on individual liberty 
raises serious questions. Where is it 


to stop? What is every man’s castle, 


or has he a castle sacred against the 
encroachment of public interest? 

At first there was a tendency to 
restrict only in order to maintain 
the public health or safety or mor- 
als. Today, conservation of natural 
resources, maintaining esthetic sur- 
roundings. securing neighbors 
against spite, and zoning laws are 
everyday illustrations of the spread 
in restrictive legislation. 

There can be no quarrel with the 
abstract object of such restrictions. 
They set up legal limits to the 
rights, powers and liberties involved 
in ownership. But this ideal be- 
comes fallible when powers and lib- 
erties are left to the discretion of an 
administrative official free to deter- 
mine for himself what he conceives 
some legally formulated policy re- 
quires or makes expedient, writes 
Roscoe Pound, former dean, of the 
Harvard Law School, in the August 
Nation’s Business. 

This temptation to use power sim- 
ply because one has it, has led rul- 





Triple Mill Supply Convention. 
May 5-7, 1941, at the Palmer House, 
Chicago, Il’, comprising the Southern 
Supply & Machinery Distributors’ Assn., 
secretary, Alvin M. Smith, Smith- 
Courtney Co., Richmond, Va.; National 
Supply & Machinery Distributors’ Assn., 
secretary, H. R. Rinehart, 505 Arch St., 
Philadelphia, Pa., and the American 
Supply & Machinery Manufacturers’ 
Assn., secretary, R. Kennedy Hanson, 
1108 Clark Bldg., Pittsburgh, Pa. The 
convention may possibly be carried over 
an extra day. 

Virginia Retail Hardware Assn.. 
Feb. 18-19, 1941, at Danville, Va. Sec- 
retary, G. T. Omohundro, Jr., Scotts- 
ville, Va. 

Western Retail Implement and 
Hardware Dealers Assn., 52nd annual 
convention and exhibit, Jan. 21-23, 1941, 
in the Municipal Auditorrum, Kansas 
City, Mo. Frank H. Spink, 322 Scarritt 
Bldg., Kansas City, Mo., is secretary- 
treasurer. James A. Gorman is show 
manager. 

West Virginia Hardware Associa- 
tion. Feb. 24-25, 1941, at Parkersburg. 
Sessions at Chancellor Hotel. Secre- 
tary, H. B. Clower, Oak Hill. 

Wisconsin Retail Hardware Assn., 
Feb. 4-7, 1941, at Milwaukee, Wis. 
Headquarters, Hotel Schroeder;  ses- 
sions and exhibit, Auditorium. Secre- 
tary H. A. Lewis, Stevens Point. 


Veans End of Liberty 


ers to arbitrary interferences with 
liberty of person ever since history 
has been recorded. Moreover, it has 
led to seizure of property by govern- 
mental decree ever since a king cov- 
eted Naboth’s vineyard. When the 
will to power is combined with cov- 
etousness they have continually 
brought about arbitrary  interfer- 
ences with liberty of using property. 
Some rulers have claimed te. do 
these things by divine right, but, for 
the most part they have identified 
their confiscatory activities with the 
public good. It is significant that 
the current of thought which is giv- 
ing up the idea of property is also 
giving up the idea of liberty. As the 
two grew up together they are a 
common subject of attack by those 
who conceive the one must go with 
the fall of the other.—Nation’s 
Business. 


Text for the Times 
BUSINESS men built this nation, 
not politicians, and businessmen will 
save it if given the opportunity. 
—Emmett F. Conne ty, 
President of the Investment Bankers 
Association in Nation’s Business. 
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e TESTOR’S CEMENT is 
the fastest-selling household 
cement on the market . . 
shows you greater profit, both 
in turnover and mark-up, than 
any similar product! See your 
jobber now for complete 
details .. . 


melt ko 





SETHE 


~ PRAYS, dips or brushes 
to a satin smooth fin- 
ish. For exterior or interior 
use on wood, metal or 
brick. Will not lose its 
brilliance regardless of 
how long it stands on shelf. 
% pt. to 5 gal. cans. 





At America's Lowest 
Price for Such Quality! 


@@5 And 22 Other Sheffield Fast Sellers We 
SHEFFIELD BRONZE POWDER & STENCIL CO. 


Order from your jobber. Jobbers—write for details. 
CN TTT TES: 





A "SAFE BUY” for 
Your Holiday 


STOCK 





low as $1.75 
No. 304—Marble’s No. 49 Woodcraft Knife, with 4% inch blade and leather handle. 
Leather sheath. Waterproof Match Box and Coat Compass. Retails complete for $4. 


No. 305—Same as Outing Set No. 304, but has Marble’s Woodcraft Knife No. 50 
with real staghorn handle. Retails complete for $5. 


Fine for Holiday stock, yet year ‘round sellers. Write for catatog. 
Delta Ave 


MARBLE ARMS & MFG. CO., Gladstone, Mich. U8. A. 


cuts sizes up to 2x4. 





Boker-M°Millen y ~ F ri 
1 MITRE KiT No.5 prices. 





‘oz 
_ Retail including high grade Lindl 
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47 WARREN ST. CORPORATION |; NO JEFFERSON ST 


ll 
NEW YORK N.Y CHICAGO ILL 


Wiw SALES APPEALER/ 
Vasuyhans Suin-DeEp 


Your wre 
-PEELER 


New! Works like magic! @ SHREDS! 
Shreds, slices and peelsfruits a @ SLICES! 
and vegetables, with safe, simple, is ”" 

fast automatic SPRING ACTION! 
Note hand guard. A Winner! 
Packed on colorful, individual 
Display Cards. Retails for 10c. 
VaughanQuality.Send for prices 
Ask for No. 275. 














VAUGHAN NOVELTY MFG. CO. IN 
| 


3211-25 CARROLL AVE. CHICAGO, 








It all adds up to 
HIGHER PROFITS for YOU 


LONGER MARGIN + PRICE PROTECTION + 
SUPERIOR QUALITY + A RECOGNIZED NAME 
+ COLORFUL MODERN PACKAGES + FREE 
DEALER HELPS 
(Window and 
Store Displays — 
Leaflets—Cuts for 
Catalogs, News- 
papers and Fliers.) 
For advantageous Prices 
and Full Information, 
write today. 
TENNESSEE 
CORPORATION 

61 Broadway, New York City 











Popular MITRE KIT 


with new angle index 


Note how you can adjust our new model No. 525 to any angle desired 
and securely lock it with handle that shows beneath the kit. It accurately 
The Baker McMillan MITRE KIT is a well made, 
precision unit that appeals to both the professional and home craftsman. 
Put a few on your counter. 


THE BAKER McMILLEN CO., 350 Miller Ave., Akron, Ohio 


They will sell on sight. Write for wholesale 








Good Window Displays « « « 


Do you realize that no one factor will draw people to _your store 
like attractive window displays of ble merch P 





Hardware Age is continually reproducing such window displays— 
its representatives are always on the lookout for new ideas. 





a it highly profitable to subscribe to extra copies for their sales 
orce. 


windows and increased trade. 


HARDWARE AGE, 100 East 42nd Street, New York City 


And many dealers who require their own copy of Hardware Age 


The cost, $1.00 per year, is returned over and over in better 
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STOCK THIS QUICK 
-R- 
KILLS-RATS-ONLY 


Fast tweey H, Rat Eiller—Neot « poison—harmles 
everything but Rats. Made of oven-dried red sauill 
and known everywhere for = 12 years. Nationally 
d in rm and Poultry papers. 
wm” ponder (fer 














Hardware stores big -*, arms) 








field, Ohio. 











DENISTON 
Triple Lock NAILS 


“Lead Seal” 


Drive Screw Shank gives powerful 
grip. Lead under the head and down 
the shank plugs hole around the nail 
to form weather-proof lead seal. Nail, 
lead and sheet solidly locked together 
by “bump” . Send for samples. 


The DENISTON Co. Western Ave 


CHICAGO 














PRIEST'S CLIPPERS 
A Complete 


Line— 


Ask 
Your Jobber 
75 Years’ Reputation in the Trade 
AMERICAN SHEARER MFG. CO. 
. N. H. 


NASHUA, N 























ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 
profit in handling 
i them. 





Write jur prices. 


Rechester Sash Balance Ce., Ine. 
Rechester, N. Y. 
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before date of issue 
is the closing date 
| for the classified ad- 
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The “WHO MAKES IT ?” issue of HARDWARE AGE 


enables you to quickly locate sources of supply and helps 


you answer many questions regarding brand names, 


Chicago, Ill.: Who makes San- 
itai-rie Crack Fillers? Lebovitz Bros. 

ANSWER:  San-itai-rie ‘Filler 
Company, 931 No. Ogden Avenue, 
Chicago, Ill. 


* ~ * 


Campbelltown, Pa.: Who makes 
the Dixie twin tubs? A. M. Brandt. 

ANSWER: Metal Display Equip- 
ment Co., 739 No. Terrace Street, 
Muskegon, Mich. 


* * * 


Port Washington, L. I.: Who 
makes Vulcatex Caulking Com- 


pound? Shield Bros. 


ANSWER: A. C. Horn Company, 
43rd Avenue & 10th Street, Long 
Island City, N. Y. 


products, etc. 


Car.: Who makes 
Polish? Carolina 


Raleigh, No. 
Liberty Metal 
Hardware Co. 

ANSWER: Scranton 
Co., Scranton, Pa. 


* + 


Chemical 


Who makes the 
Jenkins Hard- 


Uniontown, Ky.: 
McDonald Scale? 
ware Co. 


ANSWER: American Scale Com- 
pany, Pleasant Hill, Mo. . 
+ * * 
Chestertown, N. Y.: Who makes a 


folding type wheel chair? Fred Vet- 
ter Co. 


ANSWER: McCormick Aluminum 
Wheel Chair Co., 3456 E. Jefferson 
Ave., Detroit, Mich. 
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Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 
dered by the “Who Makes It?” issue. When writing to the firms 
mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


New Haven, Conn.: Who makes 
Dacor Clothes Hooks? John E. Bas- 
sett & Co. 


ANSWER: Thomas Products 
Company, 15473 Indiana Avenue, 
Detroit, Mich. 

* * * 

Marshall, No. Car.: Please fur- 
nish the address of Moe Brothers 
Manufacturing Co., manufacturers 
of lighting fixtures? O. C. Rector 
Hdwe. Co. 


ANSWER: Fort Atkinson, Wis. 


aa * * 


Mahomet, IIl.: Who makes the 
Permutit water softener? F. O. Jahr 
Store. 


ANSWER: Permutit Company, 
330 West 42nd Street, New York, 
mM. ¥. 

* * + 

Chester, Pa.: Who makes the 
Andersen Window Latch? Stoller’s 
Dept. Store. 


ANSWER: Andersen Corp., Bay- 


port, Minn. 
* * * 


Florence, So. Car.: Who makes 
Dum Dum Putty? Schofield Hard- 
ware Co. 


NOVEMBER 14, 1940 





ANSWER: Arco Co., Bessemer & 
Clarke Streets, Cleveland, Ohio. 


* * * 


Penn’s Grove, N. J.: Who makes 
a putty mixing machine? R. I’. Wil- 
lis & Bro., Inc. 

ANSWER: Paul Abbe, Inc., 140 
Center Avenue, Little Falls, N. J. 


* + 


Altoona, Pa.: Where can we pro- 
cure the Darwin safety razor blades? 
Anderson Hdwe. Store. 


ANSWER: Darwin Razor Corp.., 
254 West 3lst Street, New York, 
N. Y. 

_ * * 

Lake Forest, [ll.: Who makes the 
C-O Two fire extinguishers? O’Neill 
Hdwe. Co. 

ANSWER: C-O Two Fire Equip- 
ment Co., Laswell & Belmont Ave- 
nues, Newark, N. J. 


* * * 
Oakland, Md.: Who makes the 


Wise hot air furnace? A. D. Naylor 
& Co. 


ANSWER: Wise Furnace Com- 
pany, Akron, Ohio. 











COOK' S 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 


New member of Gem c 
Nail Clipper family. 
Hardened jaws, nail 

file, cleaner. Heavily 

nickeled. Doz. on colorful card 
at jobbers’. Send for details. 
THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 













_ WOOD JOINERS 
THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 
Ask Your Jobber 


SUPERIOR FASTENER CORPORATION 
5224 N. Clerk St. Chicago, tl. 




















E-Z CORN POPPER 
The Original Rotary Corn Popper 


The Popper x That Puts ‘ 
The Pop in Pop Corn 








Stove Type 
or Electric 


Ask Sane: Jobber 


0. 5. KEENE MACHINE CO _ ELKHART IND. 


SAFETY HEEL PLATES 
(Detachable) 


Hardened points, 
strong metal harness, 
weather-proof strap, 
fully guaranteed, sizes 
for arctics, overshoes. 
or boots and shoes 

























Write for 
prices on 
our full 
line tce 
Retail at 60¢ per creepers 
pair. Full trade 

discounts. ’ 


©. A. Norlund Co., Willlemsport, Pa. 








STEEL MORTAR BODS 


No dripping onto 
_ the user's back. 







Made entirely of 
wy stee) with wooden 
shoulder saddle 
and handle 
Edges are heav- 


26"x12" }ly reinforced. 





Ne. 158 _ The fork.is 
Mortar x 1% pressed from 
f deep heavy gauge 

Write for prices. tent. 


The Cleveland Wire Spring Ce. 
E 38th St. and Hamilten Ave. 
e 2 Cleveland, Ohio = e 

















Kew Daisy Waterers 
for HOGS and POULTRY 
ALSO SHAW and DAISY 


CALF WEAWNERS 
133 3 We 0} : SA eee @ 27.8: ¢ 


Write for FREE Circular Mfrd. By 
QUINN WIRE & IRON WORKS 


BOONE, IOWA USA 




















Charsihied Opporvlunitiesa Section... 








Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





|  _Chansified Adwentining Rater 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word........ .08 
Positions Wanted 
(Special Rate) set solid, maximum, 
PEED, nial cacéaehsatesenveus . $1.00 
Each additional word............... .05 


Allow Seven Words for Keyed Address or Your Address 
BOXED DISPLAY RATES 


One inch 
Each additional inch 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 
—@e-— 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
box number advertisers unless accom- 


panied by sufficient postage for remail- 
ing. 











HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











| = Positions Wanted | | 


Positiows Wanted =| 


|Sales Representatives Wanted | 





HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 





EXPERIENCED SALESMAN SEEKS POSIT. 
TION WITH established wholesale hardware con- 
cern where ability, energy and faithful service 
will be appreciated Has had several years practical 
experience. Will go any place. Good reference. Ad 
dress Box E-190, care of Harpoware Acer 100 


E. 42nd St., N. Y. City 


SALESMAN 
appearance, 2 
resentative for 
facturer, deaier 
or locate 
F-187, care 
N. ¥. City 


YOUNG MAN OF 30, 
years experience as customers’ rep- 
broker, wants to sell for manu- 
or jobber. Am willing to travel 
from New York Address Box 
Harpware Ace, 100 E. 42nd St., 


good 


away 
ot 


MANAGER, NOW EMPLOYED AS GEN- 
ERAL MANAGER for large wholesale and re- 
tail hardware, paint and housefurnishing com- 
pany, desires to make change, with a firm either 
in Pennsylvania, New York, or New Jersey. 
Details of experience and capabilities can be dis 
cussed at interview. Age Address Box E-194, 
care of Harpware Ace, E, 42nd St., N. Y. 
City 


36 


100 


HARDWARE MAN THOROUGHLY EX. 
PERIENCED IN Retail and Wholesale hardware, 
paints, sporting goods and kindred lines, desires a 
position with responsible retail firm. References. 
Capable of buying, bookkeeping and store manage- 
ment. In earty fifties and good health. Free to 
go anywhere. Middle West or South preferred. 
Salary secondary. Address Box E-90, care of 
Harpware Ace, 100 E. 42nd St., New York City. 


MANUFACTURERS, OF HARDWARE OR 
HOUSEWARES ITEMS, with established busi- 
ness, who desire the services. of a reliable and 
experienced salesman, to take care of their busi- 
ness in the middle Atlantic Seaboard territory. 

y services are now available, satisfactory ref- 
erences and details or request. Please communi- 
cate with Box E-162, care of Haroware AGe, 
100 E. 42nd St., N. Y. City. 





EXPERIENCED HARDWARE SALESMAN 
DESIRES TO represent reputable M&nufacturer 
in West Pennsylvania, West Virginia and Eastern 
Ohio. Fifteen years traveling experience, 44 years 
of age, college graduate. Established trade with 
hardware jobbers, hardware dealers, department 
store and supply trade. Unquestionable references. 
Address Box E-188, care of Harpwarre AGE, 
100. FE. 42nd St.. N. Y. City 


118 





BACKGROUND OF 
selling to the hardware, 
electrical trades in Greater 
and New Jersey, wishes 
to connect with manufacturer of high-grade prod- 
uct, who is seeking a reliable and capable repre 
sentative in this territory. Have a large fellow- 
ing. Can place your product direct to dealers 
or through jobbers. Address Box E-201, care of 
Haroware Ace, 100 E, 42nd St., N. Y. City 


Ss AL. ESMAN, 
15 years productive 
housefurnis lies and 
New York, Westchester, 


WITH A 


AGENT—AGE 31, POSI- 
ftON WANTED with future. Experienced in 
wholesale hardware, electrical and mechanical 
manufacturing, construction and motor rewind 
ing. Some traffic and cost. Private school 
graduate—attended business college. Familiar 
with electrical, radio, automotive, sporting goods, 
cutlery, mill supplies, tinware, enamelware and 
builders’ hardware. 10 years’ experience. Address 
Box E-104, care of Harnpware Acz, 100 E. 42nd 
Se... N. ¥. City. 


PURCHASING 














OLD RELIABLE CORPORATION OFFERS 


WONDERFUL opportunity ‘to sideline or full 
time salesmen Selling furniture, hardware, de- 
partment stores. Fast, patented sellers. Small 
light sample case Positively world’s finest. Cal! 
on only best concerns. Best selling season now. 
Address Wustmaster Corporation, 5211 Produce 
Exchange Bldg.. Minneapolis, Minnesota 


REPRESENTATIVE WANTED. ONE OF 
AMERICA'S foremost tool manufacturers has 
Metropolitan New York and New Jersey opening 
for high-class man with successful record selling 
to hardware dealers. Correspondence is invited 
and will he held confidential. Address Box E-196, 
care of Hakoware Ace, 100 EF. 42nd St., N. Y¥. 
City 

EXPERIENCED HARDWARE AND MILL 
SUPPLIES’ salesman in New Jersey territory 
with an old established hardware concern, expe 
rienced in contacting industrial plants with a 
thorough knowledge of the hardware business. 
Address Box E-198, care of Harpware Ace, 
100 E. 42nd St.. NY. City. 

REPRESENTATIVES WANTED WELT. 
ESTABLISHED PORTABLE tool manufac- 


turer has an interesting proposition for men who 
regularly call on hardware dealers in Ind., Ky., 
Okla., Texas, Ga., Tenn., Va., Ark., Miss., La., 
Kansas, Ala., N. D., and S. D. Real opportunity 
for the right man. Address Box E-192, care ot 
Harpware Acr, 100 E. 42nd St.. N. Y. City. 





MANUFACTURER'S REPRESENTATIVE 
DESIRED TO SELL nationally known line of 
builders’ hardware on commission basis. Must be 
well established with the trade. State lines handled 
and territory covered. Address Box E-186, care ot 
Harpware Ace, 100 E. 42nd St., N. Y. City. 


DISTRIBUTORS OR SALES AGENT—ac 


quainted with City or Town officials to sell on 








basis; street signs and equip 
ment, traffic signs, traffic regulation signs, reflec 
tor signs and signals, road markers, ete.''): Address 
Municipal Street Sign Co., Inc., 775 Meeker 
Ave., Brooklyn, N. Y. 


liberal commission 


OPPORTUNITY TO EARN TRAVELING 
EXPENSES. Territories open starting Novem- 
ber 15 on new lines of mirrors, metal cabinets, 
stepstools, ironing boards, bridge tables. lamps 
and other hardware items. Exclusive territory, 
no house accounts. Full commission on all busi 
ness. Write stating territory covered and items 
carried. Commissions from these lines will leave 
your main line as clear income. Address The 
Walter S. Kraus Company, Woodside, New York. 





SALESMEN WHO CALL ON THE retail 
and jobbing hardware trade selling Red Squiil 
Rat Killer on display cards, also Cattle Fly Spray 
“SO-BOS-SO.” One who has other lines pre- 
ferred. L iberal commission. _ Territories open 
New York, New England, Pennsylvania, New 
Jersey, Ohio and several good sections. Write 
for full information at once. Address--The C. H. 
Davis Company, Rome, New York. 





SALESMEN NOW CALLING ON WHOLE- 
SALE hardware dealers and lumber yards east 
of the Mississippi to sell the Strand Overhead 
Type Garage Door, recently placed on the market 
and going strong. State references, products 
being sold and territory traveled. This has never 


been offered before. Address—President, Strand 
Building Products Company, 452 So. Woodward, 
Birmingham, Mich. 





|  fccounts Wanted 


EXPERIENCED SALES REPRESENTA 
TIVE, WELL ACQUAINTED with and cover- 
ing regularly for past 15 years all classes of 
jobbers in the Middle West, high-type merchan- 
diser with profitable outlets, desires one or two 
additional lines of responsible manufacturers with 
possibilities for volume business; straight com- 
mission. Address Box E-191, care of Harpware 
Act, 100 E. 42rd St., N. Y. City. 
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VERMONT-NEW HAMPSHIRE 
“SALES BUILDER” AVAILABLE 


Resourceful salesman with producing rec- 
ord and draft exempt, offers persistent 
Dealer-Jobber coverage from strategic cen- 
tral location. Interest confined to estab- 
lished concerns featuring “Repeat items” 
suitable to this area. 


Prefer proposition capable of solid, long- 
pull development, with a financial arrange- 
ment contingent on results. 


References covering character, credit and 


ability available to seriously interested 

executive. 

Address Box E£-183, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 











ESTABLISHED MANUFACTURER’S REP- 
RESENTATIVE IS IN a position to merchan- 
dise an additional line for a reputable manu- 
facturer desiring increased distribution in the 
hardware-houseware jobbers, department stores, 
chain stores, and major retail outlets, on a com 
mission basis in Eastern Pennsylvania, Southern 
New Jersey, Delaware and District of Columbia. 
Have excellent trade and personal references as 
to ability and integrity. Address Box E-195, care 
of Harpware Acer, 100 E. 42nd St., N. Y. City. 








ee 


COMPLETE MERCHANDISING SERVICE 
OFFERED BY Eastern Sales Agency; combines 
selling activities with advertising, marketing 
counsel; services include advertising copy, direct- 
mail preparation, for limited lines, carefully se- 
lected. Comprehensive planning and selling aid 
that goes beyond usual functions of manufacturers’ 
agents. Write for details. Address Box E-189, care 
of Harpware Ace, 100 E. 42nd St., N. Y¥. City. 


WANTED—FOR SOUTHEASTERN 
STATES—-lock sets and builders’ hardware spe- 
cialties, padlocks and latches to the dealer 
trade—hardware, building supply and marine 
hardware and ship chandlers. We are established 
and producing. Lines wanted on straight commis 
sion. Address Box E-200, care of Harpware Acer, 
100 E. 42nd St., N. Y. City. 




















MERCHANDISE WANTED—I BUY FOR 


cash small or large lots of manufacturers’ close- 


outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 


Epstein, 815 Central St., Kansas City, Mo. 








FOR SALE: THE MOST SOUTHWESTERN 

hardware and paint store in the U. S. located 

at the port of entry into lower California, fifteen 

miles from San Diego. This is probably th 

fastest growing: section in the country. Truly a 

real opportunity. Invoice about $5,000. Address 
Box 155 San Ysidro, California. 


| Basiness Opportunitien | 





WELL ESTABLISHED GENERAL HARD- 
WARE STORE for past 29 years in a town 
over 5,000 and outside drawing 13,000 with va 
rious manufacturers, and in a wonderful farming 
country. Good clean stock. General hardware. 
housefurnishings, paints, stoves, etc. Reason for 
selling—poor health Located in Central Penn 
sylvania. Address Box E-197, care of Harpwart 
Ace, 100 E. 42nd St., N. Y. City 
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PRICE CLERK EXPERIENCE IN HARD 
WARE and mill supplies for established New 
Jersey Hardware concern. Experienced only need 
apply. Address Box E-199, care of HaArpWare 
Acre, 100 E, 42nd St., N. Y. City. 


TWO YOUNG MEN WANTED BY WHOLE 
SALER. Two young men, preferably married, 
with buying or selling experience in the whole 
sale hardware field are needed to round out a 
growing well-established wholesale hardware firm's 


personnel. The right young men will find a real 
opportunity for expansion and growth, working 
directly under the executive head of the com- 


pany who needs two young men to prepare for 
executive positions. All correspondence confiden- 
tial. Address Box E-193, care of Harnware AGE, 
100 E. 42nd St., N. Y. City 











100 E. 42nd Street 





He ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 

A nationally known company replied to his adver- 
tisement and he secured a desirable position through 
advertising in the right medium. 


HARDWARE AGE is noted for quick results — 
try it—send your ad to— 


HARDWARE AGE 


Classified Opportunities Dept. 


New York, N. Y. 











AGE 
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© Eye-Appealing 

® Sales Getting 

® 5-Unit Car- 
tons 

® Attractive 7- 
Color Display 
Box Free with 


Every 50 
Fuses. 
Ask your ove by 
COLORTOPS 








gy WRONG WITH 


»”COLORTOPS 





Your Customers Can Try 
This Electric Hand Saw 


FREE! PREPAID TO YOU 


NO “RED TAPE” 


You receive, Aen the Fred W. 
Wappat Electric Hand Saw, and turn 
it over to your prospective buyer. He 
puts it to his own tests on everyday 
jobs. The Fred W. Wappat advanced 
design and construction means that 
the saw will sell itself. You have no 
worries, no cost, no “red tape”. You 

rofit generously on each sale. 
Write for full details. 
MODEL A-8” has 2-5/8” cutting cangelty, 
rer for $105.00. MODEL A-9” 
7/16” cutt’g capacity, retails for t i55.00. 


natn saws make all jack rafter cuts 


7317 Penn Ave. Pittsburgh, P 
Only the genuine Fred W. Wappat tools 
bear this signature. 











SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Domes of Silence 


Glide 


| 4 Rubber Cushio 


Ask your Jobber. /f 


DOMES of SILENCE, Inc., 35 Pea sO A 
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Acme Shear Co. . 
Acme Steel Company 
Aladdin Industries, Inc. 





Allite Mfg. Co., Inc. . 
Alter Co., Harry ...... 
Aluminum Goods Mfg. Co. , 
American Chain & Cable Co., 
Ml. Aanuetd.csbVanee>ddancdasadas 
American Chain Div. . 
American Fork & Hoe Co., The... 
American Mfg. Co. ........... 
American Pad & Textile Co. 
American Shearer Mfg. Co. 
American Steel & Wire Co. 
American Thermometer Co. . 
American Thermos Bottle Co. 
American Turpentine Farmers 
Assoc., Cooperative ......... 


American Window Glass Co. 
Ames Baldwin Wyoming Co. 
Animal Trap Co. of America 
Arcade Mfg. Co. 

Archer- Danivis- Midland Co. 
Armstrong-Bray & Co. 
Armstrong Bros. Tool Co. 
Arvey Corp. . pans 
Asbestos Textile Co., Inc. 
Atkins & Co., E. C. 

Atlas Asbestos Co. .. 
Automatic Products Co. 
Autoyre Co. , 


Babcock Co., W. W. . 
Baker McMillen Co. 
Ballonoff Metal Products Co. 
Barr Rubber Products Co. . 
Bartlett Mfg. Co. 
Bassick Co., The 
Behr Manning Corp. 
Berea Abrasives 
Bernz Co., Inc., Otto .. 
Bethlehem Steel Co. ’ 

Bissell Carpet Sweeper Co. 
Blaisdell Pencil Co. . 
Bommer Spring Hinge Co. 

Bond Electric Corp. 

Boston Varnish Co. . 

— Woven Hose & Rubber 


Briggs & Stratton Corp. 
Brooks & Sons, M. = 
Brown Corp., Ww. 
Brown Fence & Nite. Co., H. L.. 
Brush-Nu Co. 
Builders’ Hdwe. Textbooks 
Burke Mfg. Co. ‘ 
Burton Mat Co. 


Cc 


Calbar Paint & Varnish Co. . 
Capewell Mfg. Co. 
Carborundum Co., The 
Carnegie-Illinois Steel Corp. 
Carrollton Metal Products Co. 
Chgmpion Hardware Co., The 
Cheney Hammer Coprp., Henry 
Chicago Lock Co. ... ; 
Chicago Roller Skate Co. 
Chicago Spring Hinge Co. 
Chicago Wheel & Mfg. Co. 
Clayton & Lambert Mfg. Co. 
Clemson Bros., Inc. 
Cleveland Chain 


& Mfg. Co., 
The pee ; 
Cleveland Wire Spring 'Ce., The 
Coburn Trolley Track Co. ........ 
Coleman Co., William H. . 
Coleman Lamp & Stove Co. 
Collins Co., The 
Columbia Steel Co. 
Columbian Rope Co. 
Columbian Vise & Mfg. Co. 
Congoleum-Nairn Co. 
Connecticut Valley Mfg. Co. 
Continental Screen Co. .... 
Continental Steel Corp. 
Cook Co., H. C., The ... 
Crescent Tool Co. 
Cross, W. W. 
Cyclone Fence Co. 
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Daniel Co., Edw. W. 

Dazey Churn & Mfg. Co. 
Delco Appl. Div. 
Deniston Co., The 
DeWitt Operated Hotels 
Diamond Calk panes Co. . 
Dietz Co., R. 
Dixon Crucible % Joseph . 
Domes of Silence, ‘inc. 
Draper-Maynard Co. 
Dremel Mfg. Co. .. 
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Durable Mat Co. ... 


Eagle Mfg. Co. . 
Eagle Rule Mfg. Co.. 
Edlund Co. 
Edwards & Co. .. 
Elastic Tip Co., Th 
Embury Mfg. Co. . 
Empire Level & Mfg. Co. 
Enterprise Mfg. Co. 
Estwing Mfg. Co. ... 
Everedy Co., The 


F 


Farrell-Cheek Steel Co. 
Faultless Caster Co. .. 
Fitler Co., The Edwin H. 
Fletcher-Terry Co. 
Flexible Steel Lacing “Co. 
Flex-O-Glass Mfg. Co. 
Florence Stove Co. 

Fox Shotguns 
Frankelite Co. .. 
Frantz Mfg. Co. . 
French & Hecht, Inc. 
Frick-Gallagher Mfg. Co. 
Frigidaire Div. 


G 
Gardiner Metal Co. .. 
General Electric Co. 
SE adiwasvecses 
Full Line ..... ; 
Heating Devices 
Lamp Div. ..... 


Wiring Devices 
Geyer Mfg. Co. a 
Gibson Good Tools, Inc. . 
Gilbert & Bennett Mfg. Co. 
Gillespie Varnish Co. 
Glass Coffee Brewer Corp. 
Goodyear Tire & Rubber Co., Inc 
Graham Mfg. Co. 
Greenfield Tap & Die } Sap. 
Greenlee Tool Co. 

Griffin Mfg. Co. 


H 


Hamilton Beach Co. 

Hamlin Metal Prods. Co. 

Hanover Wire Cloth Co. 

Hanson Scale Co. . 

Harris Hardware & ‘Mfg. Co., 
i ae ; 

Hawkins Co., The 

Hazard Insulated Wire Works.. 

Heckethorn ~~ & Supply Co.. 

Heller & Co., W. C. 

Heller Bros. Co. 

Hilger Co., The .. 

Hoffman Co., H. ... 

Hoppe, Inc., Frank A. 

Hotstream Heater Co. 

Hoyt & Worthen Tanning Corp... 

Huenefeld Co. 


Imperial Bit & Snap Co. .. 
Imperial Molded Prods. Corp. 
Independent Lock Co. . 

Indiana Steel & Wire Co. 


Ingersoll Steel & Disc. Div. 

Borg-Warner Corp. ........... 
International Harvester Co., Inc. 
International Nickel Co., Inc. 
Irwin Auger Bit Co., Th 

J 

dacheen B6Be, Gee. 6vcccscvicsces 
Jennings Mfg. Co., 


The Russell. . 
Justrite Mfg. Co. oes 


K 
Katzinger Co., Sas | os 
Keene Mch. 
Keiser Mfg. Co. 
Kester Solder Co. . 
Keuffel & Esser Co. ... 
Keystone Steel & Wire Co. 
Klein & Sons, ; 
Knapp-Monarch Cr ee DEP re 
Koch Sons, Inc., George 
K-R-O Company .......... 


PE 


e311 011858 


HARDWARE AGE 








IRILIoIEli dt 


~ 


11d 3 


wl SSILISis3i 


120 


13 


94 











Inc., 


RIV oll 


~~ 


LTT IStLIBisg 


~~ 
a 


. 101 
87 


v 
13s 


94 


> 
a 
eee 


=31 1011858 














Ondex S]Jc Adwervisewn 





The Dash (—) Indicates that the Advertisement Dees Net Appear in This Issue 











L aie = i 
usse’ urdsall & Ward Bolt 
Lonem & Sessions Co. .... _ an oy . pace 
ad Industries Assoc. ...... 4 | Ryerson mm, te. des. To wo... 
Libbey-Owens-Ford Glass Co. _ 
Lincoln Engineering Co. ........ — 
ay ~eeaemnemsed Floor Machinery s 
Coe Cheer eoeeerosooessceceee 9 Samson Cordage Works 105 
eee See Se Miee. Co. — | Sand's Level & Tool Co. .. Wt 
thie Rule = - - Co. 3! | Sandvik Saw & Tool Corp. 115 
ion emer te ox = Schait’ Chemical Co. = 
Schatz Mfg. Co. ...... 83 
M Schlueter Mfg. Co. ....... 70 
oe gr Co., The Wm. it 
ntinel Radio Corp. ‘ _ 
Magemnist Ses On. tne. (hon | Sy Sepa Orel Gos. = 
McGill Metal Prods. Co. . — | Rae none Co. - - 
McGuire Co., George W. ps = = Bronze Powder & Sten- ian 
McKinney Mfg. Co. ....... WS ae ee ae eres 
Macklanburg-Duncan Co. . _ pera Cycle Co. .. “° 67 
Manning, Bowman & Co. . sat —- Spring Hinge Co. . ah 
Marble Arms & Mfg. Co. 115 | Sherman Mfg. Co., H. B. 93 
Master Lock Co. ... ae Silver Lake Co. sees _ 
Masters Planter Co. 121 sae —_ Co. = 
Mayes Bros. Tool Mfg. Co. | Sk ttle. s. oe a = 
Merchandise Mart, The ed a gy ee = 
Met-L-Top Tables, Inc. — Smi h "Sc Landon P. ...... 107 
Metal Industries, Inc. . 60 — & Son, Inc., Seymour ...... 106 
Metal Textile Corp. .. 105 Smit! & ‘Corona Typewriters, 
Milcor Steel Co. ....... - =e ms L. a" — - 1 
Miller, Inc., Robert E. . 129 | Speedway Mfg. Co. * 
Millers Falls Co. .......... a bao ly + ge ~* 
Milwaukee Stamping Co. _ Shans ie oa Co. == 
Minnesota Mining & Mfg. Co. _ ee Work mt 5 
Moore Push Pin Co. ............ Wi Starling a my SD woe ay 
Morse Twist Drill & Machine Co. — names = coo: = 
Morton Salt Co. .............. 1 cn z 7h a, re oa 
Murphy's Sons Co., Robert ... WN) Ss ae Mia. a ew. = 
Murray Ohio Mfg. Co., The - oo aoe Saeed. rs WES 10:6 $4 ate 
Myers & Bro., The F. E. .. g | Superior Fastener Corp. ..... 117 
° Swing-O-Way Steel Prods. Co. _ 
Spnere Devices, (6. «2.2... cece. _ 
N 
National Brass Co. .............. — T 
— 9&5 ou — | Tamme Silica Co. ......2--sc0r0.+ 4 
ras Sigs * "lade Tate Co., E. H. vere 
oe ae — Shute. Co. - 1 ag ong Companies a 23 
New Haven Clock Co., The _ i" nicotene ee 
New York Herald Tribune . DPR dy Se nee > ue 
New York Solder Co. ..... 109 nae noe vo ~~: re 
New York Wire Cloth Co. — The ol 7 So °C se 
Ney Mfg. Co., The re oo n Co., The Henry 
Nicholson oe ee xs PR nt a gee : pee 
rs Townsend, B. W. iced 
Noblitt-Sparks Industries, Inc. — 
Noma Electric Co. .. - — Fuse Mig. Co. .. ed 
Norcross & Sons, C. S. .... = Triple ‘cae 4, "the : a 
Norlund Co., Inc., O. A. .... 117 Tub ll Rivet a Stud Co. 109 
North American Press, The .. _ Tu “nog D & Woolworth ‘Han- 
Northwestern Steel & Wire Co... — r~; c _ a 
Nu-Tone Chimes, Inc. Kaiatess sa i le a aa ee a aa 
e) U 
Cheats Co. TN 62... cs cseciess 79 | Union Fork & Hoe Co., The a 
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Plymouth Cordage Co. — | Wappat, Fred W. .. 120 
Pootatuck Corp. ...... — | Warner Mfg. Co. 7 — 
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Menlded RUBBER GOODS & Special 















PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS e@ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBSERS 


SEND FOR CATALOG CF COMPLETE LINE 


The ELASTIC TIP Co 





Make this big aid to Winter clean-up 
“CLEAN-UP” PROFIT FOR YOU 


PAT. Watch your sales climb the minute you introduce ‘‘the 
PEND. successor to the wheelbarrow’’ in your vicinity. One 
happy user tells another ... and your profits grow. 
Everyone recognizes the labor saving possibilities of 
the ‘‘Handi-Cart’’ immed.ately. It ends tiresome stoop- 
ng . weight tugging shoulder strain. A child 
can handle it. 


Mawes -HANDI-CART” 
Send for 15 sturdily built of sheet steel 2 SIZES 
Folder rubber’ res. save lawns and $4075 
age oa EE 


write direct to factory’ tor de. 9@pel9 
scription and trade discount. 3Yo cu. tt. 
MASTERS PLANTER CO. 

4029 W. Lake St. Chicago, Ill. 














CUSTOMERS RECOGNIZE 
THE LEADER: C & L! 


The known name in Blow Torches is 
C & L. So stock the Torches customers 
will call for: C & L: 


No. 800, shown here, is handsome, 
sturdy. Low in cost, it sacrifices none 
of the important features in C & L's 
higher priced tools . . . Your jobber 
salesman will be glad to tell you about 
C &l. 


CLAYTON & LAMBERT 
Detroit, Mich. 


MFG. CO., 








Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 
at least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York, N. Y. 


















About BUILDERS’ 





NOW? 
For the First Time 
in Permanent 
BOOK FORM 
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This is your only source of 
complete, authentic. easy-to- 
read information on all phases 
of BUILDERS’ HARDW ARE 
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Everything You Need to Know 


HARDWARE 


















f If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because of the lack of 
information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE?” is the book for you. 






















You will get the benefits of the author’s, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all the 
needs of your community from the average home to schools, hotels, 
office buildings, churches, apartments, etc. 


You’ll also be shown how to read blue prints, and to specify jobs; 
how to work with property owners, contractors and architects; how 
to use Builders’ Hardware to increase sales in your other depart- 
ments. This book will bring you all you need to know about this 
profitable, basic hardware line. 

The experienced Builders’ Hardware Engineer will want this book 
for its use as a handy reference work. The beginner will want it 
as a text book to use as the only complete home study course in this 
subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by reading 
and studying it. 





maATL THIS 





HARDWARE AGE 
100 East 42nd St., New York, N. Y. 


Please send me 


Brownell. 
NAME FIRM 
ADDRESS CITY 
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Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 

220 pages—page size 8!/2x I1'/2 inches—cloth 
bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean more 
sales and profits to you. 

How to cash in on the sale of replacements and 
"follow-up" items. 

A wealth of specific information on equipping 
public buildings. 

Nine comparative charts which show you how 
to match different items. 

A working Blue Print, size 25x !1'/2 inches, Glos- 
sary of more than 300 Technical Builders’ 
Hardware Terms, Cross Reference Index, etc. 

Over 600 Illustrations, Charts and Diagrams. 





ORDER YOUR COPY NOW 


Prepare yourself for the opportunities a 
thorough knowledge of Builders’ Hardware 
offers you to increase your earning power. 


GOOD BUILDERS’ HARDWARE MEN ARE SCARCE. 





TODAY 





copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. 
I will pay the postman $3 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) 


STATE 


() Check here if you enclose payment, in which case we pay postage. 


HARDWARE AGE 




































WELDWOOD GLUE is not.just an improve- 
ment, not just another new glue. It's 


the FIRST WATERPROOF GLUE anyone can 
work, without fuss or bother. 

WELDWOOD GLUE “doesn’t know its own 
strength”. Dry or after weeks of soaking 
in cold water, various woods glued with 


this modern chemical miracle could not 
be separated without shattering the 
wood fibres. 


ONE PART—COLD SETTING 
WATERPROOF 
WELDWOOD GLUE is packed as a dry 
powder. Mixed with cold tap water it is 
instantly ready for use—applied cold 
with stick or brush. That's all there is 
to it. WELDWOOD GLUE forms an everlast- 


This Age of Plastics Brings you a Miracle Glue to 
do a Household job that’s never been done before 


ing joint a few hours after application. 


WELDWOOD GLUE unites porous or fibrous 
materials, or one porous to most non- 
porous surfaces. It also makes an easy- 
to-work wood putty, sizing, membrane 
waterproofing, and seal. 


“THE GLUE OF A MILLION USES” 
Household and handicrafts, building 
construction and repairs, dry wall con- 
struction, carpentry, cabinet work, 
model building, inlaying, doweling, pat- 
terns, furniture, antiques, millwork, pic- 
ture frames, toys, novelties . . . boats 

. . aircraft . . . sporting goods, leather, 
linoleum, mounting, are but a small 
part of the broad range of applications 
for this faultless glue. 





and larger can. 








HANDSOME PACKAGES— POPULAR PRICES 


Kea = > Eye Appealing Cans designed for faultless shelf life. Handsome dis- 
WECOWAWY 


plays. Imprint Circulars and other dealer helps. Consumer advertising 
inquiries will be directed to you. FREE HANDBOOK with every 25¢ 


No. 10 1'/g oz. 10¢ retail. Packed Two Doz. in Display Box. 
No. 25 31% oz. 25¢ retail. Packed One Doz. in Display Box. 
No. 50 8 oz. 50¢ retail. No. 100 1 Ib. 85¢ retail. 


MAKE STOCK ORDER THRU YOUR JOBBER! 

















SEND FOR FREE SAMPLE! 


So you can see and know first hand 
the miracle qualities of WELD- 
WOOD GLUE we offer one sample 
FREE to dealers—please include 
Jobber’s name. 


. 


NOVEMBER 14, 
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UNITED STATES PLYWOOD CORPORATION 


Executive Offices: 616 West 46th Street, New York 


= For wholesaler’s convenience, stock is carried at 14 USP warehouses: Baltimore, Boston, Brooklyn, Chicago, 
Cincinnati, Cleveland, Detroit, High Point, Los Angeles, Newark, Philadelphia, Rochester, San Francisco, Seattle. 


WELDWAUD 


WATERPROOF GLUE 





ATTACH TO FIRM’S LETTERHEAD AND MAIL 


U. S. Plywood Corp., N. Y. C. 


Send FREE WORKING SAMPLE and Merchandising Facts about WELD- 


| 
| 
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| 
| WOOD Plastic Resin GLUE 
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Your Profits Depend on Production as Well as | 
Sales! Here’s OUR Answer to YOUR Problem! 


The year 1940 was a BANNER YEAR for Westinghouse 
Refrigerators. It would have been an even BIGGER 
year if everybody who WANTED a Westinghouse 
Refrigerator with TRUE-TEMP CONTROL could have 
obtained it IMMEDIATELY. So we're “shooting the 
works” in 1941! We’re BUILDING ... BUYING... 
ENGINEERING .. . and PRODUCING to give our 
Dealers the most of the best! 


$1,500,000 for More Business! 

The money Westinghouse is spending NOW to create 
more business in 1941 will pay dividends FIRST to 
Westinghouse Dealers. Dividends in VOLUME! Divi- 
dends in WIDER MARKETS! Dividends in MULTI- 
PLIED PROFITS as a result. Product improvements 
and production savings, reflected ,IMMEDIATELY 
in easier sales, spell 1941’s biggest opportunity with 
Westinghouse! 


Act at Once! 
Now is the time to look back on 1940 and AHEAD to 
1941! If you want a BETTER PRODUCT, BETTER 
PROMOTIONS, and a tie-up with an outfit that’s 
pulling no punches in 1941, a line to us will bring the 
information and results you want. 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO. 
MANSFIELD, OHIO DEPARTMENT 25) 





AHEAD to 
, BETTER 
utfit that’s 
ll bring the 


URING CO. 
TMENT 25) 














